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Simple, isn’t it? 
— and the time it saves! 


Here is the simplest, surest method of mounting wheels on shafts. So superior 
that 160 manufacturers of mechanical power transmission parts use this mount- 
ing in their products—under license from Dodge. No other mounting systerr 
is so universal. Taper-Lock holds as though it were a shrunk-on fit. Yet by the 
simple use of its jack screws it “unlocks” like magic. No damage to shaft or 
machinery—no grunt nor groan nor wasted time. 


Taper-Lock mounting is one of the plus features of Dodge sheaves, sprockets, 
couplings, conveyor pulleys. Another profit producer for Dodge Distributors. 


Dodge Manufacturing Corporation, 500 Union Street, Mishawaka, Indiana 


The Products with the —e ees 


DOD: 


of Mishawaka, Ind. 


THE TRANSMISSIONEER is featured in Dodge advertisements, which appear in 
leading industrial publications. Prospects are directed to “call your local Dodge 
Distributor” for information and assistance on new cost-saving developments 
in power transmission equipment. 
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No flange, no collar, no protruding part! 
Modern, safe, fush design. Minimum space 
on shaft. Mounts as a unit — tighten while 
sighting. Easy on — easy off! 


Bearing surface runs the entire length of the 
hub and bushing. Full compression means 
extreme holding power. No wobble. Taper- 
Lock runs true! 


Interchangeable bushings. Change from 
shaft to shaft, from one size to another, 
from sheaves, to sprockets, to couplings, to 
pulleys. Talk about inventory economy! 
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A Time Saving Guide to the Contents of This Issue 


AUTOMATIC PURCHASING SUCCEEDS 78 


Pacific Abrasive Supply, Los Angeles, sets up stockless buying plan for custom- 
ers that saves the typical plant from 80-90 percent of its purchasing paper-work 
costs and cuts its stores department stocks in half or more. At the same time 
price reflects the service rendered, as customers’ savings outweigh advantages 
of pure price buying. Plan is based on abbreviated paper work cycle worked out by 
the distributor to replace requisitioning and checking in plant stores and buying 
office; one five-part form serves all the buying-order process needs of both the 
buyer and distributor. The distributor is also pledged to hold plant inventories 
of specified items at pre-set levels and to eliminate entirely-all surplus from the 
plant. (At present there are about 30 A.P. accounts.) Says PASCO’s Harry 
Bayley: “It’s a case of the distributor giving his customer direct, concrete help 
with larger problems of materials management. We now have a more important 
function than filling orders. We show the buyer how to do a better job.” 


FOREIGN TRADE MISSIONS 85 


Under the aegis of the U.S. Department of Commerce, hundreds of American 
businessmen—including industrial distributors—have been aiding the cause of 
the country’s foreign trade. Travelling to nations the world over in small inves- 
tigative groups or “missions,” they have explored with businessmen and 
government leaders abroad the prospects of promoting two-way trade. Two of 
this country’s well-known distributors—Wallace Campbell, Seattle, and Frank 
M. Cruger, Indianapolis—visited Africa and the Middle East in the last year. 


CLEVELAND’S DISTRIBUTION CONFERENCE 88 


Over 500 distributors and manufacturers took part in a two-day conference on 
key distribution problems—the impact of foreign competition, the Robinson- 
Patman Act, how the industrial distributor can make money, and why a manu- 
facturer does and does not buy through industrial distributors. Each of these 
topics was led off by a principal speaker, then discussed by a panel and the 
audience. Featured as luncheon speakers were the former Secretary of Commerce 
Frederick H. Mueller, and Dr. Henry Bund, Research Institute of America. 


THE MISFIT P.A. 92 


This month’s case for salesmen bumps a creative salesman up against a non- 
creative purchasing agent, who buys what he is told to buy and lets it go at 
that. Thus, while salesman Ray Andersen thinks, talks, demonstrates, sells and 
finally begins to sweat, P. A. Atkins sits, smiles, nods, and smiles some more. 
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CREATE NEW BUSINESS 93 


This month, in part two of this feature which began in the September issue, 
ID provides all the basic materials required by sales managers to conduct 
dynamic, stimulating “situation” sales meetings during which the entire sales 
force participates and learns. This material includes personnel sketches, a plant 
layout, an equipment inventory and purchasing and production data on the 
“Siro-Lite” company—the firm which eight supply salesmen “called on” in 
section one of this feature. This material can be used, along with the sales 
interviews and background information in part one, to evolve and analyze sales 
situations during “case study” and “role playing” type sales meetings. Purpose 
of meetings: to improve salesmens’ skills in observing, analyzing, communicating. 


® Case Study Meetings: Referring to the product and purchasing data, plant 
layout, equipment inventory and part one interviews, salesmen analyze Siro-Lite 
plant layout in terms of increasing efficiency and cutting costs; product usage 
and potential in terms of present and future needs; and the basic approaches 
of the part one salesmen in terms of stated goals and actual accomplishments. 
These meetings aim at improving salesmen’s observation and analysis skills. 


® Role Playing Meetings. Situations to be “role played” are developed on the 
basis of the personnel sketches of key Siro-Lite personnel, other information on 
the firm contained in sections one and two. During these sessions, one salesman 
acts as the “buyer”, another as the “seller”, following which their “performance” 
is discussed and analyzed by the rest of the sales force. The purpose of these 
meetings is to improve salesmens’ skills in the handling face-to-face involvements. 


OTHER FEATURES 


Ideas and Opinions Price Index 
Trends and Prospects Business Outlook 
Industry Statistics Editorial 
Supply Sales Trend ID News Index 


Next Month: PUNCHED-CARD PURCHASING 


One of the nation’s first successful installations for purchase ordering with 
punched cards over phone lines will be ID’s November feature. Ducommum 
Metals & Supply Co., Los Angeles industrial distributor, and its customer, 
Atomics International, now have plant stores in direct electronic contact with 
RAMAC at Ducommun’s warehouse, can get a shipping order to Ducommun’‘s 
shelves three minutes of the time AI Stores initiates the purchase release. 
Ducommun does all the paperwork, and makes the delivery as requested. 
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Whatever your 


V-Belt needs, 
DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 
consistent performance, long trouble-free life 
and full-rated power transmission. That 
means the belts must be made of the finest 
quality materials, with careful attention to 
engineering details, manufacturing processes 
and testing procedures. Durkee-Atwood 
V-Belts are made of the newest high tenacity 
synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
“TIso-Dynamic” Vertical Matching Machine 
eliminates the “‘sag error” that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 
...the most complete line of industrial V-Belts. 


Look for the DA On Your V-Belts 
gy 


Need High Capacity 
In Compact Space? 
DA 358 V-BELTS. This major design improve- 


ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 
DA POSITIVE ORIVE BSELTS. Revolutionary 


tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


40% Extra Capacity 
in Regular V- Belts? 


RED SHIELD MULTIPLE V-BELTS. Increased 
capacity at no increased cost. Available in oil and 
heat resistant and static dissipating constructions. 


Top Performance in 
Variable Speed Drives? 


VARIABLE SPEED BELTS. For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 


October 1961 


ae 
| 
/ 
/ 
‘ 
: 
This ad appear? 
in numper of 
es 
| 
\ 
vas 
= 
y = 
4 7 
NOSE 
\ 
| | 
~ 
| 


LISINE 


. fine quality, that is. Blue chip 
quality, in fact. That’s why Nicholson 
and Black Diamond industrial blade 
distributors across the country are 
enjoying increasing sales. 


Nicholson and Black Diamond 
blades provide superior cutting and 
long, economical shop life... suited 
to the most exacting cutting jobs. 
And they’re pre-sold for you... be- 
cause of the well-known brand name 

. because of the standard of blue 


NOS TOHOIN 


chip quality... because they're regu- 
larly seen in national publications. 


Get new and repeat sales with your 
Nicholson or Black Diamond blade 
line. In hand hacksaw, power hack- 
saw and band saw types, they’re just 
what your customers need. 


Nicholson File Company, Providence 1, R.|!. 


Files - Rotary Burs - Hacksaw and Band Saw Blades 
Hole Saws - Ground Fiat Stock - Industrial Hammers 


NICHOLSON 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World 


of Business 


The Age of Tools 


Perhaps you remember an article we 
did in January, 1959, on the “Inven- 
tory of Metalworking Equipment,” a 
quintennial count taken by McGraw- 
Hill’s American Machinists/Metal- 
working Manufacturing of the 
machine tools used by American in- 
dustry. At that time, AM/MM 
disclosed that 60% of metal-cutting 
and 62% of metal-forming machines 
were 10 years old or older—or “over- 
age.” 

Well, in its May 29 issue, the maga- 
zine updates its 1958 findings, 
declares that there are “more old 
machines than ever.” Thus, there are 
now 62% metal-cutting and 68% 
metal-forming machines judged to be 
overage. “The percentage of old 
machines has been rising uninter- 
ruptedly since World War II,” says 
AM/MM, “and the end is not in 
sight.” 

In fact, the magazine asserts that 
“within two or three years almost two 
out of three metal-cutting machine 
tools will be over-age.” 

And it points out that when Presi- 
dent Kennedy, speaking to a National 
Industrial Conference Board lunch- 
eon early this year, cited AM/MM’s 
1958 figures to support his plea for 
higher productivity, he was actually 
understating the case. 

In presenting its supplementary 
figures, AM/MM observes: “The cur- 
rent study confirms another trend 
noted in the 1958 Inventory: Metal- 
working is not taking advantage of 
the significant boost in productivity 
that new equipment makes possible. 
A study by AM/MM three years ago 
revealed that 1958 machine tools were 
54% more productive, on the aver- 
age, than those built ten years ago.” 

This view is slightly qualified by 
the executive vice-president of the 
American Machine Tool Distributors’ 
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Association. Speaking to the business 
outlook conference held in June by 
the U. S. Chamber of Commerce, 
James C. Kelley pointed out that 
while most distributors rated general- 
and _ special-purpose machines as 
being most in demand, a good num- 
ber rated the new numerical control 
machines as being most in demand by 
their customers. 

Thus, said Kelley: “All industry 
is clearly giving greater priority to 
increasing productivity and cost re- 
duction, and not just to direct 
replacement of obsolete machines 
which have been their traditional 
tools of production.” 


The Need for Tools 


Leading off July’s I&O was a piece 
entitled “Accounting /Management,” 
wherein we talked about the new role 
accounting is beginning to play as a 
management tool. Instead of being 
confined to a mere recording of the 
company’s financial standing, ac- 
counting is being viewed by more and 
more managements as an essential 
ingredient in decision-making. 

Meanwhile, the Small Business Ad- 
ministration has put out a pamphlet 
(“Financial Analysis and Small Busi- 
ness”) summarizing a Temple Uni- 
versity survey called “The Use of 
Financial Ratios and Other Tech- 
niques and Services.” In a survey of 
299 small businesses in Pennsylvania, 
according to the report, it was found 
that financial statements were not, in 
general, used as a management tool. 
They were prepared primarily to 
satisfy government requirements, 
and sometimes the requirements of 
creditors. 

The SBA pamphlet goes on: “Most 
of the businessmen interviewed used 
ratio analysis to some extent, but 
much of it was probably in the nature 
of informal comparisons. Very little 


use was made of other techniques of 
analysis such as the break-even point 
and cash budgeting.” 

Further: “Approximately 39% of 
the managers, 35% of the full-time 
bookkeepers, and 60% of the em- 
ployees keeping books on a part-time 
basis were reported never to have 
taken a course in either accounting or 
business finance.” 

Firms in both the manufacturing 
and non-manufacturing category were 
surveyed. Manufacturing firms in- 
cluded those having 50 to 250 em- 
ployees, and non-manufacturing firms 
included those having a net worth of 
$20,000 to $200,000. (comparable to 
the average-size distributor). 

It’s somewhat disquieting to learn, 
therefore, that such firms are fail- 
ing not only to (a) make proper 
management use of accounting, but 
(b) carry out a proper accounting 
function. It’s such a fact as this that 
puts the meaning into the business 
failure statistics. 

Although many of the companies 
surveyed were anxious for educa- 
tional help (i.e., clinics and courses) , 
SBA says: “Trade associations appear 
to have relatively little influence on 
the financial practices of small busi- 
ness. . . . Even among firms with 
trade association affiliations, there 
was little evidence that they took ad- 
vantage of available help (or even 
knew that any was available to them) 
in the way of literature, courses, 
workshops, or clinics.” 


Sandpaper Face 


Norton Co.’s excellent technical 
magazine, Grits and Grinds, arrived 
in our office in the middle of hot, 
humid August, so naturally our mind 
was more in the mood for the item 
on the back cover than it was for the 
cerebral material inside. 
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Time To Deal Yourself In! 


SOCKET SCREW PRODUCTS 


Now’s the time to get aboard the Blue Devil line, 
especially if you’ve gone just about as far with your 
present socket screw set-up as you can. Blue Devil 
is the hot line today because it’s got so many plus- 
features .. . exclusive door-opener items, top quality 
manufacturing, close factory support, convenient 
regional warehousing and constant promotional 


MEMBER ASMMA 
drum-beating for you. Why not get all the facts today? 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue «+ Chicago 31, Illinois + Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES + DETROIT - NEW HAVEN + NEW YORK CITY 


Ideas and Opinions 


starts on page 7 


The item in question was a drawing 
of a “shaving device” submitted to 
the U. S. Patent Office by an inventor 
named Bligh (not the notorious Capt., 
but, as you will soon see, maybe a 
direct descendant). 

The device looks not unlike the 
modern paint roller, except that the 
roller is wrapped not in gentle lamb’s 
wool, but sandpaper. It is powered 
by a string pulley driven by a treadle. 
Presumably, the proud new owner of 
this device would get the roller up to 
speed, then (properly fortified with a 
shot of Scotch) hold the lethal thing 
to his stubble. Depending on the 
delicacy of his touch, he could, again 
presumably, remove his whiskers 
with no skin off his face. 

Says Norton: “We have no record 
of this power-driven shaver’s impact 
on the razor market of its day; in- 
deed, if it was ever produced and 
merchandized. If it was, the package 
must certainly have included a gen- 
erous supply of astringent and court 
plaster.” 

Had the shaver ever appeared on 
the market, couldn’t assorted sales 
managers have had a field day offer- 
ing it as an incentive premium to their 
forces? And to the accompaniment 
of a snappy slogan: “Don’t just put 
your nose to the grindstone, men— 
put your whole face!” 

On the other hand, wouldn’t there 
have been throngs of salesmen choos- 
ing to go unshaven rather than lose 
face? 


Water, Water 


By 1980, the United States will 
have reached a supply-consumption 
balance with its water. And by 1985, 
if consumption remains at even the 
current level, the water supply may 
have to be rationed. 

This is the prediction of the 
numerous authorities anxiously eye- 
ing the country’s water resources. 
They are anxious not only because 

continued on page 14 
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the complete line of Ingersoll-Rand air compressors 


expands your markets—raises your profits 


4 


With this full line of Ingersoll- 

Rand air compressors you are 

in the best possible position to 

meet the growing demand for 

compressed air power. As in- 

dustry continues to expand, new 

and important uses for air under 

pressure are discovered... - 
You can reach ai/ these mar- 
kets—meet al] requirements as 
an Ingersoll-Rand Distributor. 


Get the interesting facts on the 
profitable Ingersoll-Rand dis- 
tributorship. Write today to 
Sales Manager, Merchandising 
Division, Ingersoll-Rand Co., 
1l Broadway, New York 4, N.Y. 


non-lubricated air compressors high pressure air compressors 


Ingersoll -Rand 


11 Broadway, New York 4, N. Y. 
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Throw away your old Corning bulletins 


We've revised all of our literature on gauge glasses, sight 
glasses, flat glasses, lubricator glasses, and oil cup glasses. 

We've made every effort to make all these pieces easier 
to use. A new system of color coding connects price lists 
and discount schedules to product bulletins. 

The bulletins themselves have been reorganized and con- 
densed to make it easier to find information on a given 
product or size. 

And, in this kind of business, it’s information that makes 


for sales. It’s information that turns a prospect into a cus- 
tomer. It’s information on what’s new, what’s available, 
that keeps the goods moving. 

If you don’t already have this new literature, contact your 
regular distributor or write us direct at 2610 Crystal Street, 
Corning, N. Y. 


of CORNING GLASS WORKS 


CORNING MEANS RESEARCH IN GLASS 
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Your hack sawing machines will produce faster cutting-off on all types of work when 
they are equipped with unbreakable Marvel High-Speed-Edge Hack Saw Blades. 

Why? Because these are the blades specifically designed to take the high speeds and 
heavier feed pressures demanded by today’s production schedules. 

What's more, your operators know—or will soon learn—they can increase speed and 
pressure without endangering themselves or the machine, because these are 
unbreakable Marvel High-Speed-Edge Blades . . . the blades that have set the 
standard for all other blades to match—if they can. 

Ask for Marvel High-Speed-Edge Hack Saw Blades by name and you can be sure 
you're getting the unbreakable blades designed to give you maximum accuracy and 
speed in your cutting-off operations. Leading Industrial 
Distributors have Marvel Blades in stock. 


Write for the latest Cutting Tool Bulletin 
and the name of your nearest Marvel Distributor. 


BETTER MACHINES 
BETTER BLADES 


FAS y 
| Métal. Cutting, 
Nak 
; ARMSTRONG-BLUM MANUFACTURING CO.* 5700 Bloomingdale Avenue « Chicago 39, Illinois 
6-1127 
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LUNKENHEIMER 


Another New Addition 
to the Quality Line 


Engineered and built in the 
Lunkenheimer tradition to give 
longer maintenance-free 
service and superior 
performance 


The Lunkenheimer Line keeps growing — 
keeping distributors far out front of com- 
petition with the industry’s widest range 
of quality valves. New Lunkenheimer 
Butterfly Valves are compact and light 
weight, easy to install in a fraction of space required by 
standard gate or plug valves. Lubrication is never 
required. And they open full or close tight with a quarter- 
turn of the Quick Opening handle. “0” Ring Seals 
provide positive closure in either vacuum or pressure 
service. Nickel-plating and stainless steel trim extend 
the application range to corrosive service and open sales 
possibilities in every industry. 


THE GREATEST NAMES AMONG INDUSTRIAL DISTRIBUTORS 
SELL THE ONE GREAT NAME IN VALVES 


ND 
® 


© IRON 
© STEEL 


NAME IN VAL = 
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EXAMPLE OF PUMPING SPEED: 
One pump stroke moves 
2"-dia. ram piston 4.9” 
at low pressure (0-200 


Pump, valving and controls mount on com- 
mon cover plate; use with other reservoirs. 


Get fast ram approach, save time 
with new 2-speed hydraulic pump 


* Delivers a big 7.35 cu. in. of oil per stroke 
at low pressure (0 to 200 p.s.i.) 


* Delivers .294 cu. in./stroke from 200 to 
10,000 p.s.i. for high force requirements 


¢ For operating both single and double-acting 
cylinders 


Here is a compact, precision-built 10,000 
p.s.i. 2-speed hand pump with the ability to 
deliver exceptionally high volume at low 
pressure for fast ram approach and return. 
Handle high-force requirements, yet waste 
no time getting the ram to the work! Choice 
of 2-way or 4-way control valve, mounted 
easily on cover plate; no exposed piping. 
Unit weighs only 34 Ibs. 


Write for complete information 
on the new OTC Dualmaster” 
pump. Distributorships open in 
some States. 


PRECISION HYDRAULICS DIVISION 
OWATONNA TOOL co. 


373 CEDAR ST., OWATONNA, MINN. 


CABLE: TOOLCO 


DESIGNERS AND MANUFACTURERS OF QUALITY HIGH PRESSURE HYORAULIC COMPONENTS 
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these resources are static, but also 
because we are systematically destroy- 
ing them by careless and unnecessary 
pollution. As plants and communities 
proliferate, they demand additional 
water supplies then repay nature’s gift 
by dumping their wastes and sewage 
into the rivers and streams. 

According to the publication News 
Front, this alarming misuse of water 
is posing a fundamental problem of 
government—in other words, a con- 
flict between federal and local author- 
ities. Nominally a local-government 
matter, water supply is fast develop- 
ing such huge ramifications that fed- 
eral intervention seems inevitable— 
or, who else has the funds to pay for 
waste treatment plants and other 
measures to safeguard the precious 
supplies? 

One such measure now receiving 
serious study is “saline conversion” 
—changing salt water into fresh 
water. Over half the country’s popu- 
lation and 65% of its industry are 
located in coastal areas, and they 
must look to the sea for additional 
water supplies. The U.S. Office of 
Saline Water is now researching 
methods of deriving fresh from salt 
water. Some 50 contracts have been 
let to engineers, construction firms, 
and others for saline-conversion in- 
stallations of one kind and another. 
There are already 11 pilot plants in 
operation. 

Whether or not our future fresh 
water supply will be flowing in part 
from the sea, the mounting pressure 
on our available water resources will 
certainly be a prime influence on in- 
dustrial location. 


Visiting Buyers 


The vice-president of Boston’s 
Chandler & Farquhar Co., James F. 
Donahue, has turned author, with an 
article titled “How to Plant Tour 
Your Local Distributor” appearing in 
several regional purchasing maga- 
continued on page 18 
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The big ‘breakthrough’ to bigger sales for distributors! Just showing this distinctively colored wheel 
is enough to excite interest. Outgrinds, outperforms other wheels especially on the hardest, most 
abrasion-resistant tool steels. Incomparable for form grinding. Unexcelled for surface, internal, tool 
and cutter grinding and similar precision work. Unequalled for friability and toughness, because 
of radically new abrasive and bond combination. Even your hardest-to-convince customers will 
find the Ruby Wheel a totally different, ultra-efficient grinding tool. Nationally advertised. Stock 
it...stress it...sell it! 


your “buy-law” for better grinding 
SIMONDS CALL YOUR SIMONDS DISTRIBUTOR 


ABRASIVE CO. 


helping YOUR business is HIS business 


PHILADELPHIA 37, PENNA. 


NSIOM OF SHMONDS SAW AND STEEL. 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO © ABRASIVE PLANT, ARVIDA, QUEBEC 
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Another big distributor profit-maker: 
BRISTOL socket screws with NYLOK* 


socket pipe plugs. 

You can recommend Bristol socket screws with Nylok 
for your customer’s critical applications— where extra hold- 
ing power and extra reliability are required. Mention these 
big Nylok features to your customers: 


Now, Bristol brings you the opportunity to sell its complete 
line of socket screws with famous Nylok self-locking inserts. 

Included are: Bristol Multiple-Spline and hex socket set 
screws, socket-head cap screws, flat-head socket cap screws, 
button-head socket screws, socket shoulder screws, and 


1. Bristol Nylok socket screws LOCK: 


The patented Nylok principle relies on a. 


tough nylon pellet—permanently em- 
bedded in the body of the screw—that 
must be compressed when the screw is 
inserted, setting up a counter force and 
creating a strong metal-to-metal engage- 
ment of the threads opposite the pellet. 


And remember, the entire Bristol socket screw line is now offered 
with this sales-making Nylok feature . . . Hex, Bristol-originated 
Multiple-Spline sockets . . . set and cap screws (1960 or ’36 Series) 
... Miniature button-head and flat-head screws . . . everything. 


2. Bristol Nylok socket screws SEAL: 
With ordinary screws, fluids can leak 
along the threads, following a spiral path 
between the thread faces which are not 
subjected to load. This can't happen with 
Nylok screws because the nylon pellet 
completely fills the gap between thread 
faces, acting as a dam to fluids. 


It’s a continuation of Bristol’s long-standing 
program for more distributor sales and profit 
possibilities and greater customer satisfaction. 


= 
= 
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3. Bristol Nylok socket screws ADJUST: 
Nylon pellet provides same locking action, 
regardless of whether the screw is seated. 
Nylok eliminates lock or jam nuts and 
their wrenches or keys. Resiliency of the 
nylon pellet makes it possible to change 
adjustments with ease and accuracy, time 
after time. 


A.0.10 


*T. M. Reg. U.S. Pat. Off., The Nylok Corporation 


Distributor opportunities are still open in a few localities. Inquiries welcomed. The 
Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision instruments. 


Bristol's Hex Socket Screws 


“Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 124” diameter. 


THE 


BRISTOL 


COMPANY | 
Socket Screw Di 2 


ry of Amencan Chain & Cable Com 
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consider 
LENOX 


files 


MAY 


wee 


‘‘We are pleased to state that we have carried the LENOX file line for almost 
two years. It has become an active line with us—showing a rapid turnover 
at a good margin of profit. We attribute this to LENOX high quality products, 
merchandising, and field support in conjunction with our own efforts. We 
recommend their file sales program as a fast moving profitable line—and they 
really give us service.” 

Allen Decker, P.A. An investment of $317.65 can start you off with LENOX files. Write to Ameri- 
The bray & can Saw & Mfg. Company, Springfield 1, Massachusetts for further informa- 
Troy, New York tion. Distributorships are open. 


wor MERICAN SAW & MFG. COMPANY 
67 BOYLSTON STREET 


LE Ni Oo X SPRINGFIELD 1, MASSACHUSETTS, U. S. A. 
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A N oO ey H E R Ideas and Opinions 
® ST start on page 7 
zines. Aimed at buyers, the article 
advises them how they can make a 
tour of a distributor’s premises pay 
off with a maximum of information 
W relevant to the distributor’s products 
N E LUG-ALLS 


and practices. 
* learned about local supply sources 
than ever can be gained through the 
4 TIMES ASTER frequent visits to the buyer’s own 
plant of vendors’ sales or top man- 


agement personnel.” 


THAN ANY OTHER CABLE RATCHET WINCH-HOIST }} ‘Donahue’ first suggestion is tha 


the buyer make his call in the com- 
pany of the distributor’s salesman 


| PRODUCE who regularly stops in at his own 
plant. “The buyer will then meet pre- 


cisely those people of real interest or 


influence in the firm, sparing him the 
time-consuming amenities to strangers 
he may meet were he to venture in 


“On such visits, more can be 


/ 

} on his own. 

' During the actual tour itself, 

| EM AN Donahue suggests that the buyer ask 

\ to be allowed to “follow an order 
‘ through the house, from the time it is 
\ received to the time it is loaded for 


delivery.” In this way he will learn 
what goes on in “inside sales;” the 
paperwork practices adopted to 
handle the order quickly and accu- 
rately; actual order-filling routines 
used in the stockrooms and ware- 


houses; and will end up at the 
shipping department, where orders 
LIKE IT ON are packaged and loaded for delivery. 
THE MARKET! (Through Two other important areas that 

Cuetomer Donahue believes the buyer ought to 


Over 10 Years Experience visit while he is on the industrial dis- 


Pioneering Aluminum Catiefaction ) tributor’s premises are the service 


Cable Ratchet Hoistel department, where tools and supplies 
originally sold are brought in for 


NOTHING ELSE 


Superior to anything on the market. Simplified design with 


fewer parts. Detachable highspeed cable wind-up handle. repair or periodic maintenance ; and 
Highest quality flexible aircraft cable. Safety handles de- the purchasing department. 
sign tested for overload to protect operator. Guaranteed Of this latter, Donahue says: “The 


one year against defective parts. Also especially corro- 


sion-proofed models for use in chemical plants, mines, etc. one man in the distributor's plant 


with whom you have the most in 


Stock And Sell The Most Asked For Cable-Ratchet Hoist common is the man who buys his 
Lightweight © Versatile ¢ Compact equipment, tools, and supplies to 

serve you effectively. 
THE LUG-ALL COMPANY While your knowledge of purchas- 


ing may be greater than his, you may 
be surprised to pick up a new idea 


or two. D.A.C.M. 


HAVERFORD 11, PENNSYLVANIA 
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SOUTHERN SCREW 
SPECIALIZES IN 


Southern Screw Company is a specialist 
in plain or plated fasteners. A stock of 
1,500,000,000 USA-made fasteners in 
a variety of styles, sizes and finishes 
can be your source of constant supply. 
Even your “specials may be standard 
stock at Southern. And, buying from 
Southern means dependable quality and 
reliable service with every order. 


Write for Southern’s current Stock List 
on bulk inventory. Address: Southern 
Screw Company, P. 0. Box 1360, States- 
ville, North Carolina. 


SCREW COMPANY 


STATESWKAE MORTH CAROLINA 


Tapping Screws Thread Cutting Screws * Machine Screws & Nuts 
Wood Screws * Drive Screws °* Continuous Threaded Studs 


Stove Bolts * Hanger Bolts * Carriage Bolts 


Manufacturing and Main Stock in Statesville, North Carolina Warehouses: New York © Chicago © Dallas « Los Angeles 
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In a recent visit with George Weaks, one of 
the early users of Rust-Oleum reminisces 
about his friendship with Captain Fergusson 


“It was more than thirty years ago that | first met the Captain,” 
recalls this man of Industry, recently retiring after a distin- 
guished career with one of the major public utilities of the 
South (identity upon request). “He was a man you don't easily 
forget, and the success of his Company speaks not only for 
the product but for the personality of the founder and his 
enthusiastic belief in what he was selling. He drove up one 
day in a ramshackle car and immediately began searching out 
rusty metal around my plant—as the young engineer in charge, 
| was understandably particular about its housekeeping. As he 
spot-primed with something he called Rust-Oleum, he would 
tell in that Scottish burr about his product and what it could 
do. He was the winningest man | ever met—and he'd put that 
fish oil based coating wherever he saw rust. An old sea cap- 
tain, he'd spin yarn after yarn, intermixed with his story of how 
he developed Rust-Oleum under the actual rust-producing 
conditions of the sea.” 


a 


“I was a young salesman just getting started with 
our company,” recalls George Weaks, “and I 
well remember Captain Fergusson first discussing 
Rust-Oleum with us. He had been demonstrating 
Rust-Oleum to some of the leading industrial 
accounts in the Monroe, Louisiana, area. He 
brought some Rust-Oleum orders to us and stated 
that he would like Weaks Supply to sell and serv- 
ice these accounts and be the local source of 
supply for Rust-Oleum. 

“We were intrigued with this remarkable man, 
who was as colorful as his product. His sincerity 


There is only one Rust-Oleum. 


Distinctive as 
your own fingerprint. 


“Captain Fergusson introduced Rust-Oleum 
to us over twenty-five years ago” 


... Says MR. GEORGE G. WEAKS, President, Weaks Supply Company, Ltd. 


impressed us as much as did his unique demonstra- 
tion and the potential volume and profit offered 
by this line. As a result, we've stocked and sold 
Rust-Oleum since the thirties, during which time I 
called on many customers with Captain Fergusson. 
He had a completely different sales approach—he 
would look for rusty areas, then he’d apply test 
patches of Rust-Oleum 769 Primer over the rust 
in convincing demonstrations that sold industrial 
after industrial. 

“You've heard the phrase ‘blazing new sales 
paths, but Captain Fergusson blazed a new type 
of trail. He criss-crossed a good portion of the 
country and left his rust-stopping test patches 
wherever he found rust, as visible evidence of 
Rust-Oleum’s ability to stop rust. You could always 
tell when Captain Fergusson had been there. It is 
indeed gratifying to see how his sons have con- 
tinued to build Rust-Oleum to its position of lead- 
ership today, and this has been based upon a 
superior product and an effective sales technique, 
together with the company’s integrity and sound 
policies.” 


WEAKS SUPPLY COMPANY receives 
Twenty-Five Year Award Plaque 


Mr. George Weaks receives twenty-five year award 
plaque from Rust-Oleum President, Robert A. Fer- 
gusson, son of the Rust-Oleum founder, Captain 
Fergusson, at special ceremony marking Weaks 
Supply Company's service as a loyal, enthusiastic 
Rust-Oleum distributor for over a quarter century. 
Commented Mr. Weaks, “Our salesmen like this line. 
We're still demonstrating Rust-Oleum wherever we 
find rusted metal, and our Rust-Oleum sales are still 
going up.” 


+ RUST-OLEUM CORPORATION * 2531 Oakton Street, Evanston, Illinois 
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“We carry a full stock of J-M Clipper Seals at all times. When a 
customer needs a seal, he wants action, not promises. With J-M 
seals, we know we can give our customers what they need and 
want,” says Boyd D. Lamb (left). Mr. Lamb, Beaumont Superin- 
tendent of Behring’s, Inc., checks inventory with Willie Marrou, 
Store Manager. 
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i 
“J-M Clipper Seals won’t rust or corrode. This pro- 
tection is essential in our humid, salt-air climate,” 
says Behring’s Sales Engineer Jim Shaw. Here, 
Mr. Shaw (front) and J-M Representative Vernon 
Hardcastle (rear) look over a pump station with 
Gulf Oil Corp. Engineer Bill Manning. 


“I’ve made deliveries at 2:00 A.M. many a time, and have done it 
with a smile. Our business is built on fast, 24-hour-a-day service; 
and J-M gives us the same quick delivery we give our customers, 
even when split seals are needed,” says Mr. Lamb. Here Sales 
Enginer Jim Shaw (left) checks a Clipper Seal order with Bruce 
Hinds at the Port Arthur branch of Behring’s, Inc. 


“The J-M Clipper Seal Franchise 


has helped us build 
an enviable reputation for 
fast Service,” 


The J-M Clipper Seal Franchise has helped Behr- 
ing’s, Inc., build an enviable reputation for service 
in the “Golden Triangle” of Southeast Texas. In 
this area, which includes Beaumont, Port Arthur 
and Orange, industrial growth is lively. Many 
types of industries — petrochemical plants, ship- 
yards, synthetic rubber processors, paper mills, in- 
dustrial plants — are customers of Behring’s, Inc. 

“Because we serve such a wide range of indus- 
tries, in such a large area, our exclusive J-M Clip- 
per Seal Distributorship works very much to our 
advantage,” Mr. Lamb says. “We like being the 


d D. Lamb, of Behring’s, Inc., Beaumont, Texas 


only Clipper Seal Distributor in our area, without 
competition from other J-M Distributors. It as- 
sures us a continuous flow of business, and gives us 
a fair profit margin. And we’re more than pleased 
with the technical help and fast deliveries we get 
from Johns-Manville.” 

Behring’s, Inc., like many other industrial sup- 
ply organizations, finds that being a J-M Clipper 
Seal Distributor offers good business opportunities. 
If you would like to investigate these advantages, 
write to Johns-Manville, Box 359, New York 16, 
N. Y. In Canada: Port Credit, Ont. 


JOHNS -MANVILLE 


J OHNS-MANVILLE JM 
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Keystone High Tenacity Grease sticks to 
the job on special dragline duty . . . cuts 
consumption 80% 


They were looking for a better lubricant for the walking 
cams of a million-pound dragline . . . and Keystone walked 
away with the honors. Two different makes of grease were 
subjected to a special 3-day performance test. Keystone 
was applied to one cam, the grease then in use to the other. 


Three days of mining preceded a “‘walk”’ to a new location. 
En route, the cam and conventional grease parted com- 
pany, and continued to do so even though the grease was 
scooped up and reapplied. During the half-mile move, 40 
additional pounds of grease were required. On the cam with 
Keystone 30B Heavy, no grease was added...or needed... 
for a further move. Savings of 80°; were realized. On the 
same equipment, Keystone Open Gear Grease and Wire 
Rope Lubricants produced comparable results. 


Keystone 30B Heavy is a highly tenacious, water-repellent 
grease ...takes punishment of crushing cam pressure in 
stride. In this instance, an 80°, saving was realized. 
Perhaps Keystone can do as much for you. 


WHERE 


can this case study help you close an order? 


Wherever there’s a lubrication problem, there’s a Keystone 
specialized lubricant that is matched to the job. As a 
Keystone distributor, you have one of the nation’s largest 
stocks of special-formula lubricants, ranging from bricks 
through semi-solid and liquid greases to light penetrating 
oils and coolants. This nationally advertised case history 
is helping to pre-sell your customer, so you can help him 


pin-point the one Keystone lubricant especially developed 
to step up his performance, end waste, cut down-time, or 
stop costly wear in a specific application. 


If your customers are not getting the most from their pres- 
ent lubricants, tell them about Keystone’s broad line of cost- 
cutting lubricants, and about Keystone’s free Engineering 
Service. Remind them, too, that all Keystone lubricants 
carry a no-quibbling guarantee of at least a 10 percent 
saving over their present cost of lubrication, including 
labor required for application—a guarantee made by no 


other lubricant manufacturer! 


TRADE MARES PAT. OFF. 


SPECIALIZE 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY 


21st, Clearfield & Lippincott Sts., Philadelphia 32, Pa. 


gS MORE SALES 


we 
ASSISTANCE 
Publicity in leading trade publications is building business 
opportunities all around you. Plant maintenance engineers, 
production men and others are reading about Keystone 
lubes... they're all prospects. If you'd like reprints of these 
and other stories, do not hesitate to write us for them. 
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Established 1884 
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ARE YOU SELLING SHEAVE? 


If you sell sheaves, here’s a sure way of __ supplied with all 
giving full value—just sell the Worthington Worthington 
sheaves with the Two Golden Screws. It sheaves such as 
takes both to make a sheave complete. thoseshownhere. 

The Golden Screw on the ieft is an ex- And the full line 
clusive Worthington feature that locks the of Worthington 
hub securely on the shaft. It permits tight- mechanical Multi-Wedge Multi-V Positive Drive 
ening the set screw without distorting the power transmission products ‘includes the best- 
hub. And the two piece hub and rim de- selling Worthington-Goodyear belt line plus 
sign makes installation fast and easy. many important variable speed drive products. 

The second Golden Screw, at the right, Yes, the Worthington line of mechanical 
is the set screw. See how it turns down to power transmission products is sound and profit- 
lock the key securely in place? This pre- —_ able. For more information, write Worthington 
vents potentially dangerous key drift. Corporation, Section 79-40, Oil City, Pa. 

How important are the Golden Screws? 
Decide their value in light of the maximum 
possible damage to equipment or per- 
sonnel caused by a loose key. And ther 
remember this—your customers probably 
will pay no more for the Golden Screws in WORTHINGTON 
a Worthington sheave. 

Hubs with Two Golden Screws are PRODUCTS THAT WORK FOR YOUR PROFIT 
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Graphic illustration Seeing how 
the best are 

designed 


at the tremendous response Industrial Distributors have given 
to our offer of Prestige Partnership with Pratt & Whitney .. . 
partnership in the sale of our famous lines of cutting tools and 
conventional gages. We are continuing to look for additional 
aggressive Industrial Distributors to join our new, different 
distributor setup. 


at the sight of so many alert Industrial Distributors and their 
salesmen eagerly taking advantage of our special schooling 
at our West Hartford headquarters . . . schools where these a ae 
men get an intensive education on the hows, whys and where- a) 
fores of Pratt & Whitney . . . get sales and technical know-how 
that enables them to go out and seil ... sell . . . SELL this 
Pratt & Whitney equipment for their organization. 


These are the farsighted organizations and men who have 
hitched their wagons to Pratt & Whitney so that together we 
can soar to new heights. For the first time in over 100 years, 
Pratt & Whitney is inviting selected Industrial Distributors to 
handle these lines—Taps, Dies, Drills, End Mills, Milling 
Cutters, Reamers, Burs and Solid Carbides plus Thread & 
Cylindrical Gages, as well as Comparators and Precision Gage 
Blocks! The distributors who join us now are going nowhere 
but forward . . . nowhere but to a rosier profit picture! 


te 
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PARTNERS. 


Quality distributors from all parts of the country are enthusiastic about our new 
distributor setup . . . and they're doing something about it! The photos on these 
pages show highlights of just one of the several schools we're conducting for 
our new prestige partners. These men are learning . . . learning the Pratt & 
Whitney way .. . the way that makes it easy to become an “‘expert’’ on P&W 
cutting tools and conventional gages. The P&W way is the way that will make 
your organization sell better...sell more efficiently... bring you greater profits. 


the best are 
inspected 


Our distributor setup is different. Existing sales policies and programs weren't 
enough for us! They lacked the dynamic vitality that we want—and are getting 
—in our distributor program. New approaches . . . new sales techniques .. . 
different objectives . . . more profit for you. Everything that will give an impetus 
to alert distributor organizations is a part of this new prestige-partnership 
program. 


Time for fun, too 


® A top-quality line of cutting toois and conventional gages—premium quality 
but not premium prices. 


© Complete sales and technical training and assistance, through our schooling ; 
at West Hartford and assistance in your own area. $ 


Full-scale advertising support— intensive national advertising, direct mail and 
promotions that effectively presell your prospects and customers. 


Act now! Find out how your organization can become a prestige partner in this 
revolutionary break-through in the Industrial Distribution field! Write: George W. 
Steinmetz, Sales Manager, Distributor Products; Pratt & Whitney Co., Inc.; 
Charter Oak Bivd.; West Hartford 1, Connecticut. -Better yet, telephone. The 
number is ADams 3-7561. 


PRATT WHITNEY 


A MAJOR INDUSTRIAL COMPONENT OF 
| DISTRIBUTOR 


FAIRBANKS WHITNEY 
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KEEP JOBS MOVING WITH 
THERMOID INDUSTRIAL RUBBER PRODUCTS 


Stock and sell @HERMOID BIG Tose kas 
a quality line that meets every industrial requirement 


Thermoid Big T industrial distributors enjoy a distinct advantage over their 
competition—the ability to supply the proper hose for every known industrial 
application. The result: greater sales, increased profits. With Thermoid Big T 
Hose there are no turn-downs for lack of products to fill customer needs. 


WHY?—Thermoid research constantly develops outstanding new products to 
keep Thermoid’s hose line complete for every use. 


Examples: The first United States Air Force approved jet starter hose is made 
by Thermoid. JET STARTER HOSE is made to withstand blasts of air heated 
to 600° F. It is used today by most of the major airlines in their jet operations. 


GOLD STRIPE ROTARY HOSE tested to 7500 psi or 50% higher than A.P.I. 
standards in the petroleum field. Exclusive “Cable Lock” coupling is an 
integral part of every hose assembly. 


PORTER D.J. FIRE HOSE—The first double-jacketed 100% synthetic hose, 
designed specifically for municipalities. It lasts longer, requires no rack dry- 
ing or special care. No standby hose needed. 


FLOATER HOSE-—Nylon tire cord reinforced for the transfer of oil tanker cargo 
has maximum resistance to salt water, petroleum based products and extremes 
in temperature. It floats on pontoons attached to the hose with “D” rings. 
Available in continuous lengths to 500 ft. 


PLASTERER’S PLACEMENT HOSE was developed to convey plaster from the fa 
mixer at high pressure. Available with rayon braided construction for pres- $e 
sures to 500 psi and polyester fiber braid for working pressures to 800 psi. 


These are but a few of the many types of rugged, long lasting hose available. 
Thermoid makes hose for every petroleum, construction, industrial and specialty 
application. Including many “special use” hoses developed for out-of-the-ordi- DE 
nary job requirements. In addition, Thermoid has the broadest belt line in the i 
industry today. Call or write today to learn more about the 
many advantages of distributing Thermoid Big T Hose, Belts, Quaker = 

V-Belts and industrial friction materials in your area. hermoid 


THERMOID DIVISION 
H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 
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extra sales oppeenae with the 


TOOLS FOR CRAFTSMEN 


high-quality, good profit line 


Ratchet Knockout One-Shot Hydraulic 


Knockout Punches Hydraulic Knockout Punch 
Punch Drivers Knockout Punch Drivers 


for %"-5" Conduit Driver and Punch Sets 


HAND and POWER for electricians and maintenance 


Flat-Type _ Electricians’ Unispur Ship Auger Power Bit 
Power Bits Extensions 


Solid-Center Expansive Ship Auger Electricians’ Brace Bit 
Auger Bits Bits Car Bits Auger Bits Extensions Power Bits PowerBits Power Bits 


= 


Hollow Hollow Double-Fiute Single-Flute Doudle-Spur Multispur® Dowel Dowel Spur Adjustable 
Chisels Chisel Bits Routers Routers Machine Bits Machine Bits Bits Drills Machine Drills Countersinks 


Write for catalogs and prices on Greenlee 
tools. Catalog 37-E ... knockout tools and other time- 
saving tools for electricians. Catalog 37-H ... hand and s 
power bits. Catalog 36-M . . . mortising, boring, and 
i 1963 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 


routing tools for woodworking machinery. 
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Performance proves it, year after year—you can 
count on Powell Valves to help you solve the toughest 
flow control problems of handling water, oil, gas, 
steam, air or corrosive fluids. 

This truly dependable performance results from 
many things—among them Powell's engineering 
know-how, accumulated during 115 years of valve 


YOU CAN COUNT POWELL VALVES 


selection of quality materials—bronze, iron, steel 
and alloys. 

Then, too, you can count on getting the Powell 
Valve you need, when you need it. That's because 
Powell maintains a network of distributors backed 
up by factory inventories, warehoused “ready to go.” 

Get the full story from your nearby Powell Valve 


manufacturing . . . and skillful use of the widest Distributor, or write us direct. 


150-pound Bronze Globe Valves 


200-pound Bronze Globe Valve 
—Fig. 102. Union bonnet. Re- 
newable nickel-bronze seat and 
disc. Sizes, 4%" through 3”. 
Angle and flanged end valves 
available. 
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150-pound Bronze Gate Valve— 
Fig. 2714. Union bonnet. inside 
screw rising stem, Sizes, 4° 
through 3° with solid wedge; 
4" through 3” with split wedge. 


— Fig. 150. Union bonnet. 
Renewadle composition disc. 
Sizes, 4%" through 3”. Angle 
and flanged end valves can be 
supplied. 


See our catalog in Sweet's 


r of manufacturing ind lu str 


POWELL DEPENDABLE \ VALVES ¢ 


s for the free 


150-pound Bronze Gate Valve—- 
Fig. 1414G. Bolted, flanged yoke- 
bonnet. Outside screw rising stem. 
Solid wedge. Sizes, 2” through 12”. 
Screwed end valves can be fur- 
nished. 


world 
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More than one million Amprobe tools are in use today. 
Over 40% of them by plant electricians...the same 
customers to whom you now sell other tools and 
equipment. It makes good sense to offer them 
Amprobe too, for five profitable reasons: 1. Sold Only 
Through Distributors. Sell Amprobe and you make 
high-profit sales—without competition from the fac- 
tory. 2. Product Exclusives. The Cable Tracer (left) 
traces multiconductor cables 10 times faster than 
any other method; only Amprobe snap-around testers 
«(RS-3, right) accurately measure volts, amps, and 
ohms. 3. Saturation Advertising. Amprobe presells 


Amprobe sel al sight. New demon proves its | 


for you with dramatic ads in the leading trade publi- 
cations your customers read, and with a continuous 
program of mailings. 4. Sales Incentives. Amprobe 
“Gift Campaigns” for distributor salesmen keep ex- 
citement and volume high. 5. Sales Training. Amprobe 
supplies your men with presentations, catalogs and 
live-action displays to make sales quick and easy. 


*Free portable demonstrator uses mock-up motor, 
relay, fixture, switch panel, outlet boxes and trans- 
parent-cased Amprobe RS-3 and Cable Tracer to simu- 
late conditions customers meet on job. Write today, 


( 


A AMPROBE corporation 
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JOHNSON AIR 
COMPRESSORS 


45 QUALITY- BUILT MODELS~—'3 to 1/2 hp 


POWER AIRE — compact, self-con- 


Model 800 “BROUGHAM” — rugged 
new 11% hp twin piston unit delivers 
4.2 cfm of air at 100 psi. Outstand- 


tained unit has 4 hp direct-drive 
capacitor-type motor. Delivers 1.8 
cfm and 50 psi. 


THE “200” SERIES—large-capacity 
piston-type units handle any air re- 


THE “400” SERIES — heavy-duty 
piston-type compressors deliver up 
to 2.8 cfm of air, up to 125 psi. Hor- 
izontal or vertical tank. 


THE AIR SULKY — new portable 
compressor delivers 1.0 cfm of air 


quirement up to 1.0 cfm at 90 psi. 


at 100 psi. 1% hp, 115 v motor oper- 
Storage tank optional. 


ing in design and construction. ates from any handy service outlet. 


Johnson’s wide line of compressors and accessories provides you with one 
dependable source of air for nearly all plant applications. 


And, you get the extra advantage of proven-quality design and construction, 
for every Johnson air compressor is built to the same quality standards that 
have made Johnson pneumatic equipment famous for 76 years, This is your 
assurance of unquestioned performance and unmatched value, 


JOHNSON COMPRESSORS 


JOHNSON SERVICE COMPANY 
Compressor Division, Dept. DM 


Write today for new 1961 Milwaukee 3, Wisconsin 


catalog covering all 45 
Johnson air compressors. 
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HORIZON GRINDERS. 
od gate They share 
giading Tour ball Gearing 


shock absorber, 


GRASIVE DISCS... run coMft indus 


4 
se 


PRESS 
Grates. 


SOLDATYROUGH IN OVERSEAS, 

ELECTRIC iMPACT WRENCHES DRIEELS 
“SQREWoR vers RUT RUNNERS « SANDERS 

GRINDERS ELECTHEE PoLis HERS FLEXIBLE © 

SHAFTS PCRTABLEMAWS « VALVE GRINDING MaA- 


CHINES ASRASIVE 


REPEAT CUSTOMERS 
ARE YOUR 
BREAD AND BUTTER! 


The Industrial Supply Salesman who can count on 
a sale of a specific product every time he calls is 
indeed fortunate. He can not only build a sub- 
stantial sales volume on that product, but can also 
use the contract to sell other items, The trick is 
to find a sure-fire repeat seller. The line of LU- 
BRIPLATE Lubricants is what you have been 
looking for. 


Machinery builders and machine operators like 
LUBRIPLATE Lubricants as indicated by the un- 
solicited testimonial in the adjoining LUBRI- 
PLATE advertisement. They like these fine 
lubricants because they save money by reducing 
maintenance costs and avoiding down-time. 
They make money for the user by increasing pro- 
duction. 


The LUBRIPLATE Line is complete, ranging 
from the lightest fluids to the heaviest greases, 
and include such specialities as high-low temp., 
high speed, high vis., and moisture, acid and al- 
kali resistant lubricants. And, furthermore, the 
LUBRIPLATE people do their part in helping the 
Industrial Supply Salesmen sell. 


The LUBRIPLATE Line is continously advertised 
in the most important general industrial and 
trade papers. The LUBRIPLATE Sales Policy 
gives the Industrial Supply Dealer territorial pro- 
tection, The LUBRIPLATE Tag Plan produces a 
constant stream of inquiries for LUBRIPLATE 
Lubricants. Let us tell you more about our prop- 
osition. Some territories still available. 


LUBRIPLATE | 


THE MODERN LUBRICANT 


“LUBRIPLATE 
MAKES OUR 
TRAK LOADERS 
LACT LONGER” 


says WASHINGTON IRON WORKS 


of Seattle, Wash. 


“To assure long useful life for the 
machinery we build and sell, we specify 
LUBRIPLATE Lubrication and include a 
100 Ib. drum of LUBRIPLATE grease as 
standard equipment. We know from ex- 
perience that the extreme pitch pres- 
sures will materially reduce gear life if 
this advice is ignored” 

James H. Frink, Ceneral Manager 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LuBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S 
Moror OIL meets today’s 
exacting requirements for 


gasoline and diesel 
3 “Motor Oi, 


engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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vy QUALITY 
y SERVICE 
vy PRICE 


Three 
Check- 


Priority Items on your 
List when Selecting 
Product-Line! 


Distributors 7 say QUALITY, SERVICE and PRICE get 
prime consideration when selecting a source . . . in order that they 
may pass these same important features on to their customers. 


BATH PRODUCT-LINE and BUSINESS STANDARDS will 
measure up to your every requirement! 


a 


Bath enjoys a solid reputation gained through 45 years production of pre- 

cision products. BATH is responsible for revolutionizing tap manufacture by 

the invention of GROUND THREAD TAPS .. . now industry’s standard 
. equally recognized as producers of a gage line of superior accuracy. 


As a specialist, BATH values each distributor .. . each account. . . gives 
more personal attention . . . goes the limit on delivery. The BATH line in- 
cludes ALL the standards and a variety of “specials” equalled by few 
competitors. 

Another feature ... BATH SERVICE is always ahead of the multiple line 
producer with multiple distribution! 


BATH builds up to a standard . . . not down to a price! We guarantee to be 
competitive in price and terms with the industry. The final cost to your cus- 
tomers will be lower . . . when they use dependable, long-life BATH 
products! 

If interested in distributing the BATH LINE — write, wire or phone John C. 
Bath, Vice-President, Sales — for complete information. 


Cylindrical and Thread Gages © Ground Thread Taps * Internal Micrometers JOhn BATH «co. Inc. 


55 Mann St., Worcester, Mass. ~ 
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“For exclusive features like this, you want Lufkin!” 


Take Lufkin’s No. 75 Radius Gage. It gives direct 
readings in decimals. Saves a man time and effort, 
gives him greater accuracy in readings from .010 to 
1.000—and no burrs to throw him off. Hardened, 
stainless steel blades for a lifetime of accuracy. 44%” 
holder gets into hard-to-reach places. 

Adjustment over 180° keeps edge perpendicular to 
surface measured. Durable vinyl case holds blades 
individually for fast decimal selection. 


Lufkin precision tools are loaded with exclusive features 
that make them easier to sell. And Lufkin is the com- 
plete line for volume business. 


Switch your customers to Lufkin — the new leader in 
precision tools—and give ’em that “something extra.” 
You'll bring in extra profits from more , 
repeat sales, month after month, year after 

year. Lurkin, Saginaw, Michigan. 


INDUSTRIAL DISTRIBUTION 


ae 
7 
| 
3 
3 
38 


NO y y you get greater 


opportunity for profit, serve customers | 
better with JOHNSON (outinucadt 105" 


bronze bars 


Now famous Johnson quality solid and tubular bronze bars are being 
preduced by a continuous casting method in 105” lengths to enable 
you to increase your profits and to better serve your customers. 
The new CONTINUCAST bars give you greater freedom of 
range for cutting to customers’ requirements since you can cut 
this long bar in multiples of a variety of lengths with less waste. 

Inventory is also simplified. 
You can now offer your customers improved quality at competi- 
tive prices because the continuous casting method improves the 
i physical qualities of the Johnson alloy 72 (SAE 660). The distri- 
a bution of lead and other elements is more uniform. This improves 
' machinability, makes for longer tool life. CONTINUCAST bars 
< also provide greater tensile, yield, impact and fatigue properties. 
oe Johnson CONTINUCAST 105” Bronze Bars are available in 21 
ei sizes of solid bars from 14” to 3” in diameter, and in 118 sizes of 
tubular bars which range from 1,” to 214” ID and from 1” to 3” OD. 
And, a new cost-saving line of thin-wall bars of 14” and %¢” 
wall thickness in stock lengths of 105”, 5214”, 2614.” and 13” 

i is now available. 

= It will pay you to stock a complete range of Johnson 
; CONTINUCAST Bronze Bars—be ready to serve your customers 
and enjoy the increased volume of profitable business made 
possible by this new line. *Trademark 


Johnson Bronze Company 


New Castle, Pa. 
: : West Coast Plant: Oakland 8, Calif. 


: 
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GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 
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How Federal- 
experts 


Your local 
Federal-Mogul Service 
branch knows what 
moves in your area. This 
invaluable knowledge 
can help you plan and 
balance your stocks. 


And here’s how 
you profit... 
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Perfectly balanced stock. You use the years of 
experience your Federal-Mogul Service branch has 
accumulated in building a fast-selling, liquid stock 
that moves off your shelves as fast as it comes in. 
They know the hot items and the once-in-a-year 
jobs. You’re never used as an unloading depot. In 
other words, you’re a distributor. 


Ready availability is a fact. Your Federal-Mogul 
Service branch is acutely aware of the demands in 
your area. They make sure you’re never caught 
short. Customers learn to depend on this and in 
turn to depend on you. You provide faster, quicker 
service, and in the end it’s you who profits most. 


Plus the advantages of ... 


Autonomous District Managers. As far as you’re 
concerned, your District Manager actually is 
Federal-Mogul Service. As far as he’s concerned, 
he calls the shots, not the factory. He deals with 
you directly . . . takes care of your problems on 
his own. You'll call this personal contact one of 
your biggest assets. 


An additional salesman. He’s the Federal-Mogul 
Service industrial man—and he’s exclusively in- 
dustrial, with no OE responsibilities to distract 


Mogul inventory 
help balance your stock 


him. He works for you and with you, when you 
need him. 


Training for your men. The only courses of their 
kind in the industry, Federal-Mogul Service offers 
them by mail to fill your men in on the facts 
behind seals, ball- and roller-bearing design and 
application. You have a truly informed sales team. 


And you sell... 


Bower Roller Bearings in either tapered or straight 
design. Exclusive selling features make them a 
comer in any lineup. 


BCA Ball Bearings give you an answer to ball- 
bearing applications—and the selling edge that 
goes with it. 


National Oil Seals are front-runners in processed 
leather and synthetic rubber . . . carry with them 
the salespower of a prestige line. 


Call today and talk to your Federal-Mogul Service 
District Manager. He stocks the complete Bower, 
BCA and National lines locally—can give you 
immediate delivery in nearly every unit you need. 
Let him show you how you'll profit as a Federal- 
Mogul Service Bearing Specialist. 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. + DETROIT 13, MICH. 
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HERE’S A CHALLENGE 
TO ALL SALES-MINDED 
DISTRIBUTORS 


‘‘Throughout the war and most of the postwar period—20 years now— 
there has been little need for salesmanship. 


‘‘A generation has grown up and entered sales that does not really 
know how to sell. 


‘‘These men today face a direct challenge to their survival. 


‘‘We must help them, our companies, indeed our nation, by developing 


salesmanship to the high art it once was.’”’ 
—April 7, 1961 Issue, Sales Management Magazine 


DAYTON’S “SALES SEMINARS” 
ARE ALREADY DOING 
SOMETHING ABOUT IT 


No, we’re not sales consultants. Specifically, 
we’re sponsoring Salesmanship Seminars for our 
distributors across the country! 


ONT SUPPLY COMPANY 


IMOUSTRIAL SUPPLIES ANS EQUIPMENT 


In each of our two-day sessions, distributor 
sales executives (and our discussion leaders) gen- 
erate a book-full of ideas—ideas that can be used 
later to help their men help themselves become 
better, truly professional salesmen. 


TALBOTT / vice president-sales 


Certainly one of the highlights of our Advisory Council 


The Seminars are unique in that products are 
never mentioned! The ideas pointed out will bene- 
fit the sale of all products. 


To our knowledge, Dayton is the first—and 
only—manufacturer to offer distributors help in 
this all-important area of salesmanship. 


What do your fellow distributors think of the 
program? Dayton’s Distributor Advisory Coun- 
cil, a group of outstanding distributor executives, 
wrote the letters you see here. 


Read their comments. 


Dayton Industrial Products Co. Div. Melrose Park, Illinois 


meeting this year was the opportunity we had to preview 
the terrific sales training program Dayton has developed 
for their distributors. 


This was a masterful presentation of a new concept to an 
old problem and I think all distributor sales managers, 
once they know more about this program, will be happy to 
join in regional meetings to accept this gift from Dayton. 
Not only are the ideas new and challenging -- Dayton hands 
us the tools to do the job! 


The theme CHANGE is, indeed, modern -- a 1961 version of 
our way of life -- and Dayton certainly has found a real- 
istic approach to our problem -- how and why we must train 
our salesmen for the challenges of tomorrow. 


I have gone over this program briefly with our men and they 
were tremendously impressed. We are anxious to join in an 
area meeting with Dayton to hear more on this subject. I 
hope this will be soon, 


R. B. Talbott 
Vice President - Sales 
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ESTASLISHEO 


CHANDLER & FARQUHAR COMPANY 


Industrial 
Meckarice loot 
BOO COMMONWEALTH AVENUE 
BOSTON (5. MASS. 


Since the excellent presentation of the Dayton Sales 
Seminar at the Advisory Council Meeting I have given the sub- 
ject much further thought and have discussed it with other 
members of our organization. 


We believe this to be a tremendous step in the right 
direction to better use of the Manufacturer-Distributor re- 
lationship. 


We have in the past given much attention and education 
to improving product knowledge, but how to use this knowledge 
was left to each individual decision. 


In the Dayton Sales Seminar, the distributors are 
given expert sales information and advice that most of us 
need so badly. 


We believe that any of your distributors, large or 
Small, would find the time well spent attending your presen- 
tation and it would be something that they should not pass 
up. When it is made available, we shall attend and then 
use the information we get to our best advantage. 


James F. Donahue 
General Manager 


BOX 2150 
BIRMINGHAM, ALA. 


I think that the Dayton Sales Seminar program as presented 
to the Advisory Council is one of the finest things that I 
have seen. 


I showed the outline of the program to the members of our 
Sales Department here, and without exception each is highly 
enthusiastic about ite We all think it will be the most 
enlightened and far-reaching program that any of our 
principals has undertaken. 


Jack Brazelton, 
President 


ATLANTIC |-8200 


SHIELDS RUBBER CORPORATION 


137 FORT PITT BOULEVARO 


PITTSBURGH 22, Pa. 


The material presented in the Dayton Sales Seminar should be 
of unlimited value to any Sales Manager of any Dayton dis- 
tributor in helping him to develop a more effective sales 
force. It is my opinion that all such persons should avail 
themselves by attending your regional meetings and being 
made familiar with your Sales Seminar material. 


This is truly one of the features that a manufacturer should 
be able to present to his distributors to help further their 
growth and development, and you can be assured that someone 
from Shields will attend the regional meeting in this area. 


Jack E. Shields 
President 


I want you to know that I was very favorably impressed with the 
proposed Dayton Seminar For Distributor Sales Managers. Your 
presentation and thoughts show a lot of study. I believe you have 

a new approach which will result in a new concept of sales meeting. 
Those of us who have been in sales any time well realize things 
have changed to a great extent during the past three or four years 
and most of us have done nothing about it. I think your program 
will bring out these facts and that with it we will soon find out 
whether our men are capable or whether they have been kidding 
themselves during this period and at the same time kidding us. 


You can be sure that when you plan an effort like this on the West 
Coast we will certainly support the program to the hilt and will 
extend whatever time is necessary to send one or more of our 
men to be with you in this sort of presentation. 


J. S. Kiloh, Vice-President 


NICHOLSON SUPPLY CO. 


SUDDEN 
@ 1916 DORCAS STREET @ OMAHA, NEBRASKA® Senice’” 


Just because a whole month has gone by, I hope you 
won't think that I wasn't suitably impressed by the 
training program presented to the Advisory Council. 
Actually, this was probably the best organized and 
most thorough presentation of ite kind I have ever 
seen. 


Every Distributor in the country snould jump at the 
chance to have his Sales Manager attend one of the 
regional meetings you propose to conduct this year. 
You've got a powerful message to get across, and. 
everyone should hear it. 


Please don't fail to let me know when the Dayton 


Sales Seminar ie scheduled for our region. Nicholson 
Supply Company will be represented there for sure. 


G. F. Rothe, President 


HANSEN € YORKE COMPANY 


66-66 90 STREET 


Paw HY 


I feel that the sales program which you 
presented to the Advisory Council is one that has 
much for the benefit of all industrial supply sales- 
men. It is a realistic and practical approach to 
obtain an objective that should be desired by all 
aggressive, forward thinking management. Our 
organization will be looking forward to the regional 


meeting in our area. 
A. 


Kenneth E. Yorke 
President 
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Walworth’s last word in positive sealing! When valve bodies are tortured out 
of shape by line pressure, temperature or deflection—new Walworth living 
wedge Gate Valves still seal tight! It’s because of Walworth’s unique one-piece 
split disc gate that lives in the body...flexes and gives, to stay mated to the 
seat in spite of body distortion. Yet new Walworth living wedge Gate Valve 
operates at low torque, can’t bind, jam or stick—and is economical, needing 
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minimum replacements. Get new Walworth living wedge Gate Valves in 150 
and 300 pound ASA ratings, 2” to 24”. See your Walworth distributor for 
details, or write to Walworth Company, 750 Third Avenue, New York 17, N. Y. 


the Walworth companies: Alloy Steel Products Co.—Conofiow Corporation—Grove Valve 
and Regulator Co.—M & H Valve and Fittings Co.—Southwest Fabricating & Welding Co., inc. 
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Underwater, underground, this U.S. Pilot® Pipe loves its salt diet—moves prine solution across a 600-foot- 
wide river economically and efficiently. Unlike metal pipe, U.S. Pilot Pipe withstands salt water with a pH ranging 


from 2.8 to 3.5, is flexible enough to follow the river bottom’s contour, compensate for shifting due to currents. 


Wherever industry operates, US products are helping it to function 
more efficiently... helping distributors to both fill industry’s needs and paint 
a brighter profit picture for themselves. As the world’s largest producer of 
Industrial Rubber Products, US enables distributors to supply all industry. 


AT THE HEART OF INDUSTRY 
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Bid 

security — because this man’s working next 

to the hose that death-causing steam cannot burst: U.S. 

Matchless® Steam. This hose has a built-in safety de- 

vice. When it’s ready for replacement, the wire-braid 

construction prevents it from bursting. Instead, just a 

wisp of steam seeps through, letting you know it's time 
for a new hose. 


BAL 


“We turn out 3,000,000 feet of board a day,” 
reports the chief engineer of Masonite Corp., Laurel, 
Miss., “and our entire volume of wood chip required to 
fabricate the board is carried on US oilproof Paracril® 
Conveyor Belts that operate 24 hours a day, 7 days a week 
over deep-trough idlers. This belt system has reduced 
downtime considerably, cut maintenance costs 25%.” 


Helping to create a revolution in wire-drawing, 
heavy-duty U.S. PowerGrip “Timing’® Belts are now 
used exclusively on machines made by the Whitacre 
Corporation of Los Angeles. Their positive, compact, 
maintenance-free driving power has enabled Whitacre 
to not only increase efficiency greatly, but to lower cost 
of the equipment at the same time. These belts are still 
operating after years of 24-hour-a-day service. 


TB 101 


= 
“For every industrial rubber product need, turn scription. Discover why U.S. Rubber has become 
to US. For Conveyor Belts, V-Belts, the original ‘the largest developer and producer of industrial 
PowerGrip “Timing””® Belt, Flexible Couplings, rubber products in the world. See your U.S. 
Mountings, Fenders, Hose and Packings... Rubber Distributor or contact US directly at 


custom-designed rubber products of every de- Rockefeller Center, New York 20, N. Y. 


WORLD'S LARGEST MANUFACTURER n te d te t e b e r 


OF INDUSTRIAL RUBBER PRODUCTS MECHANICAL GOODS DIVISION 
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Order the deal that fits your market and Ken- 
nedy’s birthday money-maker package can mean 
plenty of profit for you. The sturdy, eye-catching 
new Kennedy Display Stand with three sturdy 
shelves and attention-getting top sign that holds 
literature is a real self-seller. And this effective 
new Kennedy Kits merchandiser is yours for 
only $15 with our limited 50th Anniversary Of- 


display 
Kennedy Kits 
and you'll 
Sell em 


Kennedy Tool Boxes, Tool Chests and Roller 
Cabinets are ready-sellers, real money-makers 
when you show them. Their quality and value 
speak for themselves. Get yours now. Display 
Kennedy Kits and watch them sell themselves! 


The handy coupon makes ordering easy. Mail 
it today! 


fers. That's not all! With your order you get 
FREE a Mechanic's Kit that lists for $17.35! 


50th Anniversary “profit package” 
OFFER =2-AUTOMOTIVE 
Quantity Kit 

1 Free Bonus 1018 Mechanic's Kit 


50th Anniversary “profit package” 
OFFER +1-INDUSTRIAL 
Quantity Kit 

1 Free Bonus 1018 Mechanic's Kit 


Kennedy Kits Display Stand 1 Kennedy Kits Display Stand : i 
520 Machinist’s Chest 1 1022 Mechanic's Kit 
526 Machinist ’s Chest 4 K-20 General Usage Kits rs ‘ ‘ 
MC-28 Machinist's Chest 6 S-19 or CS-19 All Purpose Kits ae ee 
K-20 General Usage Kits 1 260 Mechanic's Chest sj i 
CS-16 All Purpose Kits 1 270-4S—3 Drawer Roller y Em 
S-19 or CS-19 All Purpose Kits Cabinet—Storage Com- ee 


partment 


KENNEDY MANUFACTURING COMPAR 


«+ for 50 years the choice of the skilled mechanic 
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| takea sand for profit- 
MAIL YOUR ORDER NOW! 


(Clip at dotted line) 


Kennedy Manufacturing Co. 
Van Wert, Ohio 


Gentlemen: 

Rush me complete details and prices on the 

Kit ‘Birthday Profit-Packages’”’ checked 
elow— 


hests and Kits as describe 

OFFER +1  bius Display Stand and FREE 
BONUS Mechanic's Kit. 


AUTOMOTIVE, including 13 
Kits, Chest and Roller Cabinet 
as described, plus Display 
Stand and FREE BONUS Me- 
chanic’s Kit. 


50th Anniversary “profit package” 
HARDWARE, including 23 
Quantity Kit “Y. Boxes and Kits as described, 
1 Free Bonus 1018 Mechanic's Kit 
Kennedy Kits Display Stand 
1018 Mechanic’s Kits 
K-20 General Usage Kits 
CS-16 All Purpose Kits 
S-19 or CS-19 All Purpose Kits 
K-32 Carpenter's Boxes 


NAME 


FIRM NAME 


ADDRESS 
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Republic Plastic Pipe 


HELPS MAKE 
2\PPOS BRIGHT 


Plastic pipe has helped the Zippe 
Manufacturing Company, Bradford, 
Pennsylvania, get rid of water 
impurities that were a source of 
potential trouble in plating oper 
A new water treating system Uses 
2-inch Republic SRK" to pipe cit} 
maze of filtering tanks. 
‘The water 1s treated to remove tron 
and other impurities. This calls tor 
pipe that can withstand chemical 
resist build-up of scale. 
most 10,000,000 
stalling the new 


ations. 


water through a 


action... can 
“We've plated alr 
lighter cases since in 
water treating system, 
Charles Nuzum, Zippo engineer. 
can say that there has been no 
deterioration of your plastic pipe, 
and no scaling.” 
RepuBiic SRK 
Pipe is available in size 
through 8” with a com 
solvent-welded, socket-type fittings. 
Republic also offers FE’ Flexible 
Polyethylene Plastic Pipe. 
Contact your Republic distributor 
for information of either type. 


* says Mr. 
“We 


(Semi-Rigid) Plastic 
s from 
plete line of 


Diastic Pipe 


REPUBLIC 


on 


TUNED TO THE 
MARKET... 


Republic advertising brings you inquiries, 


brings you sales. 


Ads like the one at left talk about products people 
want, savings people need. Here, for example, is 
news about a plastic pipe water purification 
system installed to advantage by the Zippo 
Manufacturing Company, Bradford, Pennsylvania. 
In short, Republic is tuned to the market—for 
plastic pipe, steel sheets, steel pipe, and steel bars. 
As a Republic distributor, you will see it 
in your sales. 


Call your nearest Republic sales office for details 
on the advantages of stocking Republic products. 
Mail the coupon below for product data. 


REPUBLIC STEEL 
REPUBLIC HAS THE FEEL FOR MODERN STEEL ‘ 
REPUBLIC STEEL CORPORATION 
DEPT. ID-1824-A 


1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 
I would like more information on: 


D Plastic Pipe O Cold Finished Bars 

DO Steel Pipe O Steel Sheets 
Name. Title 
Company. 
Address. 


«STEEL SHEETS—for a wide variety o 
applications are ovailable in 
eel, Electro Paintlok’, 
Galvannea 


WHY YOUR REPUBLIC DISTRIBUTOR 
STEEL PIPE—c full line for plumbing, heating, 
Your Stee! Service Center 
RE Lic Bans i 
FINISHED BARS--supplied in round 
squares, hexes, flats, and sections in 
4 
standard ond special steel onalyses, 
4 more then measures 
=o 
‘a 


INVINCIBLE 


As a distributor, there’s magic in the word 


INVINCIBLE for you. * It took a lot of contemplation 

to put the name invincible on a line of rubber hose. It is a strong name 

and it means all it implies. * Mercer INVINCIBLE hose is as nearly everlasting as modern 
scientific and manufacturing methods can produce. It lasts and lasts. You can sell this 
Mercer hose line with every assurance that you'll make satisfied customers. * The Mercer 
Invincible line covers just about every possible industrial use for hose, from contractors to 
chemicals. If you are selling any kind of hose you should know all the advantages of selling 
Mercer Rubber hose. Why not ask for a peek at a Mercer catalog right now by mail or 


phone. It’s a sure step toward making money on hose, 


MERCER RUBBER CO. 
136 Mercer St., Trenton 90, NuJ 
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from steel, to stainless, to super-alloys... 


HACKSAW BLADES 


are fast in the cut, free on the draw, easy on costs 


Space-age builders using tough, new super- _ stroke-by-stroke penetration that reduces 
alloys and exotic materials find that ATKINS _ waste and error . . . speeds fabrication. For 
Hacksaw Blades cut smoothly, freely, easily. | complete information and prices, call your 
There’s no binding, no galling... just steady, local ATKINS Distributor or write to... 


ATKINS SAW 
Division of BORG-WARNER CORPORATION 
GREENVILLE, MISSISSIPPI 


4 
' 
: 
=| 
fe ‘d 
400 9 Sel 
ies 


GET YOUR FREE COPY 
of Bethlehem’s Wire Rope Slings and Fittings Catalog 


This 150-page catalog on wire rope slings and fittings is chock-full 150 pages... 


of useful information. It’s designed to make it easy for you to : ah 

tor tad. standard slings, rated capacities, 
The various types of slings are described in detail. Rated dimensions, end fittings o-—% 

capacities and dimensional data on end fittings are listed in how to lubricate properly. 

tabular form. One section contains helpful tips on sling lubrica- 

tion, seizing and cutting wire rope ends, and how to apply wire 


rope clips. There are also suggestions on how to order a sling. PUBLICATIONS DEPARTMENT 
Whatever your lifting problems may be, Bethlehem has a BETHLEHEM STEEL COMPANY 
wire rope sling to do the job. Just mail the coupon for your copy BETHLEHEM, PA. 
of this handy reference catalog. 
Dear Sirs: 
BETHLEHEM STEEL COMPANY, Bethlehem, Pa. Please send me Catalog 368, “Purple Strand Slings 
and Fittings.” 


Export Sales: Bethlehem Steel Export Corporation 


Name 


BETHLEHEM .... 
EL 
STEEL Address 


City 


For Strength... Economy... Versatility 
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WACO 


SCAFFOLDING 


“One order we got from our Yellow Pages ad was worth $1,815,” 
says C. L. Slocum, President, Waco Equipment Co. of New Eng- 
land, Inc., Allston, Mass. “‘At least 10% of our new leads come 
directly from our Yellow Pages advertising. We feel that our 
directory advertising takes the place of 5 or 6 salesmen and 
reaches prospects they could not see. Thus, our Yellow Pages 
ad really does a big job for us.” 


Display ad (shown reduced) runs under 
SCAFFOLDING. Call the Yellow Pages 
man at your Bell Telephone Busi- 
ness ‘Office to plan your program. 


| dif | BLY 
WAGE 4) STadium | 
SC A 2-694 
~ 
Fe 
N - 
> 
Yellow Pages | 
Display this emblem. It builds your business! 
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ALLEN introduces 


v1 Positive locking, even under extreme shock and vibration Vv Can be used over 
and over without loss of locking effectiveness Consistent uniformity in dimen- 
sions ... in strength . . . in elasticity VY Strength of heavy-duty nuts combined 
with’ lightness of regular types (Built-in flange saves washer cost, speeds 
assembly VA One-piece, all-metal construction yY No parts to become lost or 
damaged, nothing to deteriorate Y Fully formed hex corners for sure-grip 
wrenching o High-grade alloy steel, heat treated Class 3B threads 

Conformance with military specifications Adapted for use with power drivers. 


THE ALLEN MANUFACTURING COMPANY 
HARTFORD 1, CONNECTICUT, U.S.A. 


Plant at Bloomfield, Conn. ¢ Warehouses in Chicago, Cleveland, Los Angeles 


| Check the advantages that influence customers to specify ““LOKONSHES 
| HIGHEST QUALITY THREADED FASTENERS, CONSISTENTLY SOU 
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LOCKNUT 
will be sold 100% through 
INDUSTRIAL DISTRIBUTORS 


Now you can supply customers with a locknut produced to the same high standards as famous 
Allen socket screws. LOKON . . . latest addition to the Allen line . . . is ready to help you gain a 
substantial and profitable share of the fast-growing locknut market. 


Sizes from No. 10 to %”, inclusive, are immediately available; other sizes are soon to follow. In 
addition to stocks at the plant, regional warehouses at Cleveland, Chicago, and Los Angeles enable 
you to put “LOKONS” right on the job... right off your shelves. 


In developing LOKON, Allen engineers have applied invaluable know-how acquired through a 
half-century of threaded fastener manufacturing. The result is a premium quality product offering 
more user benefits than ever before have been combined in any other locknut. 


Investigate LOKON .. . the locknut that promises to become one of your leading lines. Contact 
us today .. . we'll arrange to have your Allen District Representative give you all the facts. 


THESE ALLEN “EXTRAS” BACK YOUR SALES EFFORTS... 


Be TIME-PROVEN SALES POLICY — Allen’s sales policy has stood firm and unchanged for over 50 years. It protects 
you, the Industrial Distributor, and recognizes your important position as the key to successful merchandising and 
service. 


pe NATIONAL ADVERTISING SUPPORT — Starting in November, publications blanketing the design, engineering, 
production and purchasing fields will tell your customers and prospects all about LOKON. 


pa PROMOTION MATERIALS — Engineering bulletins, catalog and price data, direct mail campaigns, samples, dis- 
plays and other local advertising helps are available to build interest and acceptance. 


pa FIELD SALES ASSISTANCE — Your Allen District Representative is “on call” to assist your sales personnel in 
every possible way. And, for advice on technical matters, the Allen Engineering Staff is always at your service. 


Be SALES TRAINING PROGRAM — Allen conducts both regional and home office clinics to give your sales force 
the facts and fundamentals needed to successfully sell “LOKONS!” 


HROUGH 


INDUSTRIAL DISTRIBUTORS FOR OVER 50 YEARS 
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MERGER! 


What happens when a medium-sized 


company like Union Chain is merged 
with a /Jarger manufacturer like H-R? 


Late in 1960, Union Chain, manufacturers of drive 
and conveyor chain, merged with a larger-sized com- 
pany, Hewitt-Robins, makers of conveying machinery 
and belting, hose, power transmission, and vibrating 
equipment. What has this meant to the Distributor of 
Union Chain? In brief, gains for all concerned... 


INCREASED WAREHOUSING 


From four warehouses and eight sales offices, the 
warehousing of Union Chain leaped to ten ware- 
houses and over 50 sales offices—with more on the 
way. Result: faster, more convenient, cost-saving 
shipment to the distributor. 


BETTER SALES BACK-UP 


More factory-trained chain specialists than ever be- 
fore are out in the field with the specific assignment 
of backing up the Distributors of Union Chain. Also, 
these experts are familiar with the whole field of 
power transmission and have access to well-financed 
research at Hewitt-Robins. The Union Chain Dis- 
tributor can now broaden the scope of the services 
and equipment he provides his customers. This is an- 
other aspect of the Hewitt-Robins concept of 
“Teamwork for Service.” 


Does the Distributor gain? 


INCREASED SELECTIVITY 
Union Chain Distributors have found that Hewitt- 
Robins is distinctly distributor-minded. As a result 
they are facing less competition in their territories, 
through careful marketing reorganization and area 
reconciliation. 

And to their relief, they found that they were not 
facing a big direct-sales factory organization, which 
is so often common to a large manufacturer. In short, 
they found that H-R believes in the Industrial Dis- 
tributor and wants to be a partner in his growth. 


IMPROVED TECHNICAL TRAINING 

FOR DISTRIBUTOR SALESMEN 

Training schools at the plant in Sandusky, Ohio, and 
traveling seminars are being conducted. More techni- 
cal help—“*Teamwork for Service” —than ever before! 


WIDER LINE AVAILABLE 


Many Union Chain Distributors are now in a position 
to take advantage of all that a wider line of equip- 
ment offers them . . . added sales, competitive position, 
prestige. H-R supplies full lines of power transmis- 
sion, conveying, and vibrating equipment and hose. 
Many are now handling all H-R product lines. 
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MORE ADVERTISING AND PROMOTION 


Hewitt-Robins additional resources have helped to 
tell the Union Chain story to a wider audience. Ads 
in more leading publications, increased publicity, the 
H-R house organ “News of Industry”, direct mail 
have helped to create a stonger demand for Union 
Chain. Result? More distributor sales. 


BETTER PRODUCTS, FASTER DELIVERY | 


Considerable dollars are being poured into Union 
Chain to increase plant capacity and expand the 
product line. The end results are product leadership, 
faster delivery, new products to meet new demands, 
and an ever-increasing source of technical informa- 
tion available to the distributor and his customer. 


“TEAMWORK FOR SERVICE” 


This is the heart of Hewitt-Robins Distributor policy. 
To see how it can help you, call or write Hewitt- 
Robins, Stamford, Connecticut. 


BEFORE 


BEFORE MERGER: Union Chain had 
only four warehouses and eight sales 
offices to cover the entire U.S.A. 


AFTER MERGER: Ten warehouses for 
chain products . . . with more on the way! 
The number of factory-trained field 
engineers jumped sharply, as well as the 
number of sales offices and technical 
centers related to H-R products . . . over 50 
located in major cities throughout the 
U.S.A. The result is a highly expandea 
sales backup for Union Chain Distributors. 


October 1961 


a 
od 
4 
4 
FT 4 
2 
ee 
@@ 
wy 
59 


A PROVEN sucess Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


FIG. 1236 


FAIRBANKS PATENTED RENEWABLE 
SEAT RING BRONZE GATE VALVES 


One of the finest, surest-sell valves 
ever introduced, this patented Re- 
newable Seat Ring Bronze Gate 
Valve is sold only by the Fairbanks 
distributor. How your customers go 
for this unique product that makes 
it possible for them to replace the 
nickel alloy seat rings and wedge in 
7 to 10 minutes—without ever re- 
moving the valve body from the line! 
And no special tools or skills are 
needed. This patented Renewable 
Seat Ring Bronze Gate Valve is just 
one of Fairbanks’ full line of bronze 
and iron body valves. Valves that 
are being specified and installed in 
an ever increasing number of the 
nation’s newest, most modern build- 
ings! 


PBUILDING 


BUSINESS 
\ 
PROFITS 
YEAR 


FIG. 9215-S 


FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 
the highly acceptable product that’s 
70-years proven to give faster and 
safer handling, longer and more de- 
pendable service. Fairbanks na- 
tional advertising program promot- 
ing the theme “Trucks Are As Tools 
—Job Fitted” is doing a pre-selling 
job on trucks for you. Whatever 
your customer’s material handling 
problems, there’s a Fairbanks Two- 
Wheel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savings. Sure it pays you to fea- 
ture Fairbanks Trucks—with the 
extra sales features that make them 
easier to sell. 
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Month products have been 
“industrial distributors. 
Boost ‘your sales of Fairbanks products by 
prepared direct mail pieces on this mgnth’s: 
airpanks Boston 10,Mass. New York 3, N.Y. 
IT PAYS YOU TO SELL FAIRBANKS paobucts, 8 NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 


Announcing the NEWEST L@eaam HO LES i 


TER TOOLS E 


ALL THE MOST-WANTED SIZES: Fifty-five diameters, ranging 
from %," to 6”, cover most hole specifications for pipes, 
cables, conduits, vents and other feed-throughs in 
materials up to 1%” thick. 


FOR ALL MACHINABLE MATERIALS: Steel, cast iron, stainless 
steel, aluminum, copper, brass, wood and plastics... 
all come within the bite of Heller Hole Saws 
fast-cutting teeth. 


AS RUGGED AS “NUWELD” HACKS! Naturally! For that’s what 

Heller Hole Saws really are. Cutting edges of Heller 

high speed steel are electrically welded to shatterproof 
Nucut Hand and Power Hack Saws alloy steel ... rolled to correct diameter . . . silver 


brazed along the seam . . . then, welded to the outside 
diameter of a tough, resilient steel cap. ““Shoulderless” 
— design permits deep cuts through stacked layers. 


Nucut Metal Cutting Band Knockout slots ease removal of cores. 


Speed — and High SIX ARBORS FIT MOST CHUCKS! Straight hexagonal shanks, 
with pin-drive design in larger sizes, provide a non-slip 
grip when used in portable tools, drill presses, lathes, 
boring mills and milling machines. High Speed steel pilot 
drills have one flat surface for positive drive. 


TAKE THE GAMBLE OUT OF BUYING! For more holes per dollar, 
“Holler for Heller” from your nearby Heller distributor 


the next time you need hole saws. Both are your surest 
Flat Ground ; -\| bets for service that satisfies. 
Steel, Oil 
Hardening, Air 
Hardening and 
Low Carbon 


America’s Oldest File Manufacturer 


HELLER TOOL CO. NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Steel Co. 


Branches and Warehouses: Union, N. J. @ Detroit @ Chicago @ Shreveport @ los Angeles @ Son Francisco @ Portland, Oregon 
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FAST, SURE LOW-COST HANDLING... Yale Load King Electric Hoists reduce load hazards with two-way load brake and motor brake design. Rugged 


construction (including dropped forged alloy steel gears) strips maintenance to the bone. Fast, positive stopping-starting assures faster operator reaction and work flow. 
Machine cut grooves plus guarded flanges give even spooling, more hoist efficiency. Speeds from 13 to 35 fpm; capacities to 2 tons. 


Yale hoist distributors provide their customers 
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s Yale Load King Yale Midget King Yale Air Hoist Yale Cable King : 
Hand Horst Electric Horst Electric Hoist 
‘ 


Small job, or large ... Little plant or big 
plant ... Electric, air or hand-power... 


Whoever your customer is, whatever his 
hoisting requirements ...as a Yale Hoist 
Distributor you can recommend the right 
lifting power, right sturdiness, right effi- 
ciency, right price and right operating 
economy for the job. You can make un- 
biased recommendations (not compromise 
suggestions) from a hoist line covering 


October 1961 


capacities from to 40 tons... with a 
combination of features to meet the widest 
range of job requirements. 

And in these days when every customer is 
cost-conscious, selling the economy of the 
right hoist is a mighty important compet- 
itive advantage. 

Yale Materials Handling Division, Dept. 
H-106, Philadelphia 15, Pa. A Division 
of The Yale & Towne Manufacturing Co. 


ELIMINATE FIRE, EXPLOSION THREAT jn hazardous 
atmospheres ...with Yale advanced-design Air Hoists. 
Explosion-proof motor can’t overheat! Constant variable 
speed control for lifting and lowering cuts strain on oper- 
ators, reduces chances of load damage. Also... brakes 
automatically set if air supply is cut. Workers feel safer. 


KEEPS JOBS MOVING with the hoist that never has 
to ‘knock off’’ to cool off! Yale Cable King Electric Hoists 
have exclusive air cooling. Plus positive lubrication of 
the brake load. Plus motor brake for positive inching and 
mechanical load brake for positive protection in case of 
power failure. Cap.: % to 15 tons. 


CONTROL LOADS. End “jockeying” of loads. Team hand 
&r electric hoists (of capacities up to 5 tons) with a Yale 
Rail King Tractor Trolley for fast, precision positioning. 
Operates on standard |-beam, or special rolled overhead 
track system, or over splice plates with equal efficiency. 


with the economy of the right hoist 


YALE 


HAND, AIR, ELECTRIC 
HOISTS + TROLLEYS 


YALE & TOWNE 


| 


gives you everything you 
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For information on all 98 Skil industrial power tools 
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imagi ni eer j ng that’s the bold new look at Screw & Bolt that 


appeals to industrial distributors! HJ Imagineering is that combination of 
planning, manufacturing know-how and the most modern facilities that gives 
distributors the widest range of fasteners in just one source lf Imagineering 
means research and development which result in products of unexcelled qual- 
ity and dependability—and packaging designed with the distributor in mind 
@ /magineering means reduced inventory requirements through “on-time” de- 
livery of what you want—when you want it—where you want it HJ Make the 
imagineering line your line of industrial fasteners... only from Screw & Bolt! 


VMA 9442 


SCREW AND BOLT CORPORATION 


OF AMERICA .- P.o. 80x 1708, PITTSBURGH 30, PA. 
Plants: Pittsburgh, Pa. Gary. Ind. Southington, Conn. Norristown, Pa.» Warehouses: Portland, Ore. Denver, Colo. Atlanta, Ga 


Imagineering... for greater fastener progress 
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for Stockham 


and its Distributors 


Bronze, Cast Iron, Ductile Iron, Cast and Forged 
Steel Valves — Wedgeplug Non-Lubricated Valves — 
Cast Iron, Malleable and Ductile Iron Pipe Fittings 


Check the reasons why Stockham Dis- 
tributors are assured of a greater volume 
of profitable valve sales... now... and 
in the future: 


[] Stockham maintains unexcelled 

uality standards to produce the 

felareven finest performers in the 
industry. 

( Stockham maintains a distributor- 
only-sales policy. Stockham distrib- 
utors get every sale made, including 
large-volume and OEM sales. 

() Stockham is now the nation’s only 
complete line valve and pipe fitting 
manufacturer, enabling you to fill 
every customer’s exact valve re- 
quirements from one source. 

[] Steckham maintains field stocks in 
warehouses from coast to coast to 
assure prompt, accurate delivery. 


[] Stockham provides its distributors 


with the finest training program and 
sales help in the industry — plus ag- 
gressive advertising. 


[] Stockham puts unusually heav 


emphasis on engineering, 
and new-product development to as- 
sure its distributors of constant new 
profit opportunities. 


To get complete details about these 


and the other reasons why there’s a 


bigger future ahead for Stockham dis- 
tributors, write today. 


STOCKHAM 


VALVES “4 FITTINGS 


General Offices and Plant 


4000 North 10th Avenue + Birmingham 2, Alabama 
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No other Ratchet 
combines all these * 


% Superior 
Features 


Narrow head © Sturdy, thumb- 
operated reversing lever * Ball-and- 
spring reversing-lever stop © Easily 
cleaned (wearable parts can be 
easily and inexpensively replaced) « 
Thin handle with knurled grip and 
hanging hole ¢ Fine tooth gear (re- 
quires jess space to operate) «© 
Extremely easy ratcheting action « 
and %" square drives 


National 
Advertising 


During the next 60 days 2,253,719 
copies of leading industrial and 
metalworking publications will carry 
Series 90" Ratchet advertising. With 

normal “pass 
ten million 
readers 


Easiest to Sell. 


toughest to sell against 


Addition to the ARMSTRONG Line of the new Series “90” 
Ratchet puts the ARMSTRONG Distributor in a position to 
dominate the ratchet market. Here is a tool with easily demon- 
strated superiority that salesmen can carry and promote profit- 
ably. Check the features outlined at the left, and you will see 
why this is so. Since several of these sales points must be seen 
to be fully understood, your ARMSTRONG Representative will 
soon be in to go over the ratchet with you. 

The superior sales points of the new Series “90” ARMSTRONG 
Ratchet are the subject of a promotional campaign being con- 
ducted during Oct. and Nov. 1961. All ARMSTRONG national 
advertising is featuring the new ratchet. Free, imprinted self- 
mailers and ad reprints are available for Distributor use. Special 
demonstrator ratchets and point-of-purchase stock display 
boards will help the ARMSTRONG Distributor capitalize on 
this sales program. Every ARMSTRONG ratchet you demon- 
strate will build sales for your entire line of ARMSTRONG Tools. 

This is a typical example of how ARMSTRONG combines 

expert tool knowledge with effective, 
distributor-minded promotion, to make 
the ARMSTRONG Line easy and 
profitable to sell. 


senes 


RATCHET 


* 
Supporting 


Extra Heavy Duty Ratchets 
ARMSTRONG Ratchets come in ali needed 
sizes and types from “Miniatures” to “Giants” 


Sockets 


Drivers, Extensions and Attachments known 
for their strength and long life—special alloy 
steels, precision machined, heat treated and 
beautifully finished 


Drop Forged Wrenches 


Literaljy thousands of types and sizes of 
quality, industrial wrenches Nationally recog- 
nized as the finest 


ARMSTRONG BROS. TOOL Co. 


5205 WEST ARMSTRONG AVE. + CHICAGO 46, ILLINOIS 


along” reader- 

ship, these ads 
Prospects are directed to ARMSTRONG 
tadustria! Distributors: To exactly meet each need. 
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TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 


October 1961 


BUSINESS MEETS FALL CONFIDENTLY as FRB industrial produc- 
tion index rises to a new record of 113 (1957 = 100) in August, and manufac- 
turers anticipate a sales record in the third quarter. The factory inventory 
increase of about $1-billion during this period (with the durable goods sector 
accounting for two-thirds of the rise) and the seemingly unending rise in total 
personal income contribute to make fall prospects rosy on all economic fronts. 


STEEL SHIPMENTS CONTINUE RISING and industry leaders ex- 
pect final September figures to show new 1961 highs. Early September operating 
rate was about 70%. Particularly bright are the large anticipated auto orders. 


CONSUMER PRICES AT RECORD HIGH with July index rising to 
128.1% (1947-49 = 100.0), gaining 0.4% over the previous month—the largest 
monthly advance since last October. Costs of foods accounted for most of the 
gain, despite availability of fresh produce. However, hopefully the cost-of-living 
index, for the next few months, was expected to show little or no increase. 


ANOTHER RECORD FOR CONSTRUCTION —for the 15th con- 
secutive year—appears in the making, according to F. W. Dodge Corporation. 
Despite the recent recession and the sluggish new-housing market, total contracts 
during 1961’s Ist-half alone rose to $18.2-billion, 4% over comparable °60 fig- 
ures. Commercial and educational building has set a new record; apartment 
dwelling, highway and utility building shows sharp gains; only single-family 
houses and manufacturing buildings are off now. Industry is highly optimistic. 


JOBLESS RATE UNMOVED for the ninth straight month as August 
figures show rate again stuck at 6.9% (seasonally adjusted). August employment 
of 68.54-million was a record for that month, with unemployed numbering 4.54- 
million. Labor Secretary Goldberg expects rate to drop to 544-6% by yearend, 
but this is not satisfactory to Administration which wants to see a 4% rate or less. 
The President wants “standby” authority to spend Federal funds next year in an 
effort to curb the high rate, but just how hard he will fight for this is unknown. 


GOLD OUTFLOW CLIMBS again in early September after Great Britain 
makes basic monetary policy changes. However, while the $17.5-billion stock 
total is off $315-million from January 1, it is $79-million above low for the year. 


AUTO OUTLOOK BRIGHT with 25°% fewer holdover models on hand 
than a year earlier. As the ’62 lines are introduced, only a quarter-million "61 
models are in dealers’ hands. General Motors predicts a “possible 7.25-million 


car year,” including imports, which would be second only to 1955’s 7.4 million. 
Advance orders for compacts indicate their popularity is steadily climbing. 


RETAIL SALES PERK UP but little inventory building is going on 
at this level, lending credence to retailers’ belief that John Doe is actually 
spending more now. Appliance sales are particularly strong, up an average 20%. 


NEARLY $10 OUT OF EVERY $100 of goods and services pro- 
duced in the U.S. goes for defense. First-half ’61 defense spending was running 
at $48-billion annually, with substantial increases foreseen from here on out. 


i 
hig 
4 
if 
4 
= 
i= 
q 
| 


INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures . . 


July returns from ID’s Supply Sales Trend Reporters 
show sales down 9% for the period Jan-July 1961. July 
1960 and July 1961 had 20 working days, compared to 


22 for June 1961. July was down 14% compared to June, 
but when the two extra working days in June are taken 
into consideration, July didn’t do badly at all. East 


U.S. TOTALS 


Compiled by 


INDUSTRIAL DisTRIBUTION 


July "61 
Compared 
June 61 


July 


Compared 
July “60 


Jan.-July 61 
Compared 
Jan.-July 60 


FINAL FIGURES FOR 
JULY 1961 


SUPPLY SALES TREND 


July 61 


July 61 


Compared Compared 


June ‘61 


July 


Jan.-July “61 
Compared 
Jan.-July ‘60 


July 61 


FINAL FIGURES FOR 
JULY 1961 


June 


July “61 
Compared Compared 
July “60 


Jan.-July “61 
Compared 


Jan.-July 


New England: Conn., Me., 
Mass., N.H., Rd., Vt. (23) 


—23% 


1% 


Bridgeport-Hartford- 
Springfield Area 


—25% 


1% 


Middle Atlantic: 


N.J., N.Y., Pa. (35) 


—15% 


6% 


Metropolitan New York- 
northern New Jersey Area 


—19% 


No Change 


Western New York: Buffalo- 
Rochester-Syracuse- 
Binghamton Area 


—13% 


— % 


Philadel phia-Trenton- 
Wilmington Area 


—16% 


Pittsburgh-Wheeling- 
Youngstown Area 


—11% 


East North Central: jy. 


Ind., Mich., O., Wise. (62) 


—15% 


Indiana Area 


—13% 


Wisconsin 


—1% 


West North Central: ;,. 


Kans., Minn., Mo., Neb., 
V.D., SD. (15) 


—18% 


— % 


— % 


Kansas-Western Missouri 
Area 


— 4% 


+ 3% 


South Atlantic: per. p.c.. 
Fla., Ga., Md., N.C., S.C., 
Va., W.Va. (24) 


3% 


East South Central: 47... 


Ky., Wiss., Tenn. (6) 


4% 


West South Central: 4,1... 


La., Okla., Tex. (25) 


1% 


Houston Area 


1% 


Dallas-Fort Worth Area 


2% 


Mountain: Ariz., Colo., Id., 
Mont., Nev., N.M., Ut., 
Wyo. (8) 


3% 


Pacific: Cal., Ore., 
Wash. (23) 


6% 


Chicago Metropolitan Area 


—11% 


Los Angeles-San Diego Area 


1% 


Detroit-Toledo Area 


—15% 


Oregon Area 


5% 


Cleveland-Akron-Erie Area 


— 4% 


Washington Area 


5% 
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.-- and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 


South Central is the only area that really dropped. It was report they are pushing the use of blanket orders, other 
down 9% in June, then down 13% in July. In the NAPA contract purchasing methods, to protect their positions in 
August Business Survey Report, purchasing agents the advancing rate of business requiring more material. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


(1947-49 = 100) (preliminary) July 1961 Aug. 1960 Ago 
Abrasive Products 142.7 142.7 143.2 — 04 
Cutting Tools 173.5 173.6 180.9 — 41 
Fans and Blowers 182.8 182.8 184.2 — 08 
Fasteners 217.2 209.7 198.7 

Incandescent Lamps 190.1 190.1 190.0 

Industrial Rubber Products 156.5 156.5 152.9 

Lubricants 103.6 102.9 101.1 

Materials Handling Equipment 175.9 175.4 173.0 

Mechanics Hand Tools (Files, saw blades) 192.8 192.4 190.0 

Metalworking Accessories 197.8 197.8 174.5 

Motors 108.8 108.9 113.5 

Paint 132.4 132.4 128.4 

Portable Power Tools 148.2 148.4 143.8 

Power Transmission Equipment 186.0 186.7 182.2 

Precision Measuring Tools 155.7 155.7 148.2 

Pumps and Compressors 181.4 181.4 181.0 

Steel Products (Pipes, bars, nails, wire rope etc.) 185.6 185.6 186.2 

Valves and Fittings 161.6 161.2 163.0 

Welding Machines (Equipment, Rods) 152.2 153.0 159.6 

TOTAL INDEX (weighted average) 169.8 169.2 167.2 


Source: Bureau of Labor Statistics and Industrial Distribution 
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Bay State has just completed a concentrated research 
and engineering program designed to make Bay State 
mounted wheels the finest available anywhere. Results are 
paying off for users in more uniform grinding action... 


POSITIVE WHEEL-TO-MANDREL BOND [Deeply 

: knurled mandrel ends andspecially formu- 
lated bonding material weld wheel and 
mandrel into a single, rock-solid unit. Con- 
stant, rigid quality control tests are made 
to check this Bay State feature. 


BAY STATE 
MOUNTED 


set a new standard 


easier operation ...and virtually complete elimination 
of defective materials and workmanship. These wheels 
are as nearly perfect as the most advanced abrasive 
technology can make them. 


SUPER-ACCURATE CONCENTRICITY Every 
wheel is molded oversize and then ground 
to shape on its own mandrel so that it auto- 
matically becomes perfectly symmetrical 
and is perfectly concentric with the cen- 
ter of the mandrel itself. Result: Every 
wheel runs true from start to finish... no 
breaking in required ... no hard spots, no 
soft spots, the whole wheel does a 100% 
job of grinding right down to the mandrel. 
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of excellence for the industry 


diameters are uniform to very close toler- Bay State Abrasive Products Co. 
ances. No fumbling when operator changes 
wheels because new wheels can be locked %\ 


Westboro, Mass. 
into place with a minimum change in the I am interested in the advantages of 
collet or chuck setting. 


being a Bay State distributor. Please have 
your representative contact me. 


COMPLETE INVENTORY IMMEDIATELY AVAILABLE Hundreds of 
different combinations of shape, grit, size, porosity, bond and 


mandrel size are in stock, ready to be shipped to users im- A is iii 
mediately. Bay State’s 30-page catalog makes it simple to 
choose the specs you need for any job. Add 

Bay State’s leadership in mounted wheels illustrates but one eens rp 

of the many competitive advantages enjoyed by Bay State a fa es 


distributors. If you would like to discuss these advantages in 
detail, just fill out and mail the coupon. 


ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices: Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. Distributors: All principal cities. 
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BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 


Signs Point Upward 


The Berlin crisis dominates the news but, now that fall 
has arrived, the shops are filled with a large stock of 
seasonal items and businessmen are discussing the pros- 
pects of rising output and increased investment. All of 
which raises three questions. Will we be able to meet 
the stepped-up military demands? How will consumers 
respond to the new fall merchandise? Are businessmen 
willing to pour additional dollars into productive plant 
and equipment? The answers give us a good idea of 
where the economy is heading and how far it will go. Our 
conclusion? It’s going up, all the way up to a gross 
national product of $545 billion by yearend, $565 billion 
by end of June. Here are our answers to the three ques- 
tions and our reasons for thinking so. 


Defense Spending 


The prospect of a more than a $5-billion boost in the 
rate of national security expenditures during the next 
ten months dominates the short-run business outlook. This 
is the current U.S. answer to the Russians. We are now 
piling a relatively big defense program on top of one of 
the fastest business recoveries in our history. 

The defense spending rate is scheduled to top $55-bil- 
lion by the end of the current fiscal year, and prospects 
are that it will continue on up at least into 1963. At the 
end of last month it was just about $50 billion, and a few 
months ago it was only $48 billion. 

The over-all increase in total national security expendi- 
ture programs for fiscal 1962 is only slightly more than 
1% of what our nation’s consumers, businessmen and 
manifold governments actually spent last year. Neverthe- 
less, this increase will provide a substantial lift to the 
economy in the months ahead. However, the expected 
rate of increase in defense spending during this fiscal 
year is small compared with the Korean War build-up. 

Defense demands will rise steadily. During previous 
military build-ups it took time to achieve the scheduled 
step-up in expenditures, but this time we should be able 
to move faster. Currently, industry has substantial excess 
capacity in basic metals (steel is still operating below 
70% of capacity despite six months of recovery), air- 
planes, trucks and trailers, ammunition and textiles. There 
are plenty of trainees ready to move up into many of the 
skilled occupations where shortages exist. Thus, we can 
quickly turn out the materials and supplies needed for the 
expansion of our defense effort. 

However, during the remainder of this fiscal year, the 


actual impact of defense spending on our economy will be 
far greater than the $5 billion rate of increase implies— 
because additional sums for defense will have a multiplier 
effect throughout the economy. It is certain to mean more 
jobs and less unemployment. It will result in increased 
personal incomes since most jobs connected with defense 
and defense supporting industries are relatively high-wage 
jobs. It will also mean increased consumer expenditures 
and more capital investment in plant, equipment and 


inventories. 


Consumer Outlook Brightens 

Consumer demand, which accounts for two-thirds of 
total national spending, is rising steadily. Personal income 
has hit an all-time high in each of the last six months. 
Because of the talk of higher prices ahead, future short- 
ages of consumer hard goods, and possible controls, con- 
sumers could begin a big buying spree soon. But so far, 
August department store sales figures show only a 
modest gain in total retail sales and consumers are not 
being bluffed by these rumors. However, the consumer 
outlook is bright, and consumers will probably increase 
their expenditures on goods and services about $19-billion 
in the 10 months ahead. 


Industrial Operating Rates Increase 

Business, too, will step up its buying. Plant and equip- 
ment purchases may rise 20% by June 1962—that’s a 
$7-billion boost in 10 months. The combination of an 
85% manufacturing operating rate, on the average, and 
an all-time record high cash flow (retained earnings plus 
depreciation) should result in a sharp step-up in capital 
investment in new producing facilities early in 1962. By 
Election Day the chemical, paper, rubber, textile, stone, 
clay and glass, auto instrument and electrical machinery 
industries are expected to be operating at or above 85% 
of capacity. Buying for inventory is also expected to 
increase $4-billion during this period. A small amount of 
the inventory build-up early in 1962 will be due to the 
possibility of a steel strike at mid-year. 

If our nation can avoid price inflation, excessive wage 
increases and strikes, the economy will move up to new 
high ground in each succeeding month, at least through 
June 1962. Over-all national production is likely to reach 
$565-billion by the end of June, an increase of about 
$38-billion during the next 10 months. Industrial output 
will also move ahead during this period at the average 
rate of one point per month. Thus, by June, the Federal 
Reserve Board’s gauge of production should reach 123 
(1957 = 100) compared with an estimated 113 in August. 
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... sights set 
on more 
cutting tool sales? 


There’s “‘no limit” on new cutting tool 
business when you’re armed with the line that 
best meets your customers’ needs. As a 

V-R distributor, your “arsenal” is the most 
complete stock of cutting tool materials 
available from any one source — includes 
cemented carbides, Tantung cast-alloy and 
ceramic. Customers are “flushed out” 

for you by V-R’s aggressive national trade 
publication and direct mail advertising. 
Complete stocks, fast service and capable 
factory representatives help you get 

your prospects “in the bag.’’ So, become a 
V-R distributor and be ready for year-round 
“open season”’ on more cutting tool 
business. Write today for full information. 
VASCOLOY-RAMET CORPORATION 

884 Market Street, Waukegan, Illinois. 


(Ws-Re) FIRST CHOICE of more and more plants 


CARBIDE — CERAMIC TANTUNG — TOOLHOLDERS — * MILL 
BLANKS, INSERTS — SOLID TOOL BITS, SOLID BASE CUTTERS 
INSERTS, TRIANGULAR, \\ CUT-OFF BLADES, | 
BRAZED SQUARE, ‘TIPPED TOOLS, | tHrow-away 
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If you sell rubber, you do not sell an order of 32” 
Sand Suction like this one every day. But you do 
sell lots of rubber hose, belting or packing because 
almost every plant buys rubber on a regular basis. 


The aggressive distributors encourage their salesmen 
to talk about rubber ON EVERY SALES CALL. 
Why not? Talking a popular product results in more 
orders and more commissions. 


You may be interested in this line for two reasons: 
(1) the profit and (2) Republic’s written 5-Point 
Sales Policy. Write to Mr. J. A. MaclIntire, Jr., 
General Sales Manager. 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


CR. REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 
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INNOVATION 


It is now rather generally agreed that what we hopefully 
called the soaring 60’s a couple of years ago should now 
more appropriately be called the sober 60’s (this, if you 
must have an alliterative label). 

No one is expecting the 60’s to be a dud. A high expand- 
ing volume of business is generally predicted. But it is not 
going to be the automatic, “nickel-in-the-slot,” type of boom 
that a great many businessmen optimistically anticipated. 
Business is not going to come on a platter and without effort 


to the hopefully expectant. Volume, with profit, will take 
ee A EES TRIBUTION some doing. All forecasts are made on the assumption that 
we can avoid a hot war. 


Unlike the 50’s, we'll be operating in an era in which 
production has caught up with post-war demand. Most indus- 
tries have enough capacity to take care of expanding demand 
over the next several years at least. It isn’t likely that we'll 
benefit economically from the stimulating effect of high 
volume, private capital expenditures. Capital expenditures 
will remain substantial but probably won’t occupy the domi- 
nating role they played in the 50’s; at least not until we 
reach the late years of the 60’s. The economic orientation 
of business thinking will thus be away from production and 
toward marketing. * 

If marketing is to meet this challenge, all practitioners in 
the field should do better those things they already know 
how to do. This involves intensification and, especially, 
extension of the best in marketing know-how to a broader 
base. That would seem to be a first logical goal. But, above 
all, we must have innovation. Although high distribution 
costs are an integral part of an advanced economy, we must 
do all in our power to hold these costs in check. Intense 
competition among distributors tends to increase their costs. 
The only relief is through innovation—and that requires a 
healthy dissatisfaction with things as they are. 

Since the marketing of supply and equipment items in- 
volves joint effort, each distributor and each manufacturer 
might well make up a list of his cost-generating activities. 
Then, one by one, go through the list asking this question, 
“In the performance of this job, am I making use of the 
most modern, efficient methods?” This is to bring the opera- 
tion up to the level of the most advanced technology. Then, 
the next question, “Can. I dream up a new way of doing it 
still better to get the jump on my competition?” This is the 
toughest part of the assignment. It involves creativity— 
innovation. But the payoff is big. 
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SUCCEEDS 


VAN NESS PHILIP 
ASSOCIATE EDITOR 


“Automatic Purchasing,” a plan to 
help industrial plants reduce their 
buying costs through streamlined 
paperwork and better stock control, 
is winning new profitable business for 
Pacific Abrasive Supply Co., Los 
Angeles. 

In a major move to introduce a new 
concept of customer-distributor rela- 
tions, PASCO has furnished a selected 
group of customers with a shortened 
purchase order form of its own de- 
sign. Around this, it has organized 
a special ordering and returned-goods 
routine virtually guaranteed to cut 
the customers’ plant stocks in half or 
more and eliminate their obsolescence 
cost on standard products. 

The PASCO form is used as a re- 
lease against a long-term ordering 
agreement between PASCO and a cus- 
tomer. The customer benefits from 
drastically lowered buying and stock- 
ing costs and extra services. PASCO 
benefits from increased business plus 
economies inherent in a steady, al- 
most automatic flow of orders with 
a minimum of paperwork. 

PASCO is demonstrating to its cus- 
tomers that purchasing as well as 
distribution can be automated to a 
significant degree, if the distributor’s 
service function is closely tied in with 
the customer’s procurement function. 
As Harry Bayley, PASCO’s general 


manager, explains it: “We have taken 


< Innovator: Harry M. Bayley, general 
manager, Pacific Abrasive Supply, 
Los Angeles, has installed Automatic 
Purchasing in 30 manufacturing plants 
in Greater Los Angeles area. 
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West Coast distributor sells industry 

on new way to cut procurement costs with 
streamlined paperwork and drastic reductions in 
plant stocks and obsolescence risks 


over the responsibility of setting up 
materials management programs for 
our customers. We help them system- 
atize their buying, keep their inven- 
tories, their surplus and 
deliver to the tool cribs or the job 
sites. 

“That is a service few customers 
have had from an industrial dis- 
tributor in one coherent package.” 

Automatic purchasing is not a price- 
depressant contract plan. Rather, 
PASCO’s Automatic Purchasing busi- 
ness, as a whole, produces 3.3 percent 
more gross margin than the firm’s 
overall business did before. That is 
because the A.P. customers take de- 
liveries in smaller lots than others, 
and are satisfied that they are getting 
special service for the money. 

Duane Dawson, controller of Ace 
Industries, one of the first of PASCO’s 
A.P. Plan subscribers, explains why 
price of materials has proved to be 
less significant than the total benefits 
of Automatic Purchasing. 

“Annualizing our results, we esti- 
mate that we will save our company 
20 percent of the purchase price of 
our perishable tool inventory this 
year,” he testified in a letter to Bay- 
ley after three months’ operation of 
the plan. 

“The paperwork involved in all 
phases of purchasing has been cut 90 
percent... 

“We have reduced our inventory in 
90 days by 25 percent, and we will 
soon be operating at half of our pre- 
vious inventory level. 

“The return merchandise feature 
of the plan will reduce our obsoles- 
cence of standard items to nothing... 

“Your plan does everything you 
said it would.” 

Bayley credits Ace Industries and 


control 


other key customers with helping 
launch the A.P. Plan—‘‘companies 
where executives in charge of buying 
have the broad view of their jobs and 
sincerely want to eliminate waste in 
both procurement and distribution.” 

His basic idea of “Stockless Pur- 
chasing” is closely akin to programs 
of Dow Chemical Co.’s Louisiana 
Division and American Viscose Co. 
for radically new ways to use indus- 
trial distributors. ID published the 
American Viscose Plan in July 1958 
(“American Viscose’s New Buying 
Policy: What Can You Learn from 
It?”). The Dow Louisiana plan was 
described in ID’s October 1960 issue 
(“Stockless Purchasing at Plaque- 
mine”). Buyers for these chemical 
concerns held that distributors repre- 
sented a neglected resource, and could 
and should take over more procure- 
ment functions for the benefit of 
customers—at prices adequate to 
compensate for service rendered. 

The major difference between these 
two plans and PASCO’s is that 
PASCO’s is thought to be the first 
successful instance of an industrial 
distributor launching Stockless (or 
“Automatic”) Purchasing on his own 
initiative. In the case of AVISCO and 
Dow, initiative emanated from the 
customers. 

Mechanics of Pacific Abrasive’s 
Automatic Purchasing are uncompli- 
cated but precise. 

When a customer shows interest in 
response to PASCO’s promotional 
efforts, a letter of intent is written by 
Bayley or his sales manager, G. H. 
Reynolds, explaining the Automatic 
Purchasing routine and spelling out 
the prospective savings to the cus- 
tomer in paperwork, inventory and 

continued 
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At Ace Industries, John Uny, manager, and Bill Herl, PASCO salesman, freed of buying paperwork, have more time for problems. 


Automatic Purchasing 


continued 


obsolescence. 

A conference is held of PASCO’s 
and the customer's executives to iron 
out the final terms, including prices. 

The prices are the suggested resale 
prices for quantities the customer ex- 
pects to have delivered at one time. 
Estimates of size of delivery are based 
on a survey of the customer’s past 
monthly usage. For each item, the 
appropriate price is circled on the 
manufacturer’s price list and the list 
attached to the letter of intent. Pricing 
then becomes automatic with each 
shipment. 
¢ Beyond this, there is no formal writ- 
ten contract. The letter of intent com- 
mits PASCO to perform as promised, 
provided that the customer upholds 
his part of the bargain to order in ap- 
proximately the quantities expected. 
It is understood that either party may 
withdraw at any time. Further, prices 
may be changed if and when the cus- 
tomer’s ordering pattern changes. 

*A special five-part release form is 
given to the customer by PASCO. He 
orders materials as needed, as fre- 
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quently as he wishes, using the special 
form to originate each release. Or, if 
he wishes, he may phone in each re- 
lease and have PASCO originate the 
release form for him. To get the full 
benefit from Automatic Purchasing, 
the customer will use the PASCO form 
to replace his conventional requisi- 
tion and purchase order 
writing up the release in his tool crib 
or stores department instead of in the 
buying office. This cuts his buying 
paperwork at least in half. 

eAn order number on the release 
form keys it to the long-term agree- 
ment with the customer. Item descrip- 
tions on the release are abbreviated, 
in accord with the objective of re- 
moving all complexity from requisi- 
tion writing. Thus, “B-16-3” will 
signify a grinding wheel, third item 
on the page, from page 16 in PASCO’s 
standards book which the customer 
uses as his master reference in 
ordering. No further description is 
required. 

* One copy of the release form is re- 
tained by the customer; PASCO 
prices the remaining four, keeps one 
“store copy,” sends out three with the 
delivery to be signed by the customer 


forms, 


on receipt of goods. The customer 
retains one signed receiver to match 
with his original, returning two to 
PASCO with the truck. 

¢ Billing is monthly (or for any period 
desired by the customer). PASCO 
merely accumulates releases until the 
billing date, then sends the customer 
a statement with copies of all his 
signed releases attached. Two release 
copies are retained by the distributor 
for sales analysis and accounting. 

¢ PASCO’s salesman checks regularly 
with the customer to see that inven- 
tory in plant stores is kept at the 
agreed-on limits. His responsibility is 
clear cut. If the customer’s goal is a 
50 percent inventory reduction, then 
that is the PASCO salesman’s goal. 
He helps the customer work out a 
pattern of shipments to achieve it, 
and where necessary, has surplus 
stocks cleaned out by PASCO. He 
tries to reduce the customer’s paper- 
work still further by encouraging the 
combining of releases. 

¢PASCO’s trucks, operating out of 
headquarters and four small “depot” 
branches in greater Los Angeles, de- 
liver on the same day releases origi- 
nate, or the day after. Their routes are 
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scheduled according to a pre-planned 
estimate of Automatic Purchasing 
customers’ usage and their agreed-on 
ordering patterns. Emergency deliv- 
eries will be made at any time. 

* At the end of each month, all ship- 
ments are reviewed to see if pricing 
has been right and adjustments are 
made where warranted. Thus, if a 
customer had agreed to take delivery 
in a “B” quantity but let most of his 
shipments fall into the smaller but 
higher priced “A” bracket, his price 
would be reset to “A”. (In actual 
practice, few such adjustments have 
been necessary. In the case of most 
Automatic Purchasing customers, 85 
percent of the items shipped have 
been in the lowest quantity bracket 
and have been priced accordingly.) 

¢ The obsolescence feature of the plan 
is also part of the routine. The cus- 
tomer is guaranteed full credit for re- 
turn of any standard, saleable item— 
in the case of abrasives, more than 
3,000 items are “standards’”—and 
PASCO salesmen are instructed to 
check carefully for returnable mer- 
chandise on customers’ shelves. The 
salesmen are authorized to initiate 
returns without checking with their 
office. Surplus, when discovered, is 
shipped back to PASCO on the next 
run of the delivery truck. The same 
simplified five-part form used for re- 
leases is employed for credit on 
returns. 

PASCO’s basic premise is that 
“plant stores all over the U.S. are 
cluttered up with grinding wheels and 
tools the plants will never use.” As 
Bayley puts it: “Buyers are set up to 
buy, not handle surplus. Typically, 
it is quite a chore to handle all the 
paperwork and argument that ac- 
companies returns. That is where our 
plan takes over.” 

Returns are not only considered 
part of the routine ; salesmen are also 
judged on their alertness in promot- 
ing them. Bayley actually calls in 
salesmen whose customers have not 
been returning merchandise. It makes 
him wonder if the salesmen have been 
really on the job. 

*Specials are handled by special 
agreements. PASCO will stock three 
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ACCOUNTING 


2 copies 3 copies 
T-part 


inveice 


4 copies 


OLD WAY 


Old way: PASCO’s conventional order process from customer through the distributor. 


TOOL CRIB P.A. OFFICE 


ORDER DESK 


months’ supply of specials for a cus- 
tomer. But the customer in this case 
will own the inventory. 

Promotion of Automatic Purchas- 
ing on a wide scale was launched in 
the spring of 1961 after a year’s 
tryout of the plan with several key 
accounts. PASCO took full-page ad- 
vertisements in the Los Angeles Indus- 
trial News: the first, simply to an- 


Effect on the customer’s costs from Auto- 
matic Purchasing. This is after 3 months’ 
operation at Ace Industries, Los Angeles. 


BILLING ACCOUNTING 
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New way: Automatic Purchasing, employing single 5-part form instead of 4 forms. 


nounce the program as a new idea 
for reducing inventory, paperwork 
and obsolescence cost; the second, to 
publicize a detailed testimonial from 
Ace Industries, a satisfied subscriber. 
The ads urged interested prospects to 
call Bayley or Reynolds for appoint- 
ments to discuss particulars. 

Concurrently, reprints of ID’s 
“Stockless Purchasing at Plaque- 
mine” were shown to likely clients 
and letters of intent with descriptions 
of the plan were mailed to a selected 
list. 

While the negotiation of an Auto- 
matic Purchasing agreement always 
takes place at the executive level—be- 
tween a plant manager or buying 
executive and PASCO’s general man- 
ager or sales manager—the PASCO 
sales force is expected to seek out 
prospective A.P. customers, explain 
the benefits and set up the appoint- 
ments for initial conferences. 

The payoff in Automatic Purchas- 
ing has been its effect on operating 
costs of both the customer and the 
distributor. 

The experience of Ace Industries 
points up the customer’s concrete 
benefits: continued 
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charter subscriber to A.P. plan. With 


Salesman Herl, of PASCO, cooperating, he aims to cut plant’s MRO inventory in half. 


John Uny, who runs Ace’s plant operation, is assured of MRO protection under Auto- 
matic Purchasing. Also, Salesman Herl now can concentrate on active help in shop. 


Automatic Purchasing 


continued 


In its modern plant employing 
about 130 engineers and skilled ma- 
chine operators, this Los Angeles 
manufacturer turns out rotors, tur- 
bine blades and compressors for jet 
engines and is heavily involved in 
research and development for prime 
contractors for defense. 

Paul Lenk, Ace’s president, and 
Duane Dawson, controller and head 
of purchasing, saw early the possibil- 
ities of Stockless Purchasing. When 
PASCO’s Harry Bayley started his 
with “Automatic Pur- 
chasing,” Ace was among the first of 
PASCO’s 
Bayley credits much of the success of 


the PASCO plan to Lenk’s and Daw- 


experiment 


customers to cooperate. 
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son’s guidance and encouragement. 

A professional purchasing man in 
the true sense of the term, Dawson 
takes a broad and hard-boiled view of 
what materials management means 
to a modern plant. “It is no news to 
us,” he says, “that there was waste 
and inefficiency in getting supplies 
from distribution to the point of use. 
The wonder of it is that no distribu- 
tor thought of Automatic Purchasing 
before this. It required a distributor 
with vision and the courage to throw 
out traditional ideas.” 

Among the net gains to Ace from 
Automatic Purchasing are: 

¢ In-plant inventory, one-fourth re- 
duction in the first three months, a 
projected reduction of one half. 

* Obsolescence cost, 100 percent re- 
duction on all standard items. 


¢ In purchasing paperwork, 90 per- 
cent less workload in all phases of the 
process. This stems from the fact that 
under Automatic Purchasing one 
half as many forms are originated or 
received by Ace as formerly. There 
is one 5-part A.P. release form for 
each delivery. There used to be at 
least ten forms: a 3-phase requisition, 
5-part purchase order, a 2-part in- 
voice copy. 

The time saved in matching, filing 
and re-checking all these papers 
further magnifies the gain in reduced 
clerical effort. 

Also, paperwork is handled faster 
because ordering is simpler — by 
order number and abbreviated code 
—and traditional chores like checking 
prices and arranging for returned 
goods have become almost auto- 
matic. 

*In purchasing supervision, a 
major lightening of the load in MRO 
supplies. “In typical plants,” says 
Duane Dawson, “MRO purchasing 
eats up an inordinate amount of 
buying overhead in proportion to the 
value purchased. We are now cor- 
recting that at Ace. I could save 
40 percent of my time as part-time 
P.A. if we had all of our supplies 
under Automatic Purchasing.” 

To Dawson, whose main job is 
controller, this is a vital gain. The 
plant has been expanding and if ex- 
pansion continues, additional pur- 
chasing costs will be incurred. But 
if Automatic Purchasing can be en- 
larged, Dawson is confident that this 
will not be necessary. “Department 
heads can set up their own Automatic 
Purchasing. Then a girl can handle 
all details.” 

Dawson spends less time with 
PASCO salesmen than he used to. 
The salesmen have less routine ex- 
pediting to attend to, can concentrate 
on more important matters, such as 
problems of production. Their calls 
on the buying office are briefer, more 
specific. They spend proportionately 
more time in the plant. They often 
write up their own releases, leaving to 
Dawson only the necessity of making 
cursory checks on the procedure, as 
papers pass across his desk. 
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* Besides these cost advantages, 
there is an intangible benefit for Ace: 
“The fact that we have a ‘client’ rela- 
tionship with our vendor and he is 
working for our interest. The old 
buyer-seller conflict no longer is a 
roadblock. We are both aiming at 
more efficiency in distribution and 
procurement as one single, coordi- 
nated process, for our mutual profit.” 

As for effects in PASCO’s operat- 
ing costs, Automatic Purchasing nets 
several concrete benefits. 
them: 

* Abbreviated paperwork. Under 
the A.P. Plan, the distributor elimi- 
nates from half to 75 percent of the 
clerical steps in transacting business 
with a customer. The 5-part release 
form is substituted for the multi-part 
order and invoice forms of conven- 
tional order processing. Posting to 
the statement is done once a month 
instead of daily. 

¢ Systematized delivery. Routes can 
be scheduled, and, while there are 
more deliveries, fewer of them are 
“emergencies.” Says Bayley: “It is a 
made-to-order system for 
orders.” 


Among 


small 


* Better inventory planning. Cus- 


tomers’ needs are estimated well 
ahead, and the distributor can avoid 
both over-stocks and out-of-stocks re- 
quiring costly pickups or back- 
ordering. 

¢More productive salesmanship. 
Salesmen with Automatic Purchasing 
customers need not waste time on 
routine order chasing, can use their 
calls for valued service to the cus- 
tomer or for introducing new ideas. 
The salesman who handles his end of 
Automatic Purchasing with com- 
petence has usually found that his 
volume with a given customer has 
increased substantially in a relatively 
short period of time. 

¢ Fair gross margin. The price com- 
pensates for service rendered. Price 
of materials has been put in true per- 
spective. The customer and distribu- 
tor are both interested in total costs 
of purchasing. 

PASCO’s Automatic Purchasing re- 
quired careful planning and alertness 
in avoiding pitfalls. 
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Holding customer’s stock to lowest possible level is a primary responsibility for 
Herl. Here he checks with stores. Herl can authorize returns of standards any time. 


One key requirement—a working 
system for eliminating customers’ 
obsolescence — depends largely on 
suppliers’ cooperation. Here Pacific 
Abrasive had one built-in advantage. 
As a subsidiary of The Carborundum 
Company (though operated 
pendently) PASCO had an _ inside 
track for trying out new distribution 
methods with its principle supplier. 
As Bayley explains it: “If Carborun- 
dum had not worked out its standards 
programs for abrasives, we would 
never have been able to apply this 
guaranteed returned goods feature to 
our plan.” The net effect of the Car- 
borundum standards plan is that 
thousands of Carborundum grinding 
wheel types and coated abrasives are 
considered standard, saleable returns 


both by PASCO and Carborundum. 


inde- 


Wheels or abrasives once listed as 
specials now have widespread applica- 
tion; the distributor can take them 
back with considerably less risk than 
formerly. 

Furthermore, the supplier’s stand- 
ard “1489” and “1555” Catalogs 
serve as ordering references for 
PASCO’s Automatic Purchasing cus- 
tomers. 

Another critical point, says Bayley, 
is organization to carry out a plan 
like Automatic Purchasing. For 
PASCO, this required, first, the in- 
stallation of the streamlined paper- 
work procedure. Stocking policy was 
changed to insure backup stocks for 
A.P. customers. Delivery routine was 
thoroughly revamped. And in making 
the promised extra service a reality, 
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Automatic Purchasing 


continued 


PASCO relied heavily on the flexi- 
bility gained from its new, convenient 
depot-branches in the area. 

Equally important is the attitude 
of PASCO salesmen. PASCO’s man- 
agement saw to it early that their out- 
side men would understand the 
implications of the A.P. plan. The 
salesmen caught on quickly. Now, 
while PASCO executives negotiate the 
agreements, it is almost entirely up 
to the salesmen to uncover A.P. 
prospects and interest them in con- 
verting to the new procedure. “It 
takes a darned good salesman to do 
this, as a matter of fact,” says Bayley. 
“We are asking salesmen to sell much 
more than products. They are really 
becoming account executives to their 
customers, to borrow a phrase from 
the people at Dow Chemical.” 

Bayley’s and Sales Manager Rey- 
nolds’ enthusiasm has apparently 
rubbed off on veteran outside sales- 
men. Says Bill Herl, who handles 
Automatic Purchasing ac- 
counts: “I have a heavier responsi- 
bility, and I do a lot more for a 
customer than I used to do. He is no 
longer a customer, but a client. But 


several 


I can hardly complain when my 
volume with some of these A.P. ac- 
counts has doubled or trebled in the 
space of a year.” 

As far as pitfalls are concerned, 
Bayley feels that any distributor un- 
dertaking Automatic or “Stockless” 
Purchasing should be especially alert 
to the cost-price implications. “Obvi- 
ously, the plan will not work if you 
give away the price,” he warns. “You 
could go broke quickly trying to 
support the extra service.” On the 
other hand, overhead costs can be 
reduced if the distributor will take 
advantage of the inherent savings 
from more systematic, streamlined 
operations on a continuing basis with 
a customer. 

PASCO’s customers are a selected 
group and by no means all applicants 
have been admitted to the plan. One 
obvious requirement is that the cus- 
tomer is seriously interested in reduc- 
ing his procurement costs, not merely 
his material price costs. This restricts 
the plan, in PASCO’s case, to cus- 
tomer firms with forward-looking 
purchasing executives, or at least to 
those whom PASCO can convince of 
the need to revamp purchasing pro- 
cedures. 

Prompt payment capability is an- 


“Stockless Purchasing” 


petus in recent months. 


panies. 


of deliveries. 


COMING: MORE ON “STOCKLESS PURCHASING” 


as a concept for a larger and more 
vital role for industrial distributors has received new im- 


The concept was first advanced by major chemical com- 
It holds that distributors, working closely with 
their customers, can save the customers substantial portions 
of procurement costs by serving as their stock bins, elimi- 
nating buying paperwork and setting up a planned flow 


Recently, a number of distributors have taken the initia- 
tive in promoting plans like this to diverse industries. In 
succeeding issues, ID will publish reports on stockless pur- 
chasing programs of a large and a small distributor, plus 
results after two years with such a plan in a chemical firm. 
Next month: “Keyboard Purchasing in California”. 


other prerequisite. The PASCO pro- 
gram cannot operate on extended 
credit, Bayley feels. 

Another reason for limiting the 
number of participants is organiza- 
tional. PASCO’s management does 
not want to take on new A.P. cus- 
tomers faster than it can organize to 
handle them efficiently. At present 
there are about 30 A.P. accounts. The 
management has set an intermediate 
goal of 50 such customers, 10 in each 
of 5 salesmen’s territories. This will 
insure a geographic spread and full 
attention from the salesmen. 

Size of customer is not a restrictive 
factor. The smallest of the A.P. ac- 
counts has a $2,500 a year potential 
for PASCO’s lines, while several of 
the larger accounts are in the $25,000- 
and-up potential class. 

Nor does type of industry restrict 
the plan. “Whether it is an electronics 
shop or a steel plant, the MRO pro- 
curement operation can almost always 
stand improvement,” Bayley holds. 
He has run into objections. For ex- 
ample, one electronics buyer wanted 
Automatic Purchasing’s benefits but 
protested that his firm was too heavily 
involved in Government red tape. 
Bayley demonstrated that he had 
already signed up in the A.P. pro- 
gram six firms exactly like the buyer’s 
firm with similar Government en- 
tanglements. In every case, the A.P. 
program worked. 

What does Stockless or Automatic 
Purchasing portend for distribution 
in the future? The question intrigues 
PASCO’s management. They say 
firmly they have adopted their pro- 
gram with their eyes open to all 
implications, following extensive 
testing and research. “We have been 
accused of dreaming, and of being 
radical,” says Bayley. “But we don’t 
mind that. We know that where 
Automatic Purchasing has been tried, 
it is working like a charm. We think 
we are looking through an open door 
to a really big and untapped op- 
portunity—an opportunity for the 
alert industrial distributor to make a 
bigger place for himself as an essen- 
tial cog in industry—if he will only 
seize it.” 
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TRADE MISSIONS:— 


Foreign Trade at the “Grassroots” 


Teams of hard-working U.S. businessmen (including distributors) are travelling as mem- 
bers of “trade missions” organized by Dept. of Commerce to find trade opportunities abroad 


Once every 15 working days this year, a team of Ameri- 
can businessmen will land in some foreign country and 
plunge into six weeks or more of meeting, traveling, 
talking, lunching, dining with scores of businessmen and 
government leaders. For six or more weeks they will 
endure long hours of unremitting work, sometimes 
primitive conditions, and often exotic meals all for the 
one purpose of promoting U.S. foreign trade. 

These businessmen will be taking part in the “Trade 
Mission Program” sponsored by the U.S. Department 
of Commerce’s bureau of foreign commerce. Begun in 
1955 as an effort to improve commercial relations 
between the U.S. and the world at large, the program 
last year sent 11 missions overseas. This year, the 
government plans to send out 17 missions, says Secretary 
of Commerce Luther Hodges. 

Up to December, 1960, 87 missions were sent to 51 
countries and more than 550 different foreign cities. A 
total of 228 American business executives from 37 states 
and 95 U.S. cities have donated 266 periods of service. 
In terms of their business remuneration, these executives 
are estimated to have donated over $1 million to the 
program. 

Two well-known distributor executives have taken on 
these demanding assignments. Last year, Frank M. 
Cruger, Indiana Manufacturers Supply Co., Indianapolis, 
was a member of a group investigating trade possibilities 
in British East Africa. Wallace Campbell, Campbell 
Industrial Supply Co., Seattle, has been a member of two 
missions, one to Germany in 1959, the other to Iran and 
Afghanistan last year. 

Says Cruger of his tour: “It was a somewhat exhaust- 
ing program, but trade missions of this kind serve not 
only to broaden the commercial exchange of goods, but 
also to stimulate the exchange of ideas.” 

Trade missions are described by the Commerce De- 
partment as a “grass roots” approach to foreign trade 
problems. A typical mission consists of three to five busi- 
nessmen, accompanied by a Commerce official as leader, 
who travel to a designated country and talk with that 
country’s manufacturers, bankers, importers, merchants, 
government representatives, and others to explore all 
phases of trade relations—export and import trade, tour- 
ism, licensing, investment, etc. Current trends in U.S. 


1S COLD. 


PLEASE Gly 


Distributor Frank Cruger, Indiana Manufacturing Supply Co., 
was member of trade mission visiting British East Africa last ; 
year. Here he visits Tanganyika distributor J. S. Davis. continued 
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Trade Missions continued 


manufacturing, merchandising, and management prac- 
tices also come in for discussion. 

Frequently, a mission’s trip is timed to coincide with 
an international trade fair, enabling members of the 
mission to spend a couple of weeks staffing the U.S. 
information center. 

Thus, a mission does what is difficult to accomplish 
at official government levels—it brings representative, 
informed American businessmen face-to-face with their 
counterparts in other countries. 

Any businessman who is a U.S. citizen is entitled to 
volunteer for trade mission duty. But, since he will be 
representing the United States on an important assign- 
ment, a mission member must meet certain qualifications. 

He should, for instance, be a top executive of a busi- 
ness concern or organization, willing to work hard, 
specialized in business fields of interest to businessmen 
in country visited, competent to advise on how to do busi- 
ness with and in the U.S. He should be earning at least 
$12,000 to $17,500 yearly. Most mission members have 
been in the $25,000-and-over bracket. 

Too, a mission member should be prepared, when 
abroad, to consult with foreign businessmen in the interest 
of the United States as a whole. He is forbidden to 
transact any business for his own company. He is also 
forbidden to take his wife (“this introduces an unrelated 
social note,” says Commerce), or to take side trips not 
on the mission itinerary. There is no remuneration for 
mission duty, and expenses are limited to $12 a day for 
hotel and meals, plus government transportation vouchers. 

Commerce seeks mission members who are temper- 
mentally fitted to work and talk with people, at ease in 
new situations, and able to speak before groups both 
here and abroad. And because of long hours and 
demands of a new environment, a mission member must 
be in good physical health. Most members chosen have 
been in their middle fifties. 

A businessman wishing to volunteer for a mission 
fills out a form detailing his personal history and giving 
as much information about his business experience as 
will enable Commerce officials to judge his value to a 
mission. For example, merely giving name, salary, title, 
and the name of the business is not enough, even though 
these facts are evidence of a man’s business attainment. 
To properly evaluate a prospect’s qualifications, Com- 
merce needs information on the range of his company’s 
products, details of his personal knowledge of produc- 
tion, distribution, exporting, importing, foreign licensing, 
etc., and the extent of his past business experience. All 
this information is submitted to a Department of Com- 
merce field office. 

In Washington, Commerce officials match these quali- 
fications against the needs of missions being planned. 
li, for example, a mission is being sent to a country 
which has marketing and distribution problems, Com- 


86 


Member of mission visiting Iran and Afghanistan last fall, 
Seattle distributor Wallace Campbell, former NIDA president, 
discusses U, S. business paper with Iranian businessman. 


merce might think it advisable to include on the mission 
a man who is expert in these fields. 

Before a mission departs for overseas, the members 
are brought together in Washington for an intensive 
briefing lasting about four days. Over 50 experts from 
the Department of Commerce and other interested 
agencies will instruct them in the background and objec- 
tives of the mission program, in characteristics and 
problems of countries they are to visit, in policies and 
operations of each government agency involved in the 
international field. 

Among those talking to the mission members will be 
Commerce’s assistant secretary for international affairs, 
director of Office of International Trade Fairs, Bureau 
of Commerce director, Department of State officials, and 
U.S. Information Agency officials. 

In addition, discussions may be held with representa- 
tives of the Export-Import Bank, International Coopera- 
tion Administration, Department of Agriculture, Bureau 
of Mines, Department of Labor, etc. 

Operating personnel of the trade missions division, 
Office of Trade Promotion, Bureau of Foreign Commerce, 
provide specific information needed by mission members 
and acquaint them with regulations and procedures. 

Advice to mission members and demonstrations of 
techniques are provided by persons who have previously 
taken part in one or more missions. 

The members are also familiarized with the commercial 
library that will accompany them to the host country. 
This library consists of U.S. business magazines, cata- 
logs, commercial directories, and other publications. 

Meanwhile, Commerce officials have been busy with 
the intricate arrangements surrounding a mission visit. 
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Foreign Service people in the host country are contacted 
and their advice and guidance obtained. An advance 
man from the Bureau of Commerce visits the country 
to make final arrangements, and a week or 10 days prior 
to the mission’s visit, the mission’s leader arrives to set 
everything in motion. 

Most important among preliminary arrangements is 
the gathering of “business proposals” from U.S. firms 
interested in doing business with the country to be visited. 
The Department of Commerce circularizes the American 
business community, offering the services of the trade 
mission in developing business contacts. Firms are 
asked to describe the commercial arrangements they 
wish to make—about product, service, investment, im- 
port or export opportunity, plant establishment, or licens- 
ing—with local businessmen of the country. A mission 
will normally carry a hundred or so of these proposals 
which they will discuss in detail in the host country in 
group sessions, special meetings, individual consultations. 

On arrival in the country, the mission calls upon U.S. 
Foreign Service and other U.S. government officials, and 
also officials of the foreign government and industrial 
organizations. The group has also received a further 
briefing from the U.S. Ambassador and members of the 
Embassy staff, and by U.S. consuls in the cities visited. 

While in the country, the trade mission becomes part 
of the U.S. Foreign Service. The commercial attaché or 
other Embassy representative travels and participates with 
the mission as a member. 

If the mission is to work in connection with a trade 
fair, it arrives two to four weeks ahead of the fair’s 
opening, using this time to make calls in commercial 
centers, hold meetings with commercial and industrial 


organizations, and visit plants. After the fair opens, the 
mission members staff the U.S. information center, 
answering inquiries. 

On its return to the United States, the mission makes 
a formal report on its activities to a meeting held in a 
principal city (such as New York or Chicago). Business- 
men and others eager to learn about the mission’s work 
and the reception given business proposals submitted 
during the mission’s tour are free to attend this session. 
Usually, the morning portion of the meeting is devoted 
to hearing reports from each mission member, and the 
presentation by a Department of Commerce official of 
certificates commemorating mission service. In the after- 
noon, the mission members consult with individual busi- 
nessmen. 

Although this meeting formally ends the mission’s 
work, members are expected to promote the benefits of 
foreign trade in their local communities. Both Frank 
Cruger and Wallace Campbell have, for instance, each 
spoken at many service club trade associations, and other 
meetings, (the “Chautauqua circuit,” as Campbell has 
termed his round of speaking engagements), describing 
their experiences and giving their views on foreign trade 
problems and prospects. In this way, businessmen at 
home get first-hand reports on the economic world abroad. 

Says a Department of Commerce spokesman: “All 
who have served on this type of mission have returned 
feeling that they have undergone, even though with some 
personal and financial hardship, one of the most reward- 
ing experiences they have ever had.” 

(First in a series of three articles on the Trade 
Mission Program. Next month: “Midwest Distributor 
Visits East Africa”). 


An extensive survey conducted recently by 
InDUsTRIAL DisTRIBUTION has resulted in some 
findings which spotlight the distributor-manu- 
facturer relationship. Conducted wholly among 
distributors handling power transmission prod- 
ucts, the survey questioned them on the lines 
they carried, lines they wished to add, OEM 
business, etc. But much of the questionnaire 
sought distributors’ answers to other questions 
—What did they think of manufacturers’ adver- 
tising and sales promotion efforts? Were man- 
ufacturers’ field representatives doing a good 
job? To what extent did distributors analyze 
profitability of their lines? 


HOW DO DISTRIBUTORS VIEW P.T. MANUFACTURERS? 


The survey was conducted by ID to obtain a 
quantitative picture of power transmission dis- 
tributors, and yielded some significant statistics 
on the distributor’s view of the manufacturer. 
Next month in ID, a feature article will pre- 
sent and discuss some of these statistics. You 
will learn the answers to the questions cited 
above, as drawn from a large group of distribu- 
tors handling a specialized product line. Did 


you know, for example, that over half the dis- 
tributors rated factory training schools as a 
more helpful sales promotion aid, while rating 
novelties and give-aways as not helpful? 

Be sure to read this article next month. 
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Conference chairman R. D. Mount (left), Bassick Co., chats with three subject speakers before 
the panel session: George D. Wilkinson, Geo. D. Wilkinson Co.; William K. Downey, Skil 
Corp.; and Lowell B. Mason, lawyer and former member of the Federal Trade Commission 


The Cleveland Conference 


383 manufacturer representatives and 162 distributor 


representatives take a long look at the world and a close, critical look 


at themselves at ASMMA’s lively Industrial Distribution Conference 


More than 500 manufacturers and 
distributors took a searching look at 
themselves and beyond at the first 
Industrial Distribution Conference 
held in Cleveland in mid-September. 
Billed as a “program for progress,” 
the conference agenda ranged over in- 
ternational and domestic influences 
affecting industrial distribution, and 
was spiked with a good measure of 
self-criticism and self-revelation. 
Sponsored by the American Supply 
& Machinery Manufacturers’ Associa- 
tion, the conference consisted of four 
panel sessions, two held the after- 
noon of the first day, two the morn- 
ing of the next. Led by a principal 
speaker, each panel tackled a problem 
immediately manufac- 
turers and distributors—impact of 


concerning 


foreign competition, Robinson-Pat- 
man Act, distributors’ management 
capabilities, purchasing agent’s view 
of distributors. Questions were asked 
by panel and audience members. 
Problems of larger import were de- 
fined and assessed by speakers ad- 
dressing the two luncheons. 
Frederick H. Mueller, Secretary of 
Commerce in the Eisenhower adminis- 


tration, addressed the opening lunch- 
eon, saying that U.S. businessmen 
must henceforth “keep tabs on the 
world,” because a multitude of do- 
mestic and world trends are challeng- 
ing their heritage of private initia- 
tive. Referring to such trends as huge 
population growth, growing national- 
ism abroad, communism’s political 
and economic war, he advised busi- 


nessmen to “institute a selling cam- 


paign for a sound economy, sound 
dollar, sound labor-management poli- 
cies, sound government.” 

At the closing luncheon, Dr. Henry 
Bund of the Research Institute of 
America was optimistic about 1962’s 
recovery prospects, but felt “chances 
are less than fifty-fifty” that U.S. will 
measure up to Kremlin’s challenge— 
unless decisive steps are taken against 
inflation and other excesses. 


Former Secretary of Commerce Frederick H. Mueller (left) addressed conference’s 


opening luncheon on challenges now facing business. Dr Henry Bund, Research In- 
stitute of America, addressed closing lunch on economic prospects in months ahead. 
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Fight for World Markets 


For the United States the evolving 
world trade war is becoming a “fight 
for our economic survival,” William 
K. Downey, Skil Corp., told the open- 
ing panel session of the Industrial 
Distribution Conference. He de- 
scribed the extent of foreign compe- 
tition and suggested how American 
industry can best meet it. 

He said the realization of the seri- 
ousness of this competition is coming 
late to many businessmen because the 
productive capacity of Europe and 
Asia has risen faster than anticipated. 
They must now face world market 
changes that are “permanent” and 
“major.” 

“For the first time since 1929,” 
Downey said, “there is true compe- 
tition in the world market.” 

Upon U.S. industry’s ability to in- 
crease exports will depend this coun- 
try’s future growth, he added, and 
this is itself a wholly “new concept” 
for businessmen to grasp. 

Illustrating the kind of competition 
some industries are facing, Downey 
displayed two lockwrenches almost 
identical in appearance and quality, 
one U.S.-made and selling for $2.45, 
the other made in Japan and selling 
for 60 cents. He mentioned other 
products from both Japan and Europe 
with price differentials giving them 
a distinct advantage in the domestic 
market. 

But, he said, tariff increases or 
subsidies aren’t the way to meet this 
competition, except in the most ob- 
vious, merited “hardship” cases. He 
pointed out that foreign manufac- 
turers’ price advantages are being 
offset by influences which will eventu- 
ally put their products on an equal 
footing with ours. 

Japan’s low labor costs, for ex- 
ample, are offset by high costs of 
capital. Too, the country is poorly 
located relative to its prime markets 
and raw material sources. And in 
Europe, the growth of a full economy 
will inevitably drive the price level up. 

To compete with imported goods 
at home and in markets abroad, said 
Downey, U.S. manufacturers should 
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Foreign Trade Panel: E. R. Burkardt, J. H. Williams & Co.; H. F. G. Hinson, Noland 
Co.; W. K. Downey; chairman Mount; moderator W. A. Ferguson, Standard Elec- 
tric Tool; J. N. Failing, Jr.. Chas A. Strelinger Co.; J. D. Lockrem, Scully-Jones. 


spur their research and development 
efforts, evolving new products and 
marketing ideas. “Why,” he asked, 
“deprive yourself of the opportunity 
of doing on a world-wide basis what 
you are doing on a_ nationwide 


scale?” 

He advised manufacturers to study 
world markets at first hand, and set 
themselves export quotas to meet. But 
he said trade must be two-way for 
good business and crucial political 
reasons. Economically strong allies 
are both good friends and good cus- 
tomers. 

He said foreign trade has great 
significance for distributors, and they 
should acquaint themselves with their 
customers’ foreign trade problems. 
He believed distributors would in the 
future be selling more imported 
items. 

During the question period, Dow- 
ney said that the U.S. foreign aid 
program has been and is vital to this 
country’s economic welfare. 


Too Much “Inbreeding?”’ 


Lack of business sense, “inbreeding,” 
and lack of information are major 
management deficiencies contributing 
to squeeze the profits out of distribu- 
tion, said consultant Dr. George D. 
Wilkinson. 

Wilkinson said the title of his talk 
should be “An Industrial Distributor 


Must Make Money.” He pointed out: 
“We are living in a capitalistic econ- 
omy, in a free enterprise system. In 
this economy, in this system, the com- 
pany that does not make money goes 
out of business. The industry that 
is unprofitable ceases to exist.” 

Dr. Wilkinson, who has worked 
with more than 100 distributors as 
well as their associations, defined lack 
of business sense as “failure to put 
the dollar sign on business decisions.” 
This could often be directly traced 
to over-emphasis on sales without 
necessary stress on costs. 

Citing cases where distributors had 
added to their costs by building un- 
necessarily large new quarters or in- 
stalling unneeded punched card 
equipment, he pointed out: “Top 
management usually gets to be top 
management by the outside salesman 
route. Outside salesmen are not noted 
for pinching pennies, or weighing 
costs against expected results. Top 
management is more than salesman- 
ship.” 

By scoring the industry’s “inbreed- 
ing,” said Wilkinson, he did not mean 
that family companies could not suc- 
ceed. Rather, he felt that “ingrown 
attitudes” were holding up improve- 
ment. Some distributors, for exam- 
ple, were “a generation behind” 
other industries in training and re- 
cruiting. 

continued 
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This, said Wilkinson, was typified by 
the case of the president’s son who 
goes to college for an expensive edu- 
cation, and then spends three to five 
“so that he 
could unlearn what he learned in 


years in the warehouse 


school and get down to the level of 
the other ‘supply’ people.” 

Companies with policies like that 
could not expect to attract worthwhile 
outside talent. “You will not get the 
bright young men unless you pay 
them adequately and give them work 
that is meaningful. You will only 
get the stupid ones.” 

Lack of operating information, 
said Wilkinson, is a serious deficiency 
that some distributors are curing, but 
at far too slow a pace. Too many 
managements, he pointed out, lack 
knowledge of how much it costs to 
operate their offices and warehouses. 
“They don’t know how much of their 
sales are out of stock, ordered in 
. A sur- 
prising number cannot even tell you 


special or shipped direct . . 


how much each salesman sells.” 
Why do not managements have this 
this information? Wilkinson believes 


that failure lies with management’s 
inability to train their auditors and 
bookkeepers to think professionally. 
“They react to every request for in- 
formation with the response that it is 
too expensive or too time consuming.” 

In the question period, Wilkinson 
said he felt a changed attitude within 
the industry was basic. More in- 
formation, through new techniques, 
was now available. It remained only 
for the industry to learn now to use it. 


Scores FTC “Inquisitors”’ 


Anti-trust and anti-price discrimina- 
tion laws are fathering a “bureau- 
cratic inquisition” against business, 
Lowell B. Mason, an attorney and 
former member of the Federal Trade 
Commission, told the panel session on 
the Robinson-Patman Act at the 
Cleveland Industrial Distribution 


Conference. 

Said Mason, known for his vigor- 
ous dissents in many FTC decisions 
under Presidents Truman and Eisen- 
hower: “The industrial supply indus- 
try is fortunate. 


The inquisition has 


Panel on Distributors’ Profits: T. H. Clynes, Squier, Schilling & Skiff; J. P. Van- 
Blooys, A. L. Holcomb Co.; speaker George Wilkinson; chairman Mount; panel 
moderator R. L. Hamilton, Dumore Co.; and D. B. Schuler, Erie Industrial Supply. 
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not yet reached you. I urge you not 
to stir one up by running down to 
Washington with your complaints.” 

Mason also termed much of to- 
day’s FTC activity as 
prosecution.” He charged that Fed- 
eral lawyers engage in “fishing ex- 
for complaints under a 
complex maze of contradictory laws 


“mail order 


peditions” 


and precedents that businessmen and 
their lawyers have great difficulty in 
interpreting. Much of this activity 
is carried on under the shelter of a 
1914 statute originally passed to as- 
sist the government gathering statis- 
tical data, a typical example, he said, 
of “bureaucratic aggrandizement.” 

Answering questions from mem- 
bers of the panel and the audience, 
Mason said, among other things: 

¢ An annual purchasing contract at 
a discount price between a customer 
and distributor may or may not be 
legal, depending on the cost justifica- 
tion. If it can be proved that the dis- 
count is justified by cost reduction 
due to larger quantities and more effi- 
cient operations, legality is fairly 
certain. 

¢The law says injury to competi- 
tion must be proved where price dis- 
crimination is the issue. The trouble 
is that recent precedents encourage 
the mere inference of injury to start 
an FTC action. 

¢ When pressured by a multi-plant 
customer to grant an extra discount 
because the “home office gets a better 
price,” the distributor’s best defense 
is to warn the buyer he may be violat- 
ing “section 2-F”. This antidiscrim- 
ination section is aimed specifically 
at buyers’ pressure tactics. 

¢A supplier-manufacturer can re- 
fuse to sell to anyone he chooses. He 
only cannot do this when he makes 
it clear the action is a punitive one 
for cutting prices. This is the “Col- 
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their tack of operating 


Panel on Robinson-Patman Act: Henry Merrill, Behr-Manning Co.; H. H. Kuhn, 


Hardware & Supply Co.; speaker Lowell Mason; moderator S. D. Conant; chair- 
man Mount; H.V. Loeppert, Boyd-W agner Co.; G. H. Treslar, Black & Decker Co. 


gate Doctrine,” the only recourse for 
a manufacturer when sales outlets are 
“free-lancing with his price struc- 
ture.” But this doctrine was recently 
weakened by the Park-Davis decision. 
The future trend is far from certain. 

The treatment that business has 
been receiving from bureaucracy, 
said Mason, has led him to dub it 
the “white underbelly of American 
democracy.” 


Wanted: Better Salesmen 


Hugh W. Lloyd, purchasing director 
of Jack & Heintz, Inc., subject speaker 
at the panel session on “Why My 
Company Does and Does Not Buy 
Through Industrial Distributors,” de- 
clared that the existence of distribu- 
tors reduced considerably the num- 
ber of salesmen his buyers had to see, 
thus freeing their time for other du- 
ties connected with their job. 

He enumerated some other reasons 
why his company likes to deal with 
distributors : 

¢ Distributor salesmen keep buyers 
updated on new methods and new 
tools. 

¢ Distributors render much help in 
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keeping in-plant inventories to a min- 
imum, and avoiding waste caused by 
obsolescence. They also help a cus- 
tomer in disposing of items which 
have become overstocked. 

¢ They help the company keep the 
number of purchase orders placed to 
a minimum. Also, the distributor’s 
single invoice covering many items 
reduces customer’s paperwork. 

Backed by technical assistance, 
the distributor salesman becomes a 


valuable ally to the company’s buyers 
and plant people. 

Asked during the discussion period 
if generally he found distributor 
salesmen technically qualified to dis- 
cuss products, Lloyd replied that “70 
to 80 per cent of the time” salesmen 
were thus qualified, but it would de- 
pend on the product in each case. 

In answer to the question, “Has 
creative salesmanship improved over 
recent years,” Lloyd said: “Of all 
salesmen calling on our company, 
those falling in the good, average 
class constitute 15 per cent; those 
who could be called good, cracker- 
jack salesmen about 5 to 10 per 
cent.” He added that creative sales- 
manship has not increased the way it 
should have. 

He said it was sometimes a “monu- 
mental task” to get delivery informa- 
tion from distributors, citing this as 
a reason for by-passing the distribu- 
tor and dealing direct with the manu- 
facturer. 

He criticized the tendency of some 
salesmen to deal with plant people 
behind the buyer’s back. 


STATLER KILTOM 


Purchasing Panel: W. L. Neilson, Jr., Greenfield Tap & Die; George Fay, Addresso- 
graph-Multigraph; speaker Hugh Lloyd; moderator Paul Farrell, Purchasing Mag- 
azine; chairman Mount; H. L. Sanders, Pesco Products; Fred Emerson, Spartan Saw. 
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A case for salesmen: 


HOW DO YOU HANDLE 


THE MISFIT PA 


“You know, I think next time I call on him I'll bring 
along a little mallet and conk him on the skull a couple of 
times, just so I can get a reaction out of him.” 

Ray Andersen, salesmen, took such a delight in his 
somewhat facetious remark that he permitted himself a 
wide, happy smile. His “coffee-break” companion Jud 
Porter—another salesman at Ebol Supply—shook his 
head in mock derision. 

“Listen Ray,” he said, “what’s with you? First you 
say Atkins is one of the best natured P.A.’s you know, and 
then you talk about conking him on the head. Don’t you 
know when you're well off, man?” 

“That’s right, Jud,” said Andersen, “Atkins is a nice 
guy—but he’s also a miserable P.A. I call on him, he 
gives me a nice friendly greeting, and then spends the 
rest of the time making like a clam. I show him a product 
sample—maybe just a hacksaw blade—and he says 
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it’s very nice, but otherwise doesn’t show the slightest 
interest in it. He just sits there, smiles, and agrees with 
everything I say, until I can’t think of anything else to 
say, and then he just sits and smiles while I sweat. He 
never disagrees with me, or gives me a hard time, or asks 
me any questions, or volunteers any information or any- 
thing. Just sits and smiles and agrees. It’s sort of like 
talking to a friendly Sphinx. Personally, I don’t think he 
knows his job. He’s a misfit.” 

“So what?” said Porter. “He buys, doesn’t he?” 

“Oh sure, but if he really knew his job—if he really 
knew what was going on in that plant—he’d buy a lot 
more. Right now, he just buys what they tell him to buy; 
he doesn’t suggest or initiate any purchases himself. He’s, 
well, he’s just an order giver. Frankly, it’s getting me 
down. I’m tired of talking to myself. You know, Jud, I 
actually dread calling on the man. I just don’t know how 
to handle him.” 

*How would you handle Atkins? 


Write your solution to ID: Case Editor, ID Magazine, 
330 West 42nd St., New York 36, N. Y. 


(To find out how this case turned out, see page 195) 
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“situation” sales training. Here’s how 


In part one of this feature (September), ID provided the means by which 
industrial supply salesmen could help themselves develop more new business 
by improving their selling skills on the “critical” first and second calls on 
a new prospect. Included in that section were: 

¢ Background information on an actual manufacturing plant (the “Siro- 
Lite” company). 

¢ Eight simulated interviews between actual salesmen calling for the first 
and second times on the P.A.—chief engineer of this plant. 

¢ A series of wrap-up questions based on these interviews. 

Salesmen readers “participated” in these simulated sales calls to the 
extent that they were asked to read the background material, plan their own 
strategy and tactics, and then “carefully and critically” read each inter- 
view. The wrap-up questions were designed to give point and perspective 
to each reader’s conclusions about each situation and his responses to it. 
The essential purpose of this feature was to provide the means whereby the 
salesman-reader could involve himself in realistic, developing sales situa- 
tions and, by comparing his aims and reactions to those of other salesmen 
involved in the same situations, gain a clearer insight into his resources for 
handling the many complex factors involved in a typical “first call”. 

Emphasis shifts: Now, in section two of this feature, the emphasis shifts 
from the individual to the group—but not from the basic idea of providing 
salesmen with the means to help them help themselves. In this section, all 
the basic materials required to conduct stimulating, dynamic, “situation” 
sales meetings, in which the entire sales force participates and learns, are 
provided. This material includes personnel sketches, purchasing records 
and production data, and a plant layout and equipment inventory, as well 
as suggestions on how it can all be used—along with the feature material in 
section one-to build realistic sales situations for discussion and analysis 
during sales meetings. 

What is this “situation” approach to sales training? Essentially, it is an 
approach that aims at providing a broad frame of reference in which the 
salesman can explore and relate his own basic attitudes and resources to 
the complexity of factors involved in a typical sales situation. Unlike the 
more “traditional” forms of sales training in which, generally, the salesman 
assumes the role of a passive listener while objective information on products 
and sales techniques is “taught” to him, the situation approach facilitates 
the process of self teaching by involving the salesman in actual sales 
situations in which he shares his experience with the experience of others 
and arrives at his own conclusions. Thus, for example, instead of being 
“told” that a product has such and such features, salesmen participating in 
a “situation” sales meeting would most likely discuss these features in the 
broad context of the many factors involved in the purchase of the product, 
and decide for themselves what approach would best produce this sale in 
different situations. 

Situation sales meetings presuppose intelligence and maturity on the 
part of salesmen and are ideally suited to industrial sales training as sales- 
men must respond quickly and imaginatively in complex, constantly changing 
sales situations. Salesmen participate actively during these meetings—they 
don’t just listen—and become much more interested, concerned, and 
receptive. continued 
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introduction/ continued 


How to set up meetings: Here, then, are some of the ways in which the 
material in these sections can be used to conduct “situation” sales meetings. 
For convenience, these meetings have been separated into two categories: 
the “case study” type meeting and the “role playing” type meeting. Gen- 
erally speaking, the case study type meeting, as discussed here, aims at 
helping salesmen improve their skills of observation and analysis, while 
the “role playing” meetings aim at helping them improve their human 
relations skills in handling face-to-face involvements with other people. To 
make the most productive use of this material in conducting sales meetings, 
sales managers are advised to follow the order in which they are listed 
below, which follows the observation-analysis-communication sequence char- 
acteristic of most industrial supply sales. 


Case Study Meetings 


1. Usage analysis: Referring to the product data (p. 96, top), and to the 
plant layout and equipment inventory (p. 98), salesmen estimate Siro-Lite’s 
present OEM and MRO usage of lines handles by their firm, and check these 
estimates against the actual purchasing records (p. 96, bottom). Expanding 
on this, salesmen discuss call frequency warranted by this usage and, 
referring to discussion on “bridge factors” (p. 96, bottom), relate this 
information to other, similar plants in their territories. 

2. Layout and potential analysis: Again referring to above material, 
salesmen discuss ways in which equipment and equipment placement can 
be improved to increase production and effect economies, and analyze the 
product potential this improvement would represent. 

3. Situation analysis: Referring to any or all of the section one interviews 
—and on the basis of their now rather full knowledge of Siro-Lite— 
salesmen discuss such questions as: “In terms of what the salesman was 
trying to accomplish, which of his attitudes, implied or expressed, worked 
to his advantage? Which didn’t? Which of P.A.’s attitudes, implied or 
expressed, should salesman have capitalized on?” Salesmen also discuss 
which of firm’s lines they would “push”, and in what order, as well as selling 
strategies (in terms of product features, plant operations, customer atti- 
tudes etc.) they would use to sell these lines. Salesmen may also “take off” 
from these interviews and plan subsequent calls on Siro-Lite. 

A variation on this approach is to assign specific salesmen, or teams, the 
job of evaluating various of the interviews, following which the other sales- 
men “evaluate the evaluation” in terms of their own experience. 


Role Playing Meetings 


1. In conducting these sessions, in which one salesman plays the part of 
the “buyer” and another the part of the “seller” and their “performance” 
is discussed and analyzed by the rest of the sales staff, any or all of the 
material in these sections can be used to develop selling situations to be 
“role played”. For example, the “buyer” can take the role of any of the 
Siro-Lite personnel pictured on this spread, and the situation itself can 
involve any of the others as well as any or all of the pertinent information 
on the company itself. For that matter, an entirely “new” buyer and a “new” 
company can be created from the raw materials provided here. The 
important thing is to define the situation in terms of the personalities and 
goals of the buyer and seller, and the general context of the call itself, 
before the session begins. The more realistic this situation is in terms of 
reflecting the complex social context in which sales interviews occur, and 
the difficulties likely to arise in this context, the more productive will be the 
ensuing discussion (see page 100) in terms of understanding the 
factors affecting behavior, and increasing skill in handling sales situations. 

2. An extension of this approach is to tape record “role played” inter- 
views—either conducted privately or before the group—for use on other 
occasions, such as for individual instruction of salesmen. 
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PERSONNEL //ere are 


Robert Steeber, Vice President 
P. E. Cunningham, Sales Manager 


Mr. Steeber and Mrs. Cunningham work 
closely together to implement and 
coordinate the firm’s marketing program. 
Both influence purchasing—and produc- 
tion—to the extent that they relate 
customer needs and recommendations to 
these functions. For example, Mr. 
Steeber, working with the sales force, 
visits customers and attends trade shows 
to develop new business and information 
on customer reaction to new and existing 
products. Mrs. Cunningham keeps the 
sales records and coordinates them 

with purchasing to maintain proper inven- 
tory levels and recommend on purchases. 
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J. S. McRea, Presiden: 


A founding partner of the firm 

(in 1923), Mr. McRea is involved in 
purchasing to the extent that he both 
approves and initiates buying action. 
For example, with A. F. Steeber, 

he approves all recommendations for 
capital expenditures. Mr. McRea also 
initiates buying action on the basis of 
his background in product design and 
position as manager of the firm’s ad- 
vertising program. Thus, he might 


recommend a product change—or a new 


product—on the basis of an ad in one 
of the magazines he reads as advertis- 
ing manager. As to the future, McRea 
wants firm to “continue to develop 
new products, but not overexpand”. 


the people involved in the purchasing function at Siro-Lite 


A. F. Steeber, Secretary & Treasurer 


Another of the founding partners, A. F. 
Steeber is ultimately responsible for the 
financial management of the firm and, in 
this capacity, has an important say in ap- 
proving and disapproving capital purchases. 
Until recently, when he delegated this 
responsibility to his son Don (below), Mr. 
Steeber also handled the firm’s purchasing 
of all MRO and OEM tools and supplies. 

As manager of purchasing, he had a close 
familiarity with plant requirements and 
sources of supply, and saw to it that the 
company’s strict policy of discounting all 
bills was rigidly adhered to. Although no 
longer directly concerned with the purchas- 
ing function, Mr. Steeber’s experience in 
this area is still occasionally called on. 


Don Steeber, 2nd Vice President 
Carmine Sica, Ofice Manager 


Don Steeber (right) and Carmine Sica 
are most directly responsible for 
company purchases. Mr. Steeber, in 
charge of purchasing, is also involved 
in specifying items in his capacity as 
chief engineer and production manager. 
In this capacity, he works with the 
superintendents in designing products, 
setting up production schedules, and 
specifying MRO and OEM requirements. 
Mr. Sica, as assistant P.A., maintains 
inventory control records on items with 
a long delivery time and, in Steeber’s 
absence, handles purchasing. Mr. 
Sica also purchases office supplies. 


Cliff Barrett, Superintendent 


Cliff Barrett, superintendent of the 
light manufacturing division of the 
firm, has been with “Siro-Lite” for 27 
years—15 of them as superintendent. 
In addition to supervising the 
machinists, assemblers and inspectors 
in his division, Mr. Barrett also 

works with Don Steeber in product 
design and development and in setting 
up production schedules for his 
division. Mr. Barrett is most directly 
involved in purchasing to the extent 
that he handles the inventory control 
of stock, finished and semi-finished 
items, requisitions items for MRO 
and OEM, and makes recommendations 
for capital expenditures. 
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Vince Plouff, Superintendent 


As superintendent of the Siren manufacturing 
division of the company, Vince Plouff 
performs essentially the same functions as 
does Cliff Barrett (left), his counterpart in 
the light manufacturing division. With 
the firm for 22 years—15 of them as 

a superintendent—Mr. Plouff supervises 
shop workers in his division; works 

with Steeber on the design and 
development of sirens and the setting up of 
production schedules; handles inventory 
control of stock, finished and semi-finished 
products for his division; makes 
recommendations on capital expenditures; 
requisitions and expedites MRO 

and OEM items; and makes tools and 

dies used in production. 
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PRODUCTS) Here is what Siro-Lite manufactures 


The products pictured on the right 
represent, in terms of total materials 
and components purchased (see below), 
the bulk of the total production of the 
Siro-Lite company, This includes differ- 
ent models of these “standards” (such 
as a remote controlled version of the 
dual-purpose searchlight), but does not 
include the “specials” the firm manu- 
facturers to specifications. Included in 
each caption is information on the ma- 
terials and components used in the 
manufacture of each product. This spe- 
cific information can be used in evolving 
and analyzing sales situations during 
“ease study” and “role playing” sales 
meetings, as can the following general 
considerations concerning the impor- 
tance of discussing products manufac- 
tured by the visited firm in order to 
make sales interviews more productive: 

¢ As a “door opener” or “ice breaker”, 
a discussion of these products can be 
the most effective approach available to 
the salesman. For one thing, this in- 
formation is usually easily accessible 
and, for another, it is usually a topic of 
vital interest to the buyer, since it repre- 
sents his bread and butter. In this con- 
nection, all of the first and second call 
salesmen, whose interviews appear in 
section one, mentioned products at one 
time or another during the interview, 
and some of them kicked off their con- 
versation with a product reference 
(Heer: “What’s the main item you 


manufacture?”; LaSell: “I noticed 


from your catalogs . . . that you engi- 
neer your product”; Dirks: “I want to 
discuss some of your components that 
require drilled and tapped holes”). 

eKnowledge of products manufac- 
tured by a firm can provide valuable 
background on plant operations and 
tool and equipment usage. The ob- 
servant salesman can often deduce, 
simply from observing the design of a 
product and the components and mate- 
rials from which it is made, what 
processes (grinding, tumbling, drilling 
etc.) are—or could be—used in its 
manufacture, and what products are 
required in these processes. For ex- 
ample, salesman Maricle suggested the 
use of a torque limiter air screwdriver 
because “your products are highly 
polished—I imagine a mere nick would 
be detrimental”; salesman Rogers 
planned to push abrasives if “they 
finish castings in the plant”; and sales- 
men Krabbenhoft and Samuelson dis- 
cussed new capital equipment as a 
means of improving the processing of 
product components. 

eKnowledge of product quantities 
manufactured can provide a_ useful 
rough gage of present and future 
potential purchases. Thus, by finding 
that marine lights represent a third of 
Siro-Lite’s total volume, salesman Mad- 
sen could figure the total OEM product 
potential represented by these lights. 
And salesman Dirks tried to get a line 
on future tooling needs by inquiring 
about contemplated product changes. 


“HALF MILE RAY” 
MARINE LIGHT 

Requires brass tubing, 
bronze castings, copper 
spinnings, gears, wire, non- 


ferrous nuts and screws, 
gaskets, bulb socket, 
bulb, lens. | 
REVOLVING LIGHT 

Requires aluminum castings, 

copper spinnings, 

motor, gears, 

bulbs, gaskets, 

glass or plastic 

dome, wire, 


non-ferrous nuts 
and screws. 4 


Lines purchased: Key to OEM, MRO usage, potential 


The information on the right includes, in terms of approximate dollars spent or 
quantities bought, the bulk of the products purchased annually by Siro-Lite for 
MRO and OEM purposes. With the exception of certain OEM items, such as 
castings and some fasteners, all of these items are purchased from distributors. 
Considerations for discussion: Aside from providing a useful index of the 
present purchasing potential of a plant, as well as a base to figure future potential, 
information on plant purchases can also be useful in approximating the potential 
of other plants in the same industry. This is done by building “bridges” which 
relate products purchased to some other factor, such as kilowatt hours or number 
of employees. For example, Siro-Lite, with 30 shop employees, buys $300 worth 
of welding equipment per year, or ten dollars per employee. Thus, to approximate 
the potential for welding equipment at another firm performing similar operations, 
the salesman simply multiplies the number of shop employees at this plant by $10. 


96 


USED FOR MRO 


Cutting tools: 35 grinding wheels; 3 wire 
brush wheels; 400 twist drills; 25 die sets; 
30 carbide tipped tools; 15 files; 15 hack- 
saw blades; 500 lineal ft. circular blades. 


Machinists tools, supplies: §2(0-vises, 
precision, measuring tools; inspection, 


testing instruments. $200-tool, die sets. 


Power tools: Plan to purchase small air or 
electric tools for production purposes. 


Power transmission equipment: §200-replace- 
ment pulleys, belts, flexible drives etc. 
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MARINE SEARCHLIGHT 
Requires same materials 
and components as 

“Half Mile Ray” (left), plus 
aluminum castings, brass 
stampings, flexible cable on 
remote controlled models. 


SIREN 

Requires aluminum sand 
and die castings, copper 
spinnings and stampings, 
electric motor, bulb, 

socket, lens, rubber gaskets, 
non-ferrous nuts and screws. 


PORTABLE UTILITY LIGHT 
Requires aluminum castings and 
spinnings, copper spinnings, wire 
fabricated wire guard, lens, bulb, 
socket, switch, rubber handle, nylon 
washers, cork gasket, misc. non- 
ferrous nuts and screws. 


Machine tools, accessories: $5(0-eccentric 
clamps, pins, drill bushings etc.; acces- 
sories for making jigs, fixtures. 


Hydraulic equipment, supplies: Plan to add 


to 2 HP hydraulic power unit to form parts 


presently formed by other methods. 


Materials handling equipment: §250-replace- 
ment items (skids, hoists etc.) 


Welding, soldering equipment: $300-oxygen, 
acetylene, solder, flux, etc. 


Safety equipment: $250-mostly for goggles, 
work gloves. 
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Lubricants, lubricating equipment: $150- 
general machine lubricants (cutting oils, 
coolants, etc.) 


Miscellaneous: $250-work benches, cabinets, 


lockers, shelving, tapes, cleaning and 
floor compounds etc. 


USED FOR OEM 


Iron, steel, non-ferrous metals: $7(,000- 
brass, copper, aluminum sheets, bars, rods, 
strips etc. (steel 5% of total), $50,000- 


mostly for aluminum, bronze, brass castings. 


Bearings: $1500-ball, oilless bearings. 


Industrial rubber products: $3000-mostly 
for gasketing. 


Fasteners, screw products: $4000-mostly 
for miscellaneous non-ferrous nuts, socket 
screws, machine screws, recessed and 
binding head screws, rivets, washers. 


Electrical equipment, supplies: §](,000- 
wire and cable, bulbs, control and snap 
switches, motor mounts, motors and 
connecting solenoids. 


Painting equipment, supplies: $1500-mostly 
for paint spray equipment, thinners, 
lacquers, paint etc, 
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PLANT LAYOUT]! here equipment is located 


The Siro-Lite plant layout on the right 
—not to scale, incidentally—indicates 
the location of equipment (keyed to the 
equipment inventory, below) viewed by 
salesmen Madsen, Heer and Samuelson 
during their part one “guided tours”. 
Here are some of the considerations 
salesmen might bear in mind when 
using this layout to analyze area and 
arrangement and product 
“case study” sales 


equipment 
potential during 
meetings: 

¢ The four major elements involved 
in a production flow include an “opera- 
tion” (when an object is intentionally 
changed or assembled); “transporta- 
tion” (when an object is moved from 
one station to another); “inspection” 
and “ Since, in an effective 
plant layout, the physical arrangement 
of the industrial facilities comprising 
these elements is designed to promote 
optimum efficiency and 
economy, each element should be con- 
integrated 
“whole”. Thus, for example, the group- 
ing of machines (operation) is related 
to materials handling (transportation), 
as well as to the location of inspection 
stations and storage areas for raw, 
semi-finished, and finished stock. 

¢ Salesmen who understand this 
tegrated” aspect of plant layout, as well 
as the principles encompassed by it 
(material should move a minimum dis- 
tance; all space should be effectively 
utilized; worker safety and satisfaction 
must be considered; unit arrangement 


storage”. 


production 


ceived of as part of an 


66° 
1 


n- 


should be flexible) have two competi- 
tive opportunities, usually related to 
each other: (1) the opportunity to help 
the customer cut costs and improve 
efficiency and (2) the opportunity to 
sell his firm’s lines. For example, by 
getting an idea of the production flow 
at Siro-Lite (“How do you move your 
materials in and out of the plant?”), 
“first call” salesman Madsen put him- 
self in a position to build sales and 
confidence by improving the workings 
of the materials handling function in 
relation to the other elements. 

e In analyzing each of the four 
elements involved in a production flow, 
from the point of view of optimum 
efficiency and economy of operation, 
salesmen should ask themselves four 
basic questions: (1) What can be 
eliminated or replaced? (2) What can 
be combined? (3) How can sequence 
of elements be changed? and (4) How 
can method be improved? Applying 
these questions to the Siro-Lite opera- 
tion, for example, Heer suggested the 
replacement of a press (“If we can help 
dispose of his old machines, our chances 
of selling new ones are better.”) ; Dirks 
suggested combining a number of drill 
presses through the use of a single drill 
head; suggested a more 
efficient sequence through use of spe- 
cially designed benches (“We've had a 
lot of experience in plant layout on 
benching”), and all the salesmen sug- 
gested approaches for improving opera- 
tions and effecting economies. 


Samuelson 


GENERAL 
OFFICE 


Equipment inventory: Key to present and future sales 


For maximum effectiveness during “case study” sales meetings, the equipment 
inventory on the right should be discussed with the layout, above, and the part one 
“second call” background information and guided tour interviews. Here are some 
questions salesmen might seek to answer when discussing this inventory from the 
viewpoint of the present and future product potential it represents: 

Present potential: What are the tools and attachments required for the 
efficient operation of the production units? What supplies are required in their 
maintenance? What devices should be installed to insure worker safety? 

Future potential: How can product changes, or more modern processing 
methods, affect the production equipment? What equipment (chutes, conveyors, 
buckets etc.) can serve to improve materials handling efficiency? What units, 
performing what operations, can be combined—and how? How can storage 
facilities, or benching layout, be improved? 
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Raw materials storage (Note: right half 
of layout is siren manufacturing area, 
left half is light manufacturing area) 


4% Semi-finished materials storage 


a Finished materials storage 


oO Shipping and receiving area 
Materials handling equipment (includes 
carts, two wheel dollies, skids, hand 
trucks, hydraulic fork lift) 


Assembly areas (see note on “raw 
materials storage”, above) 
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Bench drill presses (4 to % HP) Power roller (for rolling beads, ridges, 


Welding and soldering bench 
also some elementary forming) 


Kick presses and hand arbor presses Air compressor 


@ Abrasive cut-of machine 


Tool and die shelf 


Punch presses: one small and one 35 ton 


model with hydraulic hold down system 


Bench grinder 
Bench wire stripper 


Lathes (includes one eight inch turret 
lathe, one three HP engine lathe, 
four smaller lathes) 


Band saw with blade welding attachment 


Riveter to weld loops together. 


Research and development area All purpose circular saws 


Power shear 


Floor drill presses (1%, to 2 HP) 
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Salesmen learn useful 


” 


. . lessons from shared experience during “case 


. and “role played” sales training meetings 


RECAP/]/)- case study and role playing approaches 


The “Case Study” approach: As applied to this approach to sales training, 
the basic purpose of the information on the “Siro-Lite” company, appearing 
in this section and section one of this feature, is to provide both a start- 
ing point and the basic direction for group discussions on broad selling 
problems involving observation and analysis. Thus, for example, salesmen 
are asked to observe the physical plant layout of the company and the 
products manufactured in this layout and, from these observations, analyze 
product usage and potential. However, the puzpose of these discussions is 
not solely to provide a group insight into the operations and opportunities 
afforded by a single company. Rather, by t-iggering in each participating 
salesman responses based on his own experience, they aim at providing a 
pool of authoritative knowlege on what to look for in a typical selling situa- 
tion, how to look for it, and how to evaluate and understand it. From this 
“pool”—and on the basis of their own specific attitudes and experience— 
individual salesmen can then arrive at their own conclusions as to what 
approaches will work best for them in different situations. One, for example, 
might think of situations where an analysis of customers’ equipment layout 
could produce more sales; another might gain a better understanding of 
how “bridge factors” can be applied to provide an index of purchasing 
potential of plants in his territory; still another might simply receive 
reinforcement for his belief that a particular approach is “correct” for him. 

The major purpose of “case study” sales meetings is to set up situations 
in the context of which salesmen can teach each other—and themselves. 
And the major assumption behind this approach is that salesmen—with 
their specific knowledge of products, territories, and customers—are in a 
better position to do this teaching than anyone else, including even the 
“hot button” boys with their “rules”, “secrets” and “proven formulas”, all 
designed to manipulate buyers to react like so many puppets. 

The “Role Playing” Approach: As discussed here, the “Role Play- 
ing” approach to sales training is, in substance, an extension of the 
“case study” approach, in that it aims at improving salesmens’ skills in 
communicating the information they have developed through observation 
and analysis. As with the case study approach, role playing emphasizes 
“self-learning” through a shared examination of experience—and shuns the 
“rules of selling” approach. More specifically, role playing provides a frame 
of reference in which the salesmen observe an evolving sales situation and, 
through inquiry and analysis, arrive at a better understanding of behavior 
and the factors affecting behavior. This insight will help them to improve 
their sales power by improving their handling of face-to-face involvements. 

For example, during a typical “role played” session which might be 
conducted using materials in this section, the situation “played” could: 

¢ Reflect the complex social context in which a typical sales call occurs 
by involving any or all of the eight Siro-Lite people concerned with the 
purchasing function in this situation; 

¢ Explore the difficulties likely to arise in this situation by attributing 
different—and perhaps conflicting—feelings and attitudes to these people; 

¢ Explore the involvement of the salesman in this situation by portraying 
the interaction of his feelings and attitudes with those of the “buyers”. 

During the formal discussion following this session, the role of the sales 
manager, or other moderator, would be of key importance (just as it is 
during case study meetings). He must keep the discussion on the right 
track, and foster an atmosphere of inquiry—in which salesmen relate their 
own attitudes and experience to the simulated situation—rather than an 
atmosphere of judgment, in which objective “right” and “wrong” approaches 
are suggested. His whole purpose is to help the salesmen achieve an aware- 
ness of the assumptions and feelings they bring to a particular situation, 
and of the assumptions and feelings of the buyer in this situation, and of 
the inter-relationship between the two (Reprints of the combined September- 
October sections of this feature are available at prices of $0.75 apiece to 
quantities of ten, less for more.) 
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“Tf We Had The Decision 
To Make Again. . . 


Through Qualified Stocking 


This is our selling philosophy. The sales record it has accom- D istrib uto rs’ r 


plished serves to underscore the fact that our distributors are 
the most important people in our organization! The James- 
bury Distributor can expect to enjoy better profits today and 
better profit potentials for tomorrow. 


Who Qualifies asa Jamesbury “Double-Seal” There are only a limited number of territories 


open to qualified distributors. These territories 


Ball Valve Distributor ? are in areas not currently covered by members 


Before answering this question let us make this statement: Ot ee 
The Jamesbury policy is to work with a closely knit group of Use the coupon te arrange © pereen-degaremn tnterwews 
distributors ...no more than are needed to provide national 
distribution. Jamesbury does not “collect” distributors. 


Now ... to answer the question of “Who qualifies?” 
First, Jamesbury seeks organizations who recognize the 
growing importance of the ball valve in all industry. Then, 
Jamesbury looks for proved records of “product line” 
success. 


Essentially, Jamesbury is interested only in the strongest, 
most aggressive distributor organizations in a given territory. 
When such a distributor is located and named to handle our 
line they will have the complete support of the most produc- 
tive distributor policy in the valve industry. 


JAMESBURY CORP. 
77 New Street, Worcester, Mass. 


Gentlemen: 
We are interested in talking with you regarding distri- 
bution of “Double-Seal"’ Bal! Valves: 


Territory(s) covered 


Jamesbury “Double-Seal” Ball Valves* 4 
“As Versatile as Industry Itself” ae JAMESBURY CORP. 


77 New St. « Worcester, Massachusetts 
DISTRIBUTORS IN PRINCIPAL CITIES 


October 1961 


Corp. — PYouble- Seal” Ball Valves — Sales Curve 
Ss 1955 1956 1957 1958 1959 1960 i 
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: repeat | 
business 
builders 


and other high-precision work. 


MULTI-DUTY models for general use, 


perfect for light work, interchangeable 
parts provide quick changeover for 
multi-purpose operations. 


OVER 40 DIFFERENT SIZES ASSURE 
EXACT MATCHING OF CUSTOMER NEEDS 


That’s how Ideal helps you meet all your 

customers’ metal turning needs from the 

heaviest work to the lightest of light jobs. 
4 complete lines ... with over 40 different close tolerance results 
ond all where high load capacity 
sizes anc types ves ina popu ar tape . Fore is required, accurate 
competitively priced . . . give you the to .0002. 

broad tool choice that helps build the highly 

profitable repeat business vou want. 


Ideal’s national advertising in leading 

metal-working publications, action-urging 

promotion campaigns, hard-sell literature 
r and new quick-reference catalogs —are 

all designed to help you close orders faster. 


Make sure you have ample stocks on hand to 
provide that all-important fast delivery —it will 
help vou build bigger repeat-business volume! 


PIPE POINT models for cylindrical 
turning of pipe, axles and 


other hollow shapes, six sizes 
SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS from 3%” to 7%” dia. 


IDEAL INDUSTRIES, Inc., Park Avenue Sycamore, Illinois 
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NEW and REVOLUTIONARY... 


The WARNING RING’ on Campbell 
SENTRY SLINGS tells you immedi- 
ately when the sling has been over- 
loaded .. . it elongates visibly . . . and 
before the chain itself is damaged. 


Your eye can see the difference! 


Ring remains round Ring distorted 
Sling used properly Sling overloaded 


New, revolutionary ... Campbell SENTRY 
SLINGS—fully tested for over a year by 
foundries, steel fabricators and heavy equip- 
ment manufacturers, offer many important 
advantages. The WARNING RING is stronger 
than the chain itself. Yet it changes shape 
as the sling is overloaded . . . before perma- 
nent damage occurs. Repair is quick and easy, 
with a new WARNING RING replaced at the 
factory. Re-tested and re-certified Sentry 
Slings are again ready for regular service. 


Here’s How You Benefit From 
New SENTRY SLINGS: 


Safety programs are easier to maintain— 
with the WARNING RING'S built-in safety that 
protects men and material! 


Lower repair costs give larger savings than 
ever—normally only the WARNING RING will 
need repair! 


Immediate visual evidence of overload means 
easier inspection—even while sling is in use! 


SENTRY SLINGS, available in all types, are 
made from Cam-Alloy steel chain only and 
are available at no extra cost! All slings carry 
the Campbell Guarantee and Certificate 
of Test. 


mPB 


with the 
WARNING 

RING 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union 
City, Calif. WAREHOUSES: East Cambridge, Mass.; 
Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; 
Seattle, Wash.; Los Angeles, Calif. 
* Pat. No. 2966878 
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THE NEW HANDI-GRIP PUMP OILER 


Here’s the ideal pump oiler 
for every use! Introduced by Eagle 
Guaranteed 5 years! 
Strong, leakproof steel body. 
Powerful positive-acting pump to 
deliver oil in full stream or one drop. 
No pump leathers, no soldered connections 
New Eagle Handi-Grip Oilers come 


to wear out. Handy to reach those 
: 1, 14, 2 pints. Each 
difficult places. Stout bottom, steady size has ihe Pog spout or 


stance, won't tip over! Easy to hold, qpeut. 


easy to use, reasonably priced. ORDER FROM YOUR SUPPLIER 
Eagle products are also 
available in Canada 


FACTORY, 
HOME, 
GARAGE, 
WORKSHOP 


“Write for Latest Catalog.” 


MANUFACTURING CO. w. va. 


SERVING THE TRADE SINCE 1894 
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is telling the story of ALLEN quality control in advertisements 
like this now appearing in a wide list of publications 

reaching your customers. Each advertisement is also directing 
readers your way .. . pointing out that ALLEN products 

are available only through ALLEN Distributors . . . telling about 
the valuable services that you offer ALLEN customers. 


MANUFACTURING COMPANY Hartford 1, Connecticut, U.S.A. 
Plant at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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slotted angle 


by ‘Kapialan_ 


Rapisteel, the versatile new con- 

struction material by Rapistan lets 

you build stronger structures faster 

and easier than with wood or any other 

type of steel angle or channel. All bolted 
construction, completely re-usable. Yet the 

things you build are rugged, strong, and as per- 
manent as you want them to be. Your Rapisteel 
dealer will give you idea- packed construction 
manuals with all the information you need to plan 
and build countless useful maintenance projects, like 
those shown below. Complete literature on request. 


HEAVY-DUTY STORAGE RACKS— SMALL PARTS RACKS — Rapistee! CEILING-MOUNTED PLATFORMS— 
Tt rack der trat the tremend racks for storing smail parts ve you the Rapiste storage mezzanines, overhead 
teel struc- stmost in flexibility. This user makes dis- safety guards, and other ceiling-mounted 
mit to the C ntainers serve as selection bins tructures are rugged, easy to install, and 

yreater economy jive you unequalled design flexibility. 


IMPORTANT FACTORS TO CONSIDER ® 


COMPARE baopucT PRODUCT PRODUCT PRODUCT 


FEATURES 


RAPISTEEL 


SLOTTED ANGLE 


3 te 
TI-CO Galv 


818" The RAPIDS-STANDARD CO., Inc. 


factor 2.25-2.8 659 Rapistan Bldg. 
ELECTRICAL PANEL BOARDS— Grand Rapids 2, Michigan 


Rapisteel buiids nel rack 


ng maximum flexibility for positioning 


fie 
DOAGS.- 
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YOUR ORDER CRANE 


ANY STOCK VALVE ORDER—ANY SIZE-SHIPPED WITHIN 24 TO 72 HOURS! 


Crane has put electronics to work on 
your valve orders. Crane’s new high- 
speed order system links distributing 
and manufacturing centers with special 
telephone circuits, then uses punched 
tape and electronic computers to move 
any order for stock valves—however 
large— almost before the ink has dried! 


Crane’s newly-installed 100-million- 
digit-capacity computer also makes 
sure regular valves are in stock when 
you need them. It keeps track of more 


than 10,000 varieties of finished and 
semi-finished valves—38,000 different 
assemblies, sub-assemblies and raw 
materials. The punched tape that 
speeds the processing of your shipment 
within 24-72 hours also checks inven- 
tories automatically, and writes produc- 
tion orders to keep stock levels ready 
to meet any demand. 


No one likes rush orders, but when they 
become necessary, you can count on 
Crane for even faster service. 


Crane Co., Industrial Products Group, 4100 S. Kedzie Avenue, Chicago 32, til. 
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heart 
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industry 


CRANE | 


valves 
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plumbing heating 
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Brown & Sharpe Manufacturing Company 


June 26, 1961 


Purchasing Week 
330 West 42nd Street 
New York 36, N. Y. 


Attention: Mr. Charles Mill 
Publisher 


Dear Mr. Mill: 


Ic's fundamental that the Industrial Distributor's 
prime contact with users of the products he sells is 
through the Purchasing Agent. 


It is equally fundamental that in today's technologi- 
cal complex, fast and clear communication between the buy- 
ing and selling functions is imperative. 


HENRY D. SHARPE, Jr. 
President 
BROWN & SHARPE 
MANUFACTURING COMPANY 


“Purchasing Week" is making an outstanding contribu- 
tion in both areas - by providing information which enables 
the Purchasing function to interpret specifications and to 
make recommendations. 


Through ou Cutting Tool and Industrial Products 
Divisions, Brown & Sharpe markets more than 13,000 products. 
All of these products are sold by Industrial Supply Distri- 
butors. We believe that the Distributor's selling job and 
the Purchasing man's buying job are performed better because 
“Purchasing Week" helps to maintain communications between 
them on a current and informed basis. 


We want you to know how significant "Purchasing Week" 
has been in both our sales and purchasing activities. 


Well done! 


Yours sincerely, 


National Business Paper Advertising 


He Cs Good News B & Sh 
4 
| 
4 
Henry. BY Sharpey 
President 


me e The Cutting Tool and Industrial Products 
: Divisions of BROWN & SHARPE market more 
than 13,000 products through their distributors. 
Providing these distributors with sound market- 
ing assistance is an important feature of the 
BROWN & SHARPE sales policy. Mr. Henry D. 
Sharpe, President of BROWN & SHARPE, be- 
lieves it is fundamental that fast and clear com- 
munications between buyer and seller are 
imperative. Some of the means of carrying out 
this communications project are shown here. In- 
e cluded are catalogs, mailers, technical bulletins 

and product brochures. 
ome ee. Also shown are some of the advertisements 
BROWN & SHARPE is placing in PURCHASING 
WEEK and other business publications. Com- 
menting on the effectiveness of PURCHASING 
WEEK, Mr. Sharpe says, “We believe that the 
ae a Distributor’s selling job and the Purchasing 
7 man’s buying job are performed better because 
PURCHASING WEEK helps to maintain communi- 
cations between them on a current and informed 
basis. We want you to know how significant 
PURCHASING WEEK has been in our sales activi- 

ties.” 


BROWN & SHARPE is among the growing 
number of suppliers to industry who recognize 
the increasing importance of the purchasing 
executive and are advertising through the pages 
of PURCHASING WEEK to reach and presell this 
key buying influence. Here are some of the rea- 
sons why: 


1. To make contact with 25,000 key Purchas- 
ing Executives throughout industry and 
business. 

2. To give sound reasons why their products, 
materials or services should be bourht 
through you. 

3. To support your local selling efforts. 

4. To help you to reduce sales costs and in- 
crease profits. 


machine 
shop 


Catalogs 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


Purchasing Week 


McGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 WEST 42nd ST., NEW YORK 36, N. Y. 


@: @ 
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SUPER SAFE - 


STEADY PROFITS 


with DISSTON’S complete metal cutting line 


Sell the complete Disston metal cutting line. It moves fast, builds steady 
profit because industry knows and respects the name of Disston, 


With Disston you get the priceless 
combination of quality and mar- 
keting support for all products. For 
example, take Disston’s new high 
speed band saw. Through new 
manufacturing processes devel- 
oped exclusively for greater con- 
trol of setting and heat treating, 
Disston’s high speed band saw now 
tops the field. 


Backing up every Disston prod- 
uct you'll find selling aids at the 
distributor level — promotional 
and advertising support through 
major industrial publications. 

And always, you get finest qual- 
ity products designed and engi- 
neered to meet industry’s highest 
standards. Disston’s metal cutting 
line has the edge. 


Learn more about Disston’s complete line of metal cutting tools for 
industry. Write to Disston Division, H. K. Porter Company, Inc., Pitts- 


burgh 19, Pennsylvania. 


DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 
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A leading distributor te//s us: 


“It has been our experience that to sell products 
of a specialized nature, we must rely heavily on our 
suppliers for sales and engineering support.” 


Says: Alvah E. Gilbert, Quality Mill Supply Co., Inc., 


ADVERTISING AND 


Columbus and Indianapolis, Indiana 
= MERCHANDISING 


“Gates Field Engineer 
provides the kind of sales 
assistance we need to grow!” 


“Our sales of Gates industrial products have shown a steady rise over the years 
and I credit a good share of that growth to the willing and professional help 
from our Gates Field Engineer. On many occasions he has provided 
direction to our sales effort, helped train our men, shown us how to increase 
our sales to our regular customers, given us leads on new business and 
worked with us on problem or specialized applications. It’s down-to-earth, 
shirt-sleeve help like this that helps us most!” 


ACCEPTANCE 


wEMOUSE AVAILABIL! 


Building the future on 50 years of progress 


The Gates Rubber Company 


Denver, Colorado 
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HEHX-HEAD 


CAP SCREWS? 


++. economy 
Versatility 


We've got them! 


Two basic types ...low-carbon bright 
... high-carbon heat-treated 
A full size range... coarse or fine threads 
Call the nearest Bethlehem distributor 
for prompt delivery. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
Export Sales: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Industrial Distributors Rate Alemite Tops 


Among Leading Lines! 
Easy Selling - Fast Turnover « Full Profits! 


Alemite Bucket Pumps. Power or 
manually operated in high-pressure 
models for bearings equipped with 
pressure gun fittings or volume de- 
livery models for large bearings and 
gear housings. Units also available 
for quick, clean loading of hand guns. 
Portable Lubrikart holds complete 
supply of grease guns, pumps, tanks. 


Alemite keeps you in the 
lead for sales and profit 
with a complete selection 
of top quality industrial 
equipment. That combina- 
tion means fast turn-over 
and a lot of steady, full 
profit sales! Alemite is the 
name your customers rely 
on for value and perform- 
ance, It’s the name you can 
rely on for volume and 
profit. Here are just four 
reasons why: 


‘DIVISION 


Alemite Airline Controls. Positive 3- 
way protection assures long, trouble- 
free service and maintains peak 
efficiency of all air-operated tools, 
cylinders or clutches. Water Separa- 
tor cleans air, Automatic Lubricator 
supplies desired amount of oil, Reg- 
ulator controls air pressure. 


plings. Alemite offers a full line.of 
low, medium, medium-high and high- 


In Canada: 


STEWART-W 
/Excellence]| 
Dept. W-101, 1850 Diversey Chicago 14, Minois 


Stewart-Warner Corporation of Canada, Ltd. 
Belleville, Ontario 
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the world's neatest package 


te in every detail. It's easy for 
e With the Wilton 


features are often coped but never matched; that's why 


N TOOL Se 4 CO. INC., SCHILLER PARK, | 


(1D-101) 
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CIRCLE OF SERVICE 
GROWS LARGER 


EVERY YEAR 


Industrial Distributors Profit hy Acme’s “C'rcle of Service” 


Acme Chain Distributors from coast to coast 
long ago learned the value of Acme Chain’s per- 
sonalized field service. They know of the many 
valued assists rendered by skilled sales engineers 

. of the tremendous help afforded in customer 
sales and service activity. 

Acme Chain Field Men aid distributors in many 
different ways through our ever-expanding Circle 
of Service. Factory field engineers work closely 
with distributors — assist in sales of intricate in- 
stallations — meet with distributor’s sales staffs 
and even conduct sales meetings and seminars — 
show a new sound film on chain manufacture — 
offer latest data on new installations and applica- 
tions for chain — personally accompany distribu- 
tor representatives to help serve and open new 
accounts. 


Whenever an Acme Roller Chain Distributor 
has need for specialists in sales and engineering 
service, he knows he can count on the full coopera- 
tion of the Acme Field man. 

Acme’s Circle of Service also includes rapid 
off-the-shelf delivery that insures prompt avail- 
ability of chain when it’s needed. 

Write or phone for more information on how 
you can profit by the ACME Chain Corporation 
distributor plan. 


RELIABLE CHAIN DRIVES FOR ALL INDUSTRIES 
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MODEL 

OVERLOAD 

SAFETY 
wn COUPLING 


Dalton Overload Safety Devices 
are torque-limiting units that 
prevent costly breakdowns and 
excessive wear of equipment 
due to overloading by automati- 
Cally dis-engaging when a set 
maximum load is reached. They 
are re-engaged automatically 
when the overload is eljmi- 
nated. The devices are easily ad- 


justed witha torque wrench toa 
Prevent breakdowns Specific maximum torque load. 
H 
jamming: 
due to jam | 


ik 
in 
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V. 


ee 


INDUSTRIAL DISTRIBUTORS: 


OSD” units are 


accounts! 
for ideal door openers for new 
pecan Ay | Write for details on exclusive sales 

MODEL “OSD” 


OSD CATALOG 961 
i it to be 
ic Overload Safety Device uni 
at with a sprocket, gear, belt-pulley or 


nge. DALTON gear company 


i lis 5, Minn, 
Avenue North, Minneapo 
Dept. A, 212 Colfax 
ides overload protection through use Ot e 

aa basic OSD unit combined with a roller Quality 
pr coupling half counterbored to fit the 


DALTON 
ble-width roller 
flange. Standard dou 
pr! couples the basic OSD unit and the 


TIMING 
BELT “Ns 
COUPLINGS SPROCKETS 
coupling half. 
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each 
solid plank! 


NOTE: If you are now realizing the benefits of the 


Billings Distributor Sales Policy just glance 
thru these 10 planks— 


IF NOT _ it will be worth your while to READ THEM! 

‘‘Billings”—a respected name for Recognizing to the fullest the value — 
nearly 100 years. of complete teamwork between Bill- _ 
ings and its distributor representa- _ 
tives. 


A quality, diversified line of salable eee 2 
products which fulfill the demands Giving national advertising support. _ 
of the largest potential market. 


eee At all times, maintaining fair profit 
A selective Distributor Sales Policy. 
eee me To do everything possible to make 
the stocking and selling of Billings 
To make available engineering and . 
assistance. products easy and worthwhile. 


men with the many manufacturing tors forever clean, clear and an ac- 
and design features of the Billings tive symbol of today’s efficient mer- 
line—more productive men. chandising methods. . 


ai And above all, to keep the image of | ¢ 
a To better acquaint distributor sales- Billings and its Industrial Distribu- 


__++- PEOPLE ARE OUR CUSTOMERS AND WE ZEALOUSLY GUARD THEIR CONFIDENCE IN THE NAME “BILLINGS”! 


ILLINGS 


Since 1869 Tools & Forgings of Quality. 


WRENCHES 
SHOP TOOLS 
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The “Best Read” Sling-Hoist 
Advertising Helps You Sell... 


Year after year Union Tuffy’s educational 
campaign wins HONOR RATINGS for outstanding 
readership—judged by recognized 


research organizations. 


Putting an ill-fitting set of harness on a team was all it 
took to cause an old time horseman to commit mayhem 


Maiming of persons can also result from haphazard 
harnessing of hoisting equipment horsepower to load 


The patented 9-part machine-braided wire fabric con- 
struction of Union Tuffy Slings gives you strength you 
can trust on any load for which the various sizes and 
types are rated. It also gives you hard-to-kink and easy 
to unkink flexibility to enable your men to sling loads 
faster, easier and with greater safety 


Put Union Tuffy, Hoist Line On Your Team 


Hook Union Tuffy Slings onto Union Tuffy Hoist Lines 
and your hoisting equipment is harnessed to handle 
more loads faster and for longer service 


Union Tuffy Hoist Line is a special wire rope construc- 
tion with the right combination of strength, flexibility 
and toughness for greater safety and service life in its 
specific range of uses on overhead cranes, derricks, stiff 
leg and mobile cranes. 


Union Wire Rope Tuffy,Tips on safe use of Slings and Hoists 


Safety in Hoisting Saves 
Costly Injuries 
During a recent 12-month period. lost 
time back injuries reported in one state 
>» (California) totaled 32,643. Lost-time 
injuries caused by strain or over-exer 
tion: 24,639 
A high price to pay—in misery and 
money—for lifting, pushing or carrying 
loads. Medical aid and compensation 
costs of materials handling accidents 
run far into the millions every vear 
Proper hoisting equipment. properly 
used and maintained, is one important 
answer to this problem 


Free! Two Valuable 
Tuffy Handbooks 


1. “Tuffy Tips.” Gives many other 
safety hints. Also tells how proper fit 
tings and correct use of slings and wire 
rope can lengthen service life. Chock 
full of do's and don't’s to save money 
time and work 


2. “Tuffy Sling Handbook.” Tells all 
about slings from A to Z. Contains help 
ful data on the selection and use of 
slings—tvpes, dimensions, weights, fit 
tings. rated loads, safety - approved 
signals 


Write Union Wire Rope. Armco Steel Corporation. 2100 Manchester Avenue. Kansas City 26, Missouri 


ARMCO Union Wire Rope 


Another Helpful 
Ad in the 1961 
Series in--- 


National Safety News 
Plant Engineering 
Modern Materials 
Handling 

Factory 

Steel 

Purchasing 


Total Circulation: 262.178 
Total Audience: 786,534 
(Estimated at 3 readers 
per copy) 


UNION TUFFY 
DISTRIBUTORS 


are sent hundreds of 
live leads from 
requests for these 
two books. 


Write for information 
on the Union 
Distributor Plan. 
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upon a time 
this was 
an aisle... 


It became a valuable storage area—and a profitable distributor sale 


Now, lift trucks drive into it, drive thru it—not just drive rack set-up and adjustment story in the industry. Even 
up to it. In fact, thanks to the variety of customized “tough” customers will sit up and listen—and buy’! 
arrangements made possible by Acme Steel’s new Drive- 
In and Drive-Thru Racks, any wasted space can pack 
palletized items. They offer faster, more convenient access 
than any other high density storage structure. 


New Drive-In and Drive-Thru Racks extend the quality 
and convenience that has made Acme Steel’s AIM Brand 
“All-Purpose” Rack universally successful. 


P ACME STEEL COMPANY, Fabricated Materials Division, 
“Customization needn't scare off your customers. Dept. IHD-101, 135th St. & Perry Ave., Chicago 27, Ill. 


Standard components do the entire job. They tailor the 
installation to best suit type of material stored, loading 
and unloading requirements, and the physical layout of 
the warehousing area. 


IDEA LEADER IN 


FRAMING 


But the story doesn’t stop here. You've got unsurpassed 
safety, strength and stability to sell. You've got the easiest 
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WHATEVER YouR CHUCKING PROBLEM 


Cushman, A World Standard for Precision, manufactures a complete line 
of Air and Manually Operated Chucks to meet the work-holding require- 
ments of modern machine tools. 

Whatever your chucking problem, Cushman has the answer . . . it may 
be one of the standard chucks briefly listed below, or a special chuck 
designed and engineered specifically for one or more complex machining 
operations. Cushman has a tremendous background of experience in 
solving chucking problems such as those recently encountered in machin- 
ing jet engine components. This experience is always at industry's service, 
through Cushman's Engineering Department. Consult Cushman for the 
answer to your chucking problem. 


AIR OPERATED MANUALLY OPERATED 


CHUCKS AND CYLINDERS CHUCKS 
INDEPENDENT CHUCKS 


ALUMINUM BODY CHUCKS 


Styles: 2 and 3-jaw. Styles: 4-jaw Light, Medium and Heavy 
Sizes: 6” to 15”. Duty. Sizes: 44%” to 36”. 

ACCRALOCK* SERRATED SELF-CENTERING CHUCKS 

a ADJUSTABLE JAW CHUCKS Styles: 2, 3 and 4-jaw. Light, Medium j 

Styles: 2, 3 and 2-3 jaw. and Heavy Duty. ; 
Sizes: 8” to 24”. Sizes: 4” to 28”. 

MANUFACTURING CHUCKS COMBINATION CHUCKS 
Styles: 2, 3 and 2-3 jaw. Styles: 3 and 4-jaw, Medium Duty. 
Sizes: 8 to 24°. Sizes: 8” to 18”. 

JAW CHUCKS COLLET CHUCKS (N Type) 

Collet styles: Round, Hexagonal or 

Sizes: 8 to 24°. Squere. 

COMPENSATING JAW CHUCKS Holding capacity: 1” to 3%”. 


Styles: 2 and 3-jaw. 
Sizes: 8” to 15”. 


ACCRA-SET CHUCKS 
For ultra-precision chucking. 


TWO-JAW GIB-TYPE AND 
ROUND BODY CHUCKS Sizes: 6, 8, 3 or 
Sizes: Gib-Type — 8%” to 18”. AIR-TIGHT CHUCKS 
Round Body — 6” only. For wet or dry grinding. 
COLLET CHUCKS Sizes: 10” min., 3-jaw. 
Styles: 3 and 4-jaw. 
Holding capacity: 1%” to 5%”. 
ROTATING AIR CYLINDERS THE CUSHMAN 4-Jaw — 
Styles: Aluminum Body High ucKS 
Speed — sizes 3%” to 14”. POWER WRENCH 


Iron Body — sizes 8” to 20”. 


For opening and closing jaws on 


Also Accessory Equipment for operation 

and control of Air Operated Chucks and heavy chucks er constantly exerts 
Cylinders, predetermined uniform pressure. 
* Reg. T.M. Reduces operator fatigue and 


speeds production. Bulletin Nos. 
211D and 216 sent on request. 


— 3-Jaw Self-Centering 
JET ENGIN Catalogs No. PO-66 and No. 67 Chucks 
MISSILE CHUCKS fully describe the chucks listed “a 


: above and will be sent on re- 
A Cushman answer to a_ particularly quest. 
difficult problem, these chucks were de- 
signed for machining jet engine com- 
ponents of small cross section without strain 
or distortion. A typical example of Special chucks and larger sizes 
Cushman engineering. on application. Power Wrench 


ECUSHMAN CHUCK CO. 
WINDSOR STREET, HARTFORD 2, CONN. _ 
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TOOLS 


Quauty 


Compare for weight! 1”-drive PROTOLITE” 
wrench weighs 43% thon the 


AVAILABLE from your Proto supplier; | 
| PROTOLITE® reversible ratchets in 1°" square drive. 

PROTOLITE high strength forged aluminum alloy tools use modern 
metallurgy to make the mechanic’s job easier. Only Proto has them! This 
i aluminum alloy has proved itself in aircraft and 
less fatigue, especially on long jobs or in awkward positions, 
life. WRITE FOR BULLETIN NO. AD 6143, 
2212 Santa Fe Avenue, Los Angeles 54, California [| 


FROM PHEOLL EXPERIENCE 


comes the biggest selling opportunity 
in FASTENERS today! 


You can't sell fasteners entirely “by the book”. Although Pheoll regular- 
ly stocks one of the largest inventories of standard fasteners available 
from any single source, the sales opportunity for the aggressive Pheoll 
distributor is by no means confined to mere catalog pages. Your profit 
potential is as great as the unlimited creative capacity of Pheoll Sales 
Engineers — who time and again come up with new solutions to every- 
day fastener problems— saving thousands of dollars for your customers: 
creating tremendous new volume for you, the distributor. 


As the liason between the growing fastener needs of industry and the 
most advanced thinking in the fastener field, the Pheoll distributor 
stands on the threshold of today’s biggest selling opportunity in 
fasteners. It’s as big as you — and Pheoll — make it! 


PHEOLL MANUFACTURING COMPANY, INC. 


PHEOLL DISTRIBUTOR POLICY 


1. Selective Selling — Mutual de- 
finition of OEM accounts, selec- 
tivity in geographical territories. 
2. Referral Program — continued 
referral of inquiries and orders 
for all-sized accounts. 

3.4 y Protection — annual 
review of fastener inventory 
based on turnover. 


4. Competitive Pricing — consist- 
ent, spelled-out pricing to sup- 
port Pheoll Distributors. 


5. Sales and Engineering assist- 
ance provided in the field with 
Distributor salesman. 


6. Cooperative Advertising ond 
Sales Promotion — helps Pheoll 
Distributors —at the local level. 


7. Factory Training—available for 
Distributor personnel. 


8. Pheoll Distributor Advisory 
Council— provides mutual under- 
standing of distribution objec- 
tives and operating policies. 


5700 West Roosevelt Road . Chicago 50, Illinois HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 
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heads and threads 


of 


Has a complete range of Internal and External Tooth and 
Split Spring . . . Quality Heat Treated . . . 


LOCK WASHERS 


At Advantageous Prices that will Unlock the Door to 
Greater Profits! Even Lower Prices on Mill Shipments 


® Unexcelled quality at 
unbeatable prices 


® Conforming to all 

applicable American standards 
®@ Sold in full bulk 

kug quantities only 


®@ For distributors only 


im 
IMMEDIATE DELIVERY 


from Three Warehouses a 
CHICAGO * BROOKLYN ° LOS ANGE 


The World is your factory! 


Over 18,000 craftsmen from twelve countries to serve you. 


Send for Free Catalog 


These Lock Washers are only a small 
part of our complete line of quality fas- 
teners. For bigger profits on bulk 
BOLTS, NUTS, SCREWS and LOCK 
WASHERS, mail the coupon for the com- 
plete H & T 50-page looseleaf Net Price 
Fastener Catalog. For distributors only, 
who buy in bulk. Write now, right now! 


Wy, 


Medium Section 


No. 2 thry 1/2” No. 4 thru 3/8”, 


Internal and External 


Carbon Steel 


SPLIT SPRING and threads 


Medium Section 


No. & thru 3/4”, 
Plain and Zinc Plated 


No. 4 thru 3/8”, 
Internal and External; 
Internal for 1/8” LP.S. 


October 1961 


Division of MSL Industries, Inc. 
4316 BRYN MAWR AVE., CHICAGO 46, ILL. 


Yes, we’re interested in Lock Washers and Nuts, Bolts and Screws. 
Send me your Free Net Price Fastener Catalog. 
We are distributors and buy in bulk. 


NAME 


FIRM NAME 


. slew em ee 


ADDRESS. 


CITY STATE 

© 1961 heads and threads, 

division of MSL Industries, Inc. _. 
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spray 


from 55-gal. drums 


This new Binks Model 41-8881 compact 
pump mounts directly into the bung of 
original 55-gallon containers . . . elimi- 
nates the cost of transferring material to 
another container before spraying. 


The pump is designed for single gun air- 
less spraying of protective and decora- 
tive coatings. All parts—which come in 
contact with the fluid being sprayed — 
are made of non-corrosive stainless steel. 
Parts subject to wear are of a special, 
hardened stainless steel. 


Binks airless spraying gives you the 
speed and coverage of spray painting with 
minimum overspray—paint goes where 
you want it... onthe surface... not into 
the air. Drift is greatly reduced, making 
this equipment ideal for use indoors or 
out. Result: considerable savings in both 
time and materials. 


Bulletin A41-24 
tells all... Ask 
your Binks 
distributor for a 
copy. He also can 
give you complete 
information on 
Binks pumps 


now spray direct 


Ss steel 


Ask about our spray painting school. Open to all... NO TUITION ... covers all phases. 


prrosive 


best suited 

to your operation. 
Or, write to the 
address below. 


Binks Manufacturing Company 3146 Carroll Avenve, Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES - SEE YOUR CLASSIFIED aP DIRECTORY 
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So it doesn’t break---So what?? 


So we can bend a Marvet High-Speed-Edge 
Hack Saw Blade double, and it won’t break. 
Does this prove anything? 


Let’s see if it does. When you buy a box of hack 
saw blades, you expect each blade to have a 
reasonable cutting life. For example, take an 
ordinary blade that costs $4.00, and you expect 
it to produce 2000 sq. inches of accurate cutting- 
off before it is discarded. Would you be willing 
to pay $8.00 for that same blade? You will, if it 
breaks halfway through its expected life. 


Bending a Marvet High-Speed-Edge Hack 
Saw Blade to demonstrate that it is truly un- 
breakable proves the point that you get every 


square inch of blade life you pay for when you 
buy MARVEL Blades. 


Safety to both operator and machine, plus 
maximum blade life, seem like value enough 
from this remarkable blade. However, these 
MARVEL Blades give you even more, for they 
will cut faster, with greater accuracy because 
they can be safely tensioned more taut in your 
machine than ordinary “breakable” blades and 
are therefore more rigid to resist deflection. 


Cost? Unbreakable MARVEL High-Speed-Edge Hack Saw 
Blades are priced competitively. Use MARVEL Blades 
consistently with complete confidence because they have 
no equal for value. Leading Industrial Distributors stock 
and sell MARVEL. Ask yours today. 


ARMSTRONG-BLUM MANUFACTURING CO. 
5700 West Bloomingdale Avenue « Chicago 39, Illinois 


Better Machines-Bettor Blades 
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These 


Simultaneously BURR + CLEAN « FINISH + POLISH 
Work: Metals » Wood « Glass « Fiberglass « Laminated Materials * Some Plastics 


REVOLUTIONARY 


The exceptional new achievement in wider uses for abrasives 


Can Save Your Customers 


20% 


in Time! 


BRIGHTBOY 


RUBBER-CUSHIONED 


ABRASIVES 


REPLACES OLDER, COSTLIER METHODS 


A WIDE AREA IN NEW-TECHNIQUES PRESENTATION, WITH INVITING COST-SAVINGS, is stimulating 


profitable new business and consis‘ent repeat sales now for dealers and their salesmen who present 


multi-use Brightboy to customers. 


Brightboy’s outstanding versatility far transcends the scope of conventional abrasive applications. 


Its unique, single-operation action is so exceptional that it must be seen to be believed. Countless 


ease histories attest to its outstanding performance. 


JOB-MATCHED STOCK NUMBERS—whieels, sticks, rods, blocks 
and points—are suited particularly to customers’ machine 
and manual operations: make your selling specific and easy. 
Customers have wide choice-range of Silicon Carbide and 
\luminum Oxide abrasive grains impregnated in soft, semi- 
firm. firm and tough rubber binders—the only complete, 
comprehensive stock line of rubber-bonded abrasives. You 
can ship speedily from stock or draw on our factory stock 
for direct shipment to customers. 


Don’t miss the inviting sales opportunities which multi-use Brightboy 
offers. Write now for the Brightboy Sales Proposition—just as un- 
usual as the merchandise itself—and for the Brightboy Catalog 
Manual detailing methods, applica- 

tions and complete stock line. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 


NATIONALLY KNOWN ° NATIONALLY DEMANDED e 


NATIONALLY ADVERTISED 
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offers a supermarket 
selection of : 
hydraulic hose and 


fittings for fast, 
You can’t beat Alemite for convenience! You can 
order everything you need from Alemite—Surge- one-source service! 


pruf hydraulic reusable couplings, hose and hose 
assemblies for high, medium-high and low pres- 
sure applications! No need to send here for this 

. there for that... then wait. Fully stocked 
Alemite factory branches are all across the country 

. always nearby ready to fill your order imme- 
diately. Handy, speedy service reduces the inven- 
tory you have to buy and store! And when you 
handle Surgepruf hydraulic accessories your cus- 
tomers enjoy the same good “single-source service” 
Alemite offers you. 


You can’t beat Alemite for quality! Alemite Surge- 
pruf Non-Skive hose and Shur-Lock reusable coup- 
lings provide a superior fluid seal with no wire 
braid exposure. They're easy to install, easy to re- 
place—offer fastest field assembly, require no spe- 
cial tools of any kind. 


You can't beat Alemite for convenient ordering, 

quick delivery, quality products. For more informa- TT of 

tion about Surgepruf see your local Alemite Com- ALEMIT E 
pany Representative or write : A HT A n 


CORPORATION 


in Canada: Stewart-Warner Corporation of Canada, Ltd., Belleville, Ont. Dept. AF-101, 1850 Diversey Parkway, Chicago 14, Illinois 
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opened & closed a quarter million times 
under maximum pressure... without a failure 


The true test of any product is to put it 
ces under maximum pressure 

engineers did this with the 
Petro Ball Valve—operating it 250,000 times 
without a single breakdown. We’ve yet to 
see another ball valve that can top it. 

The Petro Ball Valve has the largest port 
opening of any ball valve . . . double union 


through its 
conditions. 


OTHER QUALITY PRODUCTS FROM CLAYTON MARK 


The High Pressure 
Positive Sealing 
#730 SHUT OFF 
VALVE 10,000 PSI 


Readily adaptable for use in the chemical, 
hydraulic, food processing, lubricating, fuel 
and steam fields. Perfect for air (gas) and 
vacuum systems, too. Bubble tight teflon to 
metal seat assures leak proof performance. 


interchangeable seats. . . 


ends for easy installation . . . dual, 


tighter, completely contained seals .. . 
easy working handle . . . cadmium plated 
nuts, and rustproof one piece forging con- 


struction. They’re bonus features that assure 


ball valve 


an Screwed or 

Socket Weld 
FORGED STEEL 
UNIONS 


Feature pressure tightness, ease of installa- 
tion, interchangeability. You stock one 
union for any job. Hot press forging assures 
greater shock resistance. Choose from a 
variety of unions for your special needs. 


rformance without equal. 
alk to your Clayton Mark Distributor today. 


FITTINGS 


For steam, water, oil, oil vapor, gas or air 
applications. Available in 2000, 3000, 4000, 
and 6000 Ibs. Screwed and socket weld, 
carbon and alloy steel. Ail come in a wide 
range of styles and sizes from %” through 4”. 


& 


CLAYTON MARK 


AND COMPANY 


1900 DEMPSTER STREET - EVANSTON, ILLINO!S - U.S.A. 
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Simonds NEW 
HOLE 
SAWS 


1. Efficient. An important addition to Simonds line of 

quality cutting tools, Simonds new Hole Saws saw holes 

cleanly and efficiently in machinable materials up to 1%” 

thick. Ideal for portable tools, drill presses, lathes, boring 

Fit mills, and milling machines . . . Simonds floating pin-drive 
he: arbor assures positive non-slip cutting. 


2. Shatterproof. Made with a special wear-resistant high 

speed steel cutting edge, these saws stay sharp for excep- 

tionally long periods. Rugged. Tough. Simonds cutting 

edge is permanently bonded to a tough alloy steel body for 

maximum strength and resiliency . . . makes these the 
ft sturdiest hole saws you can buy. 


SELL THE BIG VOLUME 
BIG PROFIT LINE... 


to add to your Simondsiam 
Hack and Metal Band am 


3. Easy-Out. Simonds knock-out slots allow easy removal 
of cores. ‘Follow through’”’ design of cap permits sawing 
deep holes in stacked or layers of material where cores can 
be removed. Now available from your nearby Simonds 
Distributor for hole sizes from %¢”" to 6” diameter. 6 
mandrel sizes offered for light to heavy cutting. Get im- 
mediate delivery from the Simonds Branch nearest you. 


SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASSACHUSETTS 


Factory Branches and Warehouses: 
UNION, N.J. * CHICAGO + SHREVEPORT, LA. 
LOS ANGELES + SAN FRANCISCO 

PORTLAND, ORE. 
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EDGE 
2 HACK SAWS HOLE 
SAWS ALL TYPES SAWS 


LET’S KEEP 


“Should our company fold up its program of finan- 
cial help for higher education now that the Kennedy 
Administration plans to have the federal government 
provide this kind of help in a big way?” It is clear 
why, in the light of campaign promises and plans an- 
nounced since, this question is being raised in many 
business firms at this juncture. 

What seems far clearer, however, is the right an- 
swer to the question. It is a resounding NO! This is 
no time for the business community to ease up 
in what have been its notably successful efforts 
to help our colleges and universities get out of 
the deep financial hole in which they are oper- 
ating. On the contrary, this is the time to put 
more steam than ever behind the drive of busi- 
ness to increase its financial help for higher 
education. 


Massive Help Needed 

It is easy to understand why any individual busi- 
nessman or firm might have a rather despairing feel- 
ing about the prospect of competing with the federal 
government, with its almost all-embracing tax arm, 
in providing financial support for higher education or 
almost anything else for that matter. But this is not a 
case of competition. It is a case where our colleges 
and universities must have massive help all along the 
line if they are to be put squarely back on their feet 
financially—a goal of crucial and perhaps decisive 
national importance. The business community will 
continue to have both the opportunity and the 
obligation to keep on increasing its help for 
higher education as rapidly as possible. 

To underline this proposition take a look at 
the chart at the top of the next page. It shows 


A MESSAGE TO AMERICAN INDUSTRY + ONE OF A SERIES 


Business Help For Our Colleges 
Going Full Speed Ahead 


how far the salaries of college and university faculty 
members continue to lag behind those of other occu- 
pational groups in the U.S.A. There has been some 
relative improvement in the average of faculty salaries 
in recent years. And the salary improvement in some 
fields, such as those of science and mathematics, has 
been very pronounced, But the chart makes clear how 
badly the average salary of college and university 
faculty members still lags. 


No Federal Funds For Salaries 


The plans for increased financial aid for higher 
education, proposed by President Kennedy, do not 
contemplate increased expenditure for faculty salaries. 
This, we believe, is wise whether or not you feel, as 
many do, that resort to this kind of federal financing 
would inevitably carry with it federal controls that 
would ultimately undermine academic independence. 
The fight over federal appropriations for faculty 
salaries would be so long and bitter that it would be 
destructive to the aid program as a whole. 

However, what the federal government will not be 
doing to remedy the deplorable condition of faculty 
salaries, as reported by the chart, is one indication 
of the tremendous scope that remains for crucially 
important help for higher education from business. 
Manifold other indications are available. 


Disaster Escape Route 

One of these indications is provided by the careful 
calculation that the annual income of our colleges and 
universities must be increased by about $4! billion 
(from about $4" billion to about $9 billion) over the 
next eight years if the tremendous wave of students 
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Percent Change 


1940-1954 
Physicians + 80 + 13 
Industrial Workers 48 16 


180 Lawyers 19 34 
Faculty Members § 34 


WHAT HAS HAPPENED TO COLLEGE FACULTY SALARIES 


Index (1940=100) 


Real Income Before Taxes 


1954-1960 1940-1960 


1940 


Sources: U.S. Department of Commerce; U.S. Department of Labor; National Education Association: McGraw-Hill Dept. of Economics. 


now gathering to descend on these institutions is not 
to wind up in both a financial and an educational 
disaster. This wave promises to add more than 2.5 
million, or 75%, to college enrollments by 1970. 

Thus far, the program for financial help for higher 
education by business, spearheaded by the Council 
for Financial Aid to Education, has been a remarkable 
success in all dimensions. The dollars contributed 
have increased rapidly—from about $100 million five 
years ago to about $150 million this year. Contribu- 
tions of $500 million a year by 1970 are a clear 
possibility. 

One of the inspiring developments increasing this 
possibility stems out of Cleveland, Ohio. There 
through their chief executives, an imposing group of 
business firms have established one per cent of their 
profits before taxes as their minimum goal for con- 
tributions to higher education, to be reached within 
three years. General acceptance of this goal by busi- 
ness would go most of the way toward getting our 
colleges and universities firmly on their feet finan- 
cially. 


Mutual Respect Increased 

The mutual esteem of the academic com- 
munity and the business community, an ele- 
ment of enormous importance to a free society, 
has been increased by the manner in which the 
program of financial aid has been carried out. 
In making its contribution, there has been no attempt 
whatsoever on the part of business to encroach upon 
the academic freedom of the institutions financially 
benefited. And the program of financial aid has greatly 
increased the knowledge, understanding and respect 
which the colleges and universities and business have 
for each other. 


The Kennedy Administration’s program to enlarge 
federal financial support of higher education is cer- 
tain to arouse strenuous controversy. As proposed by 
its Task Force, it avoids some of the most contro- 
verial areas of principle. However, the very magnitude 
of the proposed extension of the federal government’s 
already vast program of financing higher education 
involves fighting issues. 

But if the enlargement of federal aid were 
to be deeply discouraging to the continued ex- 
pansion of private aid for higher education, it 
would be a national misfortune of major pro- 
portions. There is no good reason why it should 
be. On the contrary, there is compelling reason 
for the business community to continue giving 
higher education all the financial help it pos- 
sibly can, thus speeding onward a program that 
has been and continues to be a major construc- 
tive force for our colleges and universities, for 
business and for the nation. 


This message was prepared by my staff asso- 
ciates as part of our company-wide effort to re- 
port on major new developments in American 
business and industry. Permission is freely ex- 
tended to newspapers, groups or individuals to 
quote or reprint all or part of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY 
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Rapid outside temperature variations require reliable heating systems to protect delicate carnation plants, Here, a six-inch main line 
feeds off to two-inch feed lines. Over 34,000 ft of Spang Steel Pipe was used to provide overhead heating in four Denver greenhouses. 


SPANG Steel Pipe installed new type 
heating system at 4 Denver greenhouses 


Until recently, greenhouse heating pipes were usually in- 
stalled under growing benches. Flower growers believed 
that maximum root action could be obtained through 
alternately sprinkling the soil and drying it with heat 
from the pipes. 

Today, in Denver, this has changed. In four new green- 
houses in the Denver area, controlled air moisture pro- 
vides just the right humidity throughout the greenhouse. 
And SPANG Steel Pipe has been installed over the growing 
areas to provide uniform steam-heat temperatures the 
year around, 


Denver weather creates heat 

control problems 

Raymond Petty, co-owner, Petty Greenhouse Construc- 
tion Company, Denver, reports: “About 90% of green- 
house production here is in carnations, and these plants 
are very susceptible to cold weather. We get rapid tem- 
perature variations, and it takes an efficient and depend- 


? 
ARMCO National Supply Division 


able heating system to protect the high investment in 
plants. We must guarantee a 50°F inside temperature at 
minus 10°F outside. 

“We know with SPANG we have a good, uniform, re- 
liable pipe in the heating systems. The pipe arrived in 
excellent condition—no burrs or interior obstructions, 
no holes or leaks at the threaded joints. It has excellent 
welding characteristics. We installed about 34,000 ft of 
SPANG in the four greenhouses, and we expect it to give 
at least 20 years of service.” 


Let SPANG uniformity work for you 


. .. to help you make fast, trouble-free installations. See 
your local SpaNc Distributor for service. SPANG Steel Pipe 
is one of the many fine products 


produced by National Supply Divi- hare = 
sion, Armco Steel Corporation, Two long life, 
and economy 


Gateway Center, Pittsburgh 22, Pa. 
SPANG Distributor: Central Pipe & Supply Co., Denver, Colorado 
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Sell more pumps, more motors, more compressors 


Are you shortchanging yourself with too many “small dollar volume” lines? Can you 
afford the higher costs of small orders . . . the multiples of paperwork and grief | 
that nickel-and-dime your best salesmen to a level of low productivity? See how you'll 

benefit from the service, the training, the promotional support . . . the full range of 

benefits you get when handling full-line Allis-Chalmers products. Franchises are available 

in some areas, For more information, write Allis-Chalmers, Industrial Equipment 

Division, Milwaukee 1, Wisconsin. 


You 

driv 
Exclusive ‘‘Super-Seal’’ motors give spee 
you many competitive advantages: Allis 
Remarkable, these motors. They shrug Vy b 
off dust, moisture, abrasives. They have that 
a 1.15 service factor. They answer adju 
many of the application needs that com: 
formerly dictated the use of TEFC Allis-Chalmers offers a well-accepted into 
motors. Yet they’re open motors. How and complete line of polyphase squir- with 
come? It’s the insulations. Stators pro- rel-cage motors for every industrial ap- opp. 
tected with Silco-Flex or Poxeal insula- plication . . . open, drip-proof, totally ches 


tions. Allis-Chalmers pioneered these 
types of construction, has the most ex- 
perience with them. So you can depend 
on Super-Seal motors to pay off in 
“repeat” sales. 


enclosed explosion-proof, gearmotors 
and Synduction motors. Builds them 
with electrical or mechanical modifica- 
tions to meet every need, in integral 
sizes from 14 to 500 hp. 
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You can fill nearly every need in variable speed 
drives: The demand for compact, efficient variable 
speed equipment is growing. And you’ll meet it with 
Allis-Chalmers drives. Direct current motors, rated 
14 hp up. Vari-Tex mechanical speed changers .. . 
that supply smooth, stepless, infinitely variable speed 
adjustments, with rapid response. Package drives . . . 
complete, variable speed dc drives neatly integrated 
into a compact enclosure. And you’ll get added sales 
with eddy-current couplings. All can give you more 
opportunities to sell . . . more “cracks” at your full 
share of the business. 


Pulsation-free Ro-Flo compressors outsell, out- 
perform reciprocating units: Allis-Chalmers rotary, 
sliding-vane compressor design takes the shake and 
shimmy out of air supply units. These constant-efficien- 
cy compressors are easier to handle because of pre- 
mounted motors and simplified installation procedures. 
Wearing parts are few. Parts inventory requirements 
are even fewer. Pressures from 60 to 125 psig; capacities 
to 3500 cfm. It’s a broad line . . . a profitable line. 


You can sell single-stage centrifugal compressors 
that produce a wide range of volumes and pres- 
sures: Allis-Chalmers single-stage centrifugals are 
available in three basic styles to meet a variety of appli- 
cations and drive arrangements, with speeds ranging 
from motor speed to above 10,000 rpm. Units with rat- 
ings from below 1,000 cfm to upwards of 60,000 cfm are 
obtainable. This full line, teamed with matching Allis- 
Chalmers motors and controls, gives you the upper edge 
on competition. 


The breadth and depth of the Allis-Chalmers 
line sets you up as industrial pump head- 
quarters in your area: Want your full share of 
the pump business? Try this line for size. It in- 
cludes close coupled and base mounted single-stage 
centrifugal pumps, double suction and multi-stage 
centrifugal pumps, vertical turbine pumps. . . and 
many special-purpose units, as well. You sell this 
vast line to municipalities, utilities, contractors, 
industrial plants. Name the liquid . . . you can bet 
there’s an A-C pump that handles it. Goodbye, 
“missed” sales. 
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How Allis-Chalmers franchise benefits help you get 
your share of the business 


Keeps your men t 
and new products: With 
an Allis- you sales 
training aid that’s specifically planned to 
) match your needs. Sales meetings — in your 
place of business or at the factory — help 
keep your men fully informed about new 
product developments and new selling tech- 
niques. Audio-visual aids are often utilized 
to make these meetings even more effective. 
For you, the end result is a more effective 
sales staff. You get added volume, increased 
profits. 


y k » your story before the 
To‘ ‘open doors” for your salesmen 
and help them do a better selling job, A-C promotional 
aids are fresh, exciting, stimulating. They include com- 
plete, packaged sales campaigns. Matchbooks. ““Tickler” 
mailers. Product data bulletins. Ad materials including 
electrotypes. Sales kits. Visual aids. Signs. Displays. 
Trade show exhibits. Everything you need to keep your 
name on your customers’ minds. . . and on their pur- 
chase orders . . . to give you greater return on your 
selling-cost investment. 


assistance helps you handle the 

For specialized assistance on tough selling 

problems and unusual applications, Allis-Chalmers puts 

an engineer at your elbow. Factory engineering help 

is quickly obtainable through your local A-C district 

office. Regional and territory specialists are also avail- 

able. All of which adds up to a full share of the business 

for you. This help costs you nothing, but can make the 
big difference in profit dollars at year’s end. 


on finance and procedures improves 

ability: Whenever you wish, you can get 
the benefit of Allis-Chalmers experience in fiscal matters 
and cost-cutting procedures. In fact, A-C regularly con- 
ducts seminars oriented specifically to industrial dis- 
tributors’ management and financial problems. In the 
course of these sessions, distributors are able to compare 
procedures, point their businesses in the direction of 
greater profits. 


w available in many areas. For 
nearby {-C office. 
(haimers, ustrial Equipment 


Synduction, Vari-Tex, Poxeal, Silco-Flex, Super-Seal and Ro-Fio are 
Allis-Chalmers trademarks. 
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NEW 


Products 138 


Markets 172 
People 182 


MORSE RUNS “INSTITUTE OF TECHNOLOGY” 172 


Power transmission manufacturer’s school for distributor salesmen has got 
under way with week-long session held at Ithaca, N. Y. From Monday to Friday, 
students were exposed to a number of sessions devoted to product knowledge, 
applications, marketing, accounting, advertising—plus nightly stints of homework. 


MANUFACTURER’S TRAINING IS REGIONAL 174 


Formsprag is now entering its third year with series of distributor sales meetings 
held in various parts of the country. About 20 such meetings are held yearly 
from September to May, and each is followed by calls made on distributor’s cus- 
tomers by Formsprag representatives in company with local distributor salesmen. 


MPTEDA 1961 CONVENTION PROGRAM 182 


Warren Pike and Randolph Jackson will head the list of industry speakers at the 
1961 Convention of the Mechanical Power Transmission Equipment Distributors’ 
Association to be held at Edgewater Beach Hotel, Chicago, October 22-25. 


CALL REPORTS—A MARKETING TOOL 194 


Central Rubber & Supply Co. uses its customer call reports in a broad marketing 
program which melds product profitability, customer profiitability and market 
research studies to concentrate effort into area of a major profit potential. 
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NEW PRODUCTS ON THE MARKET New and 


Wrench combines strength of chain 
wrench, smoothness of strap wrench 


Chain strap wrench, No. 93, offers 
powerful holding strength and smooth 
“velvet-like” grip due to special de- 
sign of each link plus unique ar- 
rangement of all links, maker claims. 
Wrench is safely used on soft and thin 
materials in assembling, adjusting or 
removing plastic, brass or copper 
pipe, chrome plated tubing, electrical 
conduit, tar-coated pipe and close 
nipples (on threads). Unit is made 
15, 24 and 38-in lengths. 
Standard chains provide capacities 


in 3 sizes 


from to Special chains can 
be furnished with capacities from 
to I4-in. Billings & Spencer 
Co., Hartford 1, Conn. 


Flat belt for light-duty conveying, 
elevating and power transmission is 
made of specially woven cotton duck 
and frictioned with oil and heat re- 
sistant neoprene. Belt, produced in 
3, 4, 5 and 6-ply constructions, will 
give long, durable service in such ap- 


plications as packaged food and dry- 
stuffs conveying and elevating, and 
small or light parts conveying in 
assembly line operations. Tensile 
strengths are from 475 lbs. per inch 
of width for 3-ply stock to 1400 Ibs. 
per inch for 6-ply stock. Supplied in 
widths to 42-in and lengths to 500-ft. 
Manheim Mfg. & Belting Co., Man- 


heim, Pa. 


SPEED REDUCER 


Fractional hp speed reducer, smallest 
in “Torque-Arm” line, has a gear ra- 
tio of 25 to 1 and will transmit up to 
.95 hp at maximum recommended 
output speed of 85 rpm. A predeter- 
mined combination of reducer and 
V-belt drive can provide any speed ra- 
tio to 175 to 1. Called model TDO25, 
shaft mounted reducer has a torque 
arm for simple adjustment of V-belt 
drive center distance. Overload re- 
lease optional. As a flange-mounted 
reducer, unit can be bolted directly 
to driven machine or supporting 
structure. Standard models are bored 
for mounting on 1'-in shafts, and 
bushings can be furnished to adapt 
for smaller shafts. A special model 
bored for 1,*;-in shafts is also avail- 
able. Dodge Mfg. Corp., Mishawaka, 
Ind. 


Pocket test gage line now 
includes compound ranges 


Pocket test gage line has been en- 
larged to include compound ranges 
from 30 psi and 30-in thru 300 psi 
and 30-in. Pressure ranges are from 
0-30 psi thru 0-1000 psi. Additional 
feature of line is rugged optional 
friction fit protective cover which 
helps make gage suitable for carrying 
in the pocket as it prevents damage to 
glass or dial. Gages are made for con- 
tinuous on-the-job 
with air, steam and liquids and gases 


inspection use, 


that are non-corrosive to phosphor 
bronze, have a special dial that is 
graduated over a 330 deg. arc, rather 
than the conventional 270 degrees. 
Manning, Maxwell & Moore, Inc., 
Stratford, Conn. 


EMERGENCY LIGHT 


“Beam-O-Matic” 2-FA series auto- 
matic emergency light includes fol- 
lowing additional features previously 
available only on special request: a 
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Improved Products with Sales Possibilities for Industrial Distributors 


cut-off switch; amber pilot light; and 
ammeter and milliameter. Cut-off 
switch allows lamp heads to be 
quickly removed. Amber pilot light, 
keyed to cut-off switch, glows when 
switch is in ON position and when 
lamps are ready for service. Ammeter 
indicates that current is flowing into 
battery at fast charge rate. Milliam- 
eter indicates current is entering at 
trickle charge rate. Other features: 
fully automatic charge; visible water 
level in each cell of battery; volt- 
meter ; visible state-of-charge colored 
indicators; sealed beams. U-C-Lite 
Mfg. Co., 1050 West Hubbard St., 
Chicago 22, Ill. 


Hand hoists offer greater 
power, increased load control 


Portable aluminum hand chain hoists 
feature spiroid gear transmission for 
greater power and increased load 
control. Designated CB Series Porta 
Hoist, units are available in 11 models 
with rated capacities from 42 to 12 
tons. Stated advantages of spiroid 
gear transmission include faster hoist- 
ing; unusual maneuverability ; greater 
safety due to greater multiple tooth 
engagement; fewer moving parts; 
smooth, silent hoisting. Coffing Hoist 
Div., Duff Norton Co., Four Gateway 
Center, Pittsburgh 22, Pa. 
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VERNIER HEIGHT GAGES 


Master vernier height gages combine 
correct balance and weight for easy 
handling in applications where a 
lighter weight gage is preferred. 
Available in 12 and 18-in sizes, gages 
feature a long, 50 division vernier 
with widely spaced, easy-to-read 
graduations to simplify setting and 
reading without aid of magnifying 
glass. “Open-face” design also per- 
mits having half as many bar gradua- 
tions as conventional vernier tools. 
Vernier scale is flush-fitted in same 
plane as main scale to insure exact 
alignment of matching lines on bar 
and vernier with no parallax prob- 
lems to cause reading errors. L. S. 


Starrett Co., Athol, Mass. 


PAINT SPRAY RESPIRATOR 


Paint spray respirator, model C 251, 
protects against all paint sprays and 
vapors, lead based enamels and 
lacquers. Respirator, part of com- 
pany’s interchangeable C 200 series, 
weighs less than 8 ounces, is a single 
cartridge type with all parts inde- 
pendently replaceable. Pulmosan 
Safety Equipment Corp., 644 Pacific 
St., Brooklyn, N. Y. 


Kits assemble into storage units, 
special purpose racks, benches etc. 


Line of slotted angle kits, “knocked 
down” for easy storage, can be as- 
sembled into 120 storage units, 82 
storage racks, 17 work benches, 13 
tables plus a foreman’s desk, and 
27 regular and heavy-duty carts. 
All parts are cut to length and 
assembly hardware provided. Shelv- 
ing and rack units can be used in 
combination with existing slotted 
angle installations to enlarge storage 
capacity. If an item becomes obsolete 
for plant requirements, it can be un- 
bolted and re-assembled to fit current 
needs. Acme Steel Co., Fabricated 
Materials Div., 135th St. and Perry 
Ave., Chicago 27, Ill. 


Semiconductor bases trim 
costs, boost reliability 


Ready-to-weld copper semiconductor 
bases, with integral steel rings al- 
ready brazed in place, are of harden- 
able copper alloy which possesses 
electrical and thermal conductivity 
properties comparable to those of 
oxygen-free copper. The annular pro- 
jection for welding feature, plus fully 
age-hardened condition and _stand- 
ardization of sizes, cuts assembly 
costs, produces higher end-product 
reliability, maker claims. Standard 
Pressed Steel Co., Jenkintown, Pa. 
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~ There’s something 


BETTER about 


offers all 3 
of these 

quality 
features! 


Compare P-K’s Socket Screw line with any other . . . for com- 
pleteness, product quality, for fast delivery from stock, for 
powerful selling aids. Above all, compare P-K’s distributor 
policy assuring sales through authorized distributors ONLY. 


P-K offers socket screws for all applications . . . you can meet 
every customer’s requirements. ¢ P-K safeguards quality in 
depth ... from chemical analysis of wire stock to the most 
convenient quick-identification packaging in the industry. 
e P-K’s award-winning sales aids and advertisements open 
up doors for your men. @ P-K’s selling policy assures you a 
fair profit on every sale...with loyal cooperation all the way. 


Here’s THE line for full 
satisfaction... and full profit 


All P-K Socket Screws are made to strict ASA 
dimensions ... have Class 3A tolerance threads, 
true head concentricity, uniform head height and 
diameter. Accurate hex sockets assure positive 
driving. Heat-treated alloy steel for maximum 
performance. 


Write today to Vice President, Sales, for full 
details on all the advantages of handling the 
complete P-K Socket Screw line. 


Socket Screws 
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SOCKET SCREWS 
YOUR CUSTOMER 


W-Point™ Socket Set 
Screws 


withstand shock and vibration that 
loosen conventional cup-point set 
screws...even those of “special” 
design. W-Point construction — ex- 
clusive with P-K — provides full- 
circle tracking. You get 30% more 

ck-out torque...50% more re- 
sistance to vibration ...50% more 
resistance to rotary slippage. Su- 
perior holding power at no increase 
in cost! 


Socket Head 
Cap Screws 
4 in 1936 — 
and new 
4 Pre-Lode 
1960 Series 


Long-Lok® Self-Locking 
Inserts 


eliminate lock washers and safety wires. 
Hold with positive grip and reusable 
many times — because of the greater 
length of the Polycap (nylon-type) in- 
sert. It provides minimum five-thread 
engagement (except in the shorter 
sizes), is available even longer on spe- 
cial order. Long-Lok inserts are avail- 
able with any type or size of P-K Socket 
Screw, and in stainless steel and copper 
for special environments. 


Fiat Head 
Socket 
Cap Screws 


Socket Head 
Cap Screw Sems 


Washers of any desired are pre- 
assembled on any type of P-K Socket 
Screw. Washers cannot come off, can 
never be mislaid. rators can’t forget 
to put them on. No rejects due to 
omission of lock washers; inspection is 
= No double inventory. No 
double handling of parts. Can be hopper- 
fed for automatic driving. Concentric 
washer seating is assured. Socket Sems 
are exclusive with P-K. 


=s Socket Set 
=s Screws in 

ae =s W-Point Button Head 

and all Socket 

= s standard Cap Screws 

points 
* 


Socket Head 
Cap Screw 
Sems 


Hardened Dowel Pins 


Socket Set 
Screw 
Assortments 


Socket Pipe Plugs 


“ay Parker-Kalon Division, General American Transportation Corporation, 
Clifton, New Jersey e Offices and Warehouses in Chicago and Los Angeles 
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HEAVY-DUTY RATCHET PLIERS 


Two heavy-duty retaining ring pliers, 
Nos. 5R and 6R double-ratchet pliers, 
feature double-ratchet construction 
which reduces effort needed to spread 
or compress rings and locks the pliers 
at any given point of expansion or 
contraction. Ratchet’s locking action 
permits operator to install or remove 
a ring without maintaining constant 
pressure on the handles and also 
serves as a safety device which pre- 
vents ring from springing loose ac- 
cidentally. Model 5R are designed to 
compress internal-type rings for as- 
sembly or disassembly in a bore or 
housing: the 6R pliers expand ex- 
ternal rings for installation or re- 
moval over a shaft. Waldes Kohinoor, 
Inc., 47-16 Austel Place, L. I. C. 1, 


Flexible couplings run under water 
24 hrs. per day for three years 


Flexible couplings, designed to run 
under water 24 hours a day for a 
minimum of 3 years without mainte- 
nance are now available. Will also 
operate in oil, mild chemicals, corro- 
sives. Bodies of couplings are of semi- 


steel castings and outside collar and 
inside sleeves are hot-dipped galva- 
nized. Set screws, lock-washers and 
retaining bolts are stainless steel. 
Cushions are fabricated from bake- 
lite, won’t swell, shrink or distort 
after installation. HP range from 2.6 
to 1365 at 100 rpm., bore sizes from 
solid to 914-in. Couplings contain no 
intricate mechanisms and can be in- 
stalled in minutes, using only a 
straight edge. Metal jaws will never 
wear out because load is transmitted 
through the cushions. Lovejoy Flexi- 
ble Coupling Co., 4961 W. Lake St., 
Chicago 44, IIl. 


Trolley conveyor lubricator 
features easy portability 


Portable, air-powered trolley con- 
veyor lubricator weighs only 26 lbs., 
can be installed by one man even 
while conveyor is running, and will 
lubricate from 100 ft. to 100 miles 
of conveyor on one filling of lube, 
maker claims. Lubricator will oper- 
ate without missing a fitting, even 
when standard conveyor wheels are 
intermixed. “Fold-a-way” mechanism 
retracts lubrication unit out of posi- 
tion, preventing damage to lubricator 
or trolley conveyor in event broken 
or damaged trolley wheels occur. 
Drippage eliminated because unit 
won't discharge grease unless coupler 
is properly connected to fitting. Aro 
Equipment Corp., Industrial Div., 
Gryan, Ohio 


TWIST DRILLS 


Thirteen high speed steel, solid car- 
bide and carbide tipped drills added 
to company’s line represent over 550 
different sizes. Among new drills 
listed, all “standards”, are (A) 
Solid carbide drills in fractional wire 
and letter sizes (115 sizes); (B) 
Combined drills and countersinks 
(16 sizes): (C) Drill blanks (137 
sizes); (D) and (E) Carbide tipped 
drills, straight and taper shank in 
fractional, wire and letter sizes (210 
sizes) ; (F) Carbide tipped core drills 
(33 sizes); (G) Drills for hardened 
steels (44 sizes). American Twist 
Drill Co., 14301 West Chicago Blvd., 
Detroit 28, Mich. 


Rust remover removes rust to bare 
metal through chemical action 


“Aci-Gel”, a  multi-acid material 
which removes rust to bare metal by 
chemical action, replaces costly 
manual methods such as wire-brush- 
ing, blast cleaning and flame cleaning 
at a fraction of cost, maker claims. 
Material brushes on, flushes off with 
water, leaving a clean surface for 
painting. Material is suspended in a 
gelling agent, clings to surfaces and 
won't sag. Sloan Chemicals Inc., 


Caxton Bldg., Cleveland 15, Ohio 


PLASTIC FASTENERS 


Small size plastic fasteners (machine 
screws, nuts and set screws) , added to 
firm’s line of “Nylo-Fast” products, 
include size 0-80 x 3 /32-in thru °<-in, 
and 1/72 x thru Machine 
screws contain standard slotted heads. 
Set screws are of slotted headless 
type. Only restriction in nut sizes is 
a 1/16-in minimum thickness. Anti- 
Corrosive Metal Products Co., Ine., 
Box 1894, Albany 1, New York 
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Diameter of ball-nut reduced 
by spring-pin preloading 

Backlash of ball-bearing screw assem- 
blies has normally been eliminated by 
providing mating flanges on two ball 
nuts for each assembly, maker claims. 
Shims were assembled between the 
flanges to obtain necessary amount of 
preloading when flanges were bolted 
together, requiring considerable in- 
stallation space due to large diam. 
With 


method of preloading, cost and space 


flanges. recently developed 
requirements have been reduced. In 
this design, two torque pins backed 
by springs provide rotational re- 
straint between ball nuts, while apply- 
ing a preload determined by capacity 
of springs selected. Saginaw Steering 
Gear Div., General Motors Corp., 
Saginaw, Michigan 


Floor brush, for wet scrubbing with 
automatic and rotary machines, has 


strips of non-woven nylon floor main- 
tenance material held in place with 
chemically resistant aluminum clips 
inserted around the perimeter of a 
reusable block. Up to 25 or more 
clips, which can be removed easily for 
refilling. are attached to block. Six 
strips of non-woven nylon material 
are secured in each refillable clip. 
Brush resists snagging and shredding 
and leaves no residue, cannot cause 
Brush 


conforms to 


rust discoloration on floors. 


easily, 


uneven surfaces, fits 12 to 24-in rotary 


can be rinsed 


and all automatic floor scrubbing 


machines. Minnesota Mining and 


Vig. Co., 900 Bush Ave., St. Paul 6, 
Minn. 
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Drill speeders increase drilling 
speeds up to 22,500 R.P.M. 


Line of gearless drill speeders, with 
ratios from 2.50 x 1 to 15.50 x 1, 
permit small hole drilling to be per- 
formed on machines with relatively 


low maximum spindle speeds. Drill- 
ing speeds to 22,500 are possible even 
on machines which have maximum 
spindle speeds of only 1500 rpm, 
maker claims. Complete elimination 
of gears in construction of speeders is 
said to assure quiet. vibrationless 
operation. Units are made with 
threaded or tapered mounts for uni- 
versal application on all types of 
manual, semi or completely auto- 
mated drilling machines. Tapmatic 
Corp., Costa Mesa, Calif. 


LIQUID LOCKING COMPOUND 


Liquid locking 
“Loc-tite Sealant”, is said to provide 


compound, called 
greater locking torque than mechan- 
fits. 
Liquid remains wet until confined be- 


ical devices or interference 
tween close fitting parts. where metal 
catalyzes material into a hard, insolu- 
able substance which creates a strong 
bond between parts. Engineers can 
select amount of locking friction de- 
sired since there are 15 grades of 
strength to choose from. Sealant is 
said to turn ordinary nuts into lock 
nuts: eliminate need for soldering; 
cut costs of machining threads; allow 
replacement of lock screws with cap 
screws etc. American Sealants Co., 


Hartford 11, Conn. 


HARRISBURG 
FLANGES 


Among OIL PRODUCERS, 
SHIP BUILDERS, PIPE FAB- 
RICATORS AND THE CHEM- 
ICAL INDUSTRY, Harrisburg 
Steel has maintained a long- 
standing reputation of high qual- 
ity and integrity. 


Flanges produced by Harrisburg 
are made to A.S.A. standards. 
They are available in threaded, 
butt-welding, slip-on welding, 
Van Stone and blind types. They 
are shot-blasted and dip-coat fin- 
ished with a rust preventative 
black lacquer. Prompt shipment 
in small quantities or carload lots. 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 
HARRISBURG 18, PENNSYLVANIA 
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THIS 
FOR YOU 


The top quality line of 
industrial hand tools sold only 
through industrial distributors 


In the past year, nearly 100 additional distributors have switched to 
Union as a source of quality tools backed by a quality policy. We sell 
to industry only through recognized industrial distributors. Through 
our Bid Department we will also help you to get profitable Municipal, 
State, and Federal business. 


RAZOR-BACK and RAZOR-LITE 
The only Shovels with a Backbone 


ATLAS by UNION 
Hand Tools for industry 


EVERY TOOL GUARANTEED IN WRITING: All our tools are roll-forged in 
one piece. All handles are highest strength ash, natural finished so 
buyers can see their quality. Working balance and feel are perfect — 
the result of over 50 years specialization in making good hand tools. 


® Would you like our latest catalog, prices, complete information? 
Just fill in this coupon, or clip it to your letterhead for quick reply. 


THE UNION FORK 
& HOE COMPANY 


500 Dublin Ave., Columbus 15, Ohio 


= Send us complete information on your line. 


xt 


Name 


Title 


Street 


City 
inpustriat catatoc Ne. 


State 


Steam trap prevents 
loss of live steam 


Thermostatic steam trap for pressures 
from vacuum to 150 p.s.i.g. and tem- 
peratures to 425-deg. F., designated 
model N-150, is designed primarily 
for tracer lines and small pieces of 
steam processing equipment etc. Trap 
comes in 14 and °4-in. sizes and oper- 
ates on a true balance pressure prin- 
Has a cast steel body and 
forged steel cover. Bellows is Monel 


ciple. 


metal for high pressure resistance to 
and hardened 
steel valve and seat are lapped to- 
gether for tight, positive shut-off. 
Steam-saving baffle deflects live steam 
upward to envelop the bellows. W. H. 
Nicholson & Co., 12 Oregon St., 
Wilkes-Barre, Pa. 


corrosion, stainless 


LOCK NUT 


Use of “Uni-Torque” lock nut elimin- 
ates need for auxiliary locking de- 
vices such as cotter pins, washers etc., 
assures a positive locking action in 
applications where there is severe 
vibration or heavy shock loading. 
Available in wide range of sizes and 
materials, nut will lock in any posi- 
tion on bolt provided a minimum of 
1 to 11% bolt threads protrude beyond 
top of nut. MacLean-Fogg Lock Nut 
Co., 5535 N. Wolcott Ave., Chicago 
40, Til. 
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Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 


LEAD SCREW TAPPER 


Model 3-AL lead screw tapper, de- 
signed for low cost automation and 
semi-automatic tapping as well as 
conventional use, features built-in 
controls for push-button, foot or fix- 
ture-switch, jog, single cycle and auto- 
matic operation. Tap is completely 
controlled by lead screw assembly, is 
fed into and reversed out of work 
automatically without operator pres- 
sure for controlled uniformity and 
precision that doesn’t vary. Air op- 
erated action is said to virtually elim- 
inate broken taps, stripped threads. 
Procunier Safety Chuck Co., 18 S. 
Clinton St., Chicago 6, Ill. 


Flexible steam hose for steam 
use is highly fatigue resistant 
“Fluoroflex-T (Teflon)” hose for 


steam and other high temperature 
liquid applications was designed to 
extend service life of flexible con- 
nections. Hose is non-aging and cor- 
rosion-proof, maker claims, compar- 
able in cost to conventional metal 
hose. One piece brass male of JIC 
swaged fittings eliminate steam leaks 
by replacing welded fittings. As a 
steam line, hose is rated to 250 lbs. 
of pressure, as a general service line, 
to 500 psi and 500-deg. F. In sizes 
from 14-in male pipe thread end 
fitting to l-in male pipe thread. 
Resistoflex, Roseland, New Jersey 
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Edward Valves, /nc. 


When you decide to stock a 
certain product line, what ques- 
tions do you ask yourself about 
the product? What’s the market 
in my area; what’s the reputa- 
tion of the manufacturer; can I 
make a good profit from his 
product? These may be some of 
the questions you would ask 
yourself. But there are some 
other important points you may 
not have considered. For in- 
stance, is it a quality product 
that stands out against its 
competition? 

QUALITY MANUFAC- 
TURE is a claim you invariably 
hear. What manufacturer 
doesn’t think of his product as a 
“quality” product? And yet, the 
real test of quality is how well 
the product performs as claimed 
and how well it holds up in 
service. And it doesn’t take long 
for the customer to form his own 
opinion about the validity of a 
claim to quality. 

But in the case of Edward 
valves, you have a product that 
is unquestionably manufactured 
with the best of materials and 
built to the most advanced and 


rigid specifications. Edward 
valves are made in a plant that 
attracts industrial executives 
from all over the world .. . 
visitors who come to observe 
and study a variety of unique 
Edward production techniques. 
And because Edward valves are 
made under superior manufac- 
turing conditions, they do hold 
up in the field; and they do 
perform as claimed. And this 
fact helps you sell more valves. 
QUALITY OF PRODUCT is 
just one more good reason why 
Edward valves should have a 
strong position in your inven- 
tory. Call in your Edward rep- 
resentative for help in maintain- 
ing a working stock of these fine 
valves for your customers. Ed- 
ward builds a complete line of 
forged and cast steel valves for 
pressures to 10,000 lbs in pres- 
sure-seal, union or welded bonnet 
construction from \ to 18 in. 
for industrial power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chi- 
cago, Ind. Subsidiary of Rock- 
well Manufacturing Company. 


One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 
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Globe is your type of supplier — giving you the same top 
quality, prompt service and assistance you like to give to your 
customers. 

Devoted exclusively to constant research and manufacturing 
of the finest belting for every need, for particular purposes, Globe 
gives you the cooperation that simplifies your sales job... 
immediate delivery from complete stocks . . . factory-trained 
engineers to help you service your customers. 

That is why one sale leads to another when you handle the 
complete Globe line. 


GLOBE BELTING 


MANUFACTURERS OF: 


WHITE SOLID WOVEN COTTON BELTING © PRESS-CURED 
KANRY-TEX BELTING ®© WAX TREATED BELTING © BITUMINOUS 
IMPREGNATED BELTING * HYCAR BELTING © NEOPRENE BELT- 
ING ©* PLASCELL BELTING © CELLULOSE BELTING * STITCHED 
CANVAS BELTING * ROUND BRAIDED ENDLESS BELTS @ P.V.C. 
COATED BELTING * WOVEN ENDLESS BELTS © CLEANER AND 
“ “TER BRUSHES © SIEVE LINING * WEBBINGS ¢ HOISTING 
SLINGS 


ay GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET « BUFFALO 6, NEW YORK 


Ris’ Walters Belting Industries, Inc. Cromwell, Conn. 
= ENDLESS BELT DIVISION OF GLOBE WOVEN BELTING co., INC. 


Soft faced hammer has non-strip 
threads, fiber glass handle 


Line of soft-faced hammers, designed 
for hard industrial use, eliminates 
heads flying off, thread stripping. 
broken or loose handles. Hammer 
holder consists of a unidirectional 
fiber glass handle, fitted with a 
durable linear poly-ethylene grip, and 
epoxy bonded to the non-sparking 
head. Non-strip feature is obtained 
by using a floating nut encased in 
polyurethene foam. In 28 hammer 
sizes from 4 oz. to 20 lbs. with inter- 
changeable and replaceable faces in a 
full range of hardness. New Plastic 
Corp., 1026 N. Sycamore Ave., Los 
Angeles 38, Calif. 


Filtered paint used in 
airless spray unit 


Airless spray unit has a high pres- 
sure hydraulic filter which insures 
a uniform paint spray and prevents 
contamination from unblended pig- 
ments and other foreign matter. 
Available in size models from 5 to 
55 gals., “Hy-Spray” unit delivers a 
uniform paint dispersion pattern 
which completely covers all types of 
surfaces. A fine fan or round spray 
created under high pressure allows 
interior spraying without special 
protective equipment. Unit accom- 
modates a variety of tungsten carbide 
spray tips with various size orifices 
and spray angles. Filters are de- 
signed for maximum operating pres- 
sures of 3000 psi and maximum 
operating temps. to 200-de¢. F. Unit 
is easily cleaned by flushing solvent 
and has case that can be unscrewed 
to remove any residue that might 
remain. Purolator Products, Ine.. 


Rahway, N. J. 
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Wing nut meets standard and 
special design requirements 


Capped, washer base low wing nut, 
type CWB, is a practical combination 
of three of company’s wing nut de- 
signs: capped, washer base, and low 
wing nuts. Capped head prevents 
bolt ends from damaging and 
snagging other objects, seals and 
protects bolt threads, improves ap- 
pearances; low wing insures snag- 
proof limited top clearance installa- 
tions; washer base speeds assembly 
by eliminating extra handling of 
washer, prevents marring of soft or 
brittle surfaces, is handy for use with 
adjustment slots and oversize or 
offset holes. Wing nut is presently 
available in 5 thread sizes: 6-32, 8-32, 
10-24, 10-31 and 14-20. Gries Re- 
producer Corp., 400 Beechwood Ave., 
New Rochelle, N. Y. 


Bulb is smaller in 
size, emits more light 


Two-hundred watt light bulbs, used in 
commercial, industrial and _ institu- 
tional applications, deliver five per 
cent more light than their predeces- 
sors of the same wattage, are reduced 
three quarters of an inch in length 
and 14-inch in diam. to the more 
convenient dimensions of 150-watt 
lamps. General Electric Co., Nela 
Park, Cleveland 12, Ohio 


Meet Pete 
he helps you do more with DELTA & 


As Vice President of Rockwell’s Power Tool Division, F. P. 
Maxwell (Pete to most everyone) is “‘boss” of the entire organiza- 
tion serving Delta Industrial Distributors and their customers. In 
a way, he’s responsible for distributor profits and customer satis- 
faction, too—because it’s his job to see that Delta facilities at 
Bellefontaine, Ohio, Tupelo, Mississippi and Porterville, California, 
maintain consistently high quality in production of the world’s 
most complete line of industrial power tools. 


Sound like a big job? It is. But Pete has a lot of help. In addi- 
tion to close to 700,000 sq. ft. of physical plant space, he can call 
on a collection of talents, skills and just plain ‘““know how” that 
is tops in the industry. People just naturally seem to like to work 
for a company that’s “‘out front” —and Delta’s 32 years of leader- 
ship has helped attract and hold good people. 


When he’s not at his office or at one of the plants, Pete’s likely 
to be anywhere from New York to San Francisco getting firsthand 
marketing information from distributors, salesmen and customers. 
Leading Delta Distributors have proven, through continued growth 
in sales and profits, that you can do more with Delta. 


To find out how easy it is to do. business with Delta, simply drop 
Pete a line, he will gladly give you details—it’s his favorite sub- 


ject! Write: Rockwell Manufacturing Company, Delta Power Tool 


Division, 634K N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 
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e Industry has accepted Milwaukee as 
a source of strong, durable, efficient 
brush “tools”. This industry-wide accept- 
ance means that a large part of your 
selling job is done. And present users, 
knowing Milwaukee’s dependable service, 
provide a profitable source of repeat 
business for you. 


Milwaukee helps you sell three ways. . . 
® assures you a single source of supply 


for all brush needs. 


®@ provides complete technical brush ad- 
visory assistance. 


@ has the right brush answer regardless 
of the problems you encounter. 


The market is BIG . . . because each 
mill, factory, shop and institution in every 
territory is a prospect. The use of Indus- 
trial Brushes can be termed practically 
universal. 


Write for 
Descriptive Literature 


THE MILWAUKEE BRUSH MANUFACTURING co. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


bs WAUKEE 7 INDUSTRIAL 
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Program controller automatically 
Sequences processes or operations 


Program controller consists of a drum 
mounted adjacent to a row of 
switches. Drum is stepped through 
360-deg. in a total of 60 steps, 
stopping at each step and holding 
until signaled to step again. Pins 
along the length of drum depress and 
activate switches located adjacent to 
drum. Advance from one combina- 
tion of functions to another is made 
at a given signal, which can be from 
any source or instrument which will 
supply an electrical impulse when a 
change in function is desired. Pro- 
grammed drums become memory 
units so any process or control prob- 
lem can be stored and used at later 
date. Primary power requirements are 
115 volts, 60 cycle single phase. Tenor 
Co., Div. Milwaukee Chaplet & Mfg. 
Co., Inc., 13460 W. Silver Spring 


Drive, Butler, Wisconsin. 


Belt plates offer better 
method to join belts 


Rubber covered belt plate joints allow 
average belt to be mechanically spliced 
waterproof in 114 hours, manufac- 
turer claims. Company’s belt plates 
are speedily attached after a simple 
countersinking operation and covered 
with a rubber strip, resulting in a 
joint that prevents fabric rot due to 
moisture, a cleaner scraper operation, 
elimination of wear on idler rollers. 
Crescent Fastener Co., 381 Fourth 
Ave., New York 16, N. Y. 
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Pipe holders keep pipe aligned, 
eliminate wows and dog legs 


A pair of pipe holders, for use with 
company’s hydraulic benders, will 
keep pipe level and parallel with 
bender and pipe supports 
throughout bending operation. This 


shoes 


assures accurate bends, eliminates 
wows and dog legs in segment or 
offset bending. Holders clamp quickly 
to each end of pipe, fit all pipe sizes 
from 1! to 4-in in diam. Greenlee 


Tool Co., Rockford, Ill. 


Cutting fluid performs trouble-free 
under extremely difficult situations 


Cutting fluid, called Five-Star Cim- 
tool has exceptional rancidity and 
rust control, is said to aid machining 
and grinding operations so that such 
things as production and tool life are 
high. Useful life of fluid is four to 
six times as long as other fluids, 
maker claims. Fluid contains two 
different kinds of rust inhibitors said 
to protect against rust at dilutions as 
lean as | part concentrate to 60 parts 
water. Cincinnati Milling Machine 
Co., Cincinnati 9, Ohio 


FLAT WIRE BELTING 


Line of flat wire belts, in mesh sizes 
1 x l-in, % x l-in, and x ¥%-in, 
can be supplied in any width to 12 ft., 
formed from carbon, galvanized, or 
stainless steel. Wire widths and rod 
diams. can be varied to meet strength 
although standard 
width of wire is 34-in. Belting may 
be friction driven, although a more 
positive drive and best alignment will 
be obtained with use of sprockets. 
Cambridge Wire Cloth Co., Cam- 
bridge, Md. 


requirements, 
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Exclusive new tap selector answers 
basic questions, trouble-shoots 
problems, makes tap selection 
easy and profitable. 


PROFITS—they're bound to be better 
if you use the revolutionary Besly tap 
selector. Tap decisions are faster, 
they're right and they'll rate you re- 
peat business. 


NO MORE MYSTERY-—this new 
COLOR-CODED Besly-Welles tap 
selection system is as fool-proof as we 
could make it. A// you need to know to 
make 75% of all tap selections—and 
make them right—is the metal to be 


EXPERTS 
OFFER 
SELLING 
HELP 


tapped and four colors. It couldn't 
be easier. 


BASIC QUESTIONS ANSWERED 
—those questions about taps you've 
always wanted answered—are answered. 
And simply. The ‘‘what,"’ ‘‘why"’ 
and ‘‘how.”’ 


TROUBLESHOOTING—we do our 
best to keep you a step or two ahead 
with the straight answers. 


A Besly Franchise is the key to it all. 
Write us for all the details including 
information on the complete Besly line 
of taps, cutting tools and gages. 


BESLY-WELLES CORPORATION 


106 Dearborn Avenue, South Beloit, Illinois 
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SPACE-SAVING 


Don't fool yourself . . . your stocking space costs money, especially when 
it can be more profitably used for seasonals. 


‘“~ Our phenomenal (really!) delivery has enabled some wholesalers to turn 
their heavy hand tool stock 7 and 8 times, compared to their previous 3 or 4. 


If you wouldn't mind saving some cold, hard cash (and keep your cus- 
tomers happy, too) why not give us a call, or better still, send an order 
... then sit back and count the hours it takes us to deliver. 


WARREN TOOL CORP. 
WARREN, OHIO 


SPRAY GUN 


Internal-mix paint spray gun, No. 
212, operates on pressures from 20 
to 45 lbs. at 14% to 2% cu. ft. of free 
air per minute. Unit handles paints, 
enamels, water-mixed paints, many 
other materials. Finger-tip control, © 
adjustable spray pattern. Hardened 
steel needle valve. Comes with 1 qt. 
cup, round and fan nozzles. W. R. 
Brown Corp., 2701 N. 
Ave., Chicago 35, Ill. 


Normandy 


HEAD LOUPES 


“Super-Sight” lightweight head loupes 
that give magnified vision are de- 
signed for use where precision in 
visual tasks is vital. Balanced bracket 
permits lens system to be set in any 
required position, in or out, up or 
down, for proper focus. Adjustable 
headgear fits any size head. Head- 
band is cushioned with wool felt for 
comfort. Available in either 1°%4 
diapters with 13-in focal length or 
2% diapters with 9-in focal length. 
Boyer-Campbell Co., 801 West Balti- 
more, Detroit 2,\Mich. 
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STOCK GEARS 


Line of 20-deg. pressure angle stock 
gears will be competitively priced 
with 1414 deg. gears, maker claims. 
Gears are said to be stronger and 
have a higher hp rating than 1414- 
deg gears, allowing smaller gears to 
be used and saving weight, space and 
cost. Greater tooth bearing area pro- 
vides greater radius of engagement, 
so gears run smoother and more 
quietly. Gear set will be interchange- 
able with a 1414-deg set. Available in 
3 to 20 pitch range. Types include 
spur, bevel, miter sets (both straight 
and spiral). helical and worm and 
gear sets. Morse Chain Co., Ithaca, 
New York. 


Tap extractors fit taps for helical 
coil wire screw thread inserts 


Series of 22 tap extractors (marked 
“S.T.1.”) are designed to fit all stand- 
ard Helical Coil “S.T.I.” taps from 
size #4 thru %-in, of 2-fluted, 
3-fluted and 4-fluted styles. Walton 
Co., P.O. Box 5, Elmwood Branch, 
Hartford 10, Conn. 


LIGHT PICK-UP PUMPS 


Line of light pick-up pumps is de- 
signed to include openings *4 and 
l-in on both suction and discharge. 
Pumps of %4-in opening handle to 
1500 gph and capacities on the l-in 
range to 2400 gph. Aluminum con- 
struction has reduced over-all 
weights; scaling down to lows of 
18 lbs. without power and up to 43 
lbs. with 2 hp, air cooled gasoline 
engine. Types and sizes available 
from 10 models. Power diversification 
includes gas engines, electric motors, 
belt drives or with flexible coupling 
only. All pumps are of self-priming 
type. Rice Pump & Machine Co., 


Belgium, Wisconsin. 
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One Clerk...10,000 Items 
Her Speed?... 


joer 


ViSlrecord’s split-second record location makes it the world’s 
fastest record-keeping system. The speed and convenience 
of ViSlrecord means savings up and down the line — less 
manpower needed, less space required, less operator fa- 
tigue, greater accuracy. 


ViSlrecord speed in machine posted or automated systems 
actually kills idle machine time. And, ViSIrecord works 
equally well in accounts receivable, purchase order follow- 
up, maintenance control and any of a hundred other ap- 
plications in large or small organizations, where records 
must be kept and used quickly and accurately. 


Your ViSirecord man will be happy to show you how you 
can apply speed to your record-keeping the V/S/irecord way. 
Meanwhile, write for case histories and other data. 


Wee, 
ViSlrecord, inc. [| 


375 PARK AVENUE, NEW YORK 22, N. Y. 


© 1961, Visirecord, Inc. 


Systems Specialists in Principal Cities 
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Serving American Industry WORM GEAR SPEED REDUCERS 


for 42 Years Vertical units added to company’s 


line of fan-cooled worm gear speed 
reducers are available in nine sizes, 

WITH A SALES POLICY SOLD ranging from 3 to 12-in center dis- 
tances. Ratios extend from 4-1 /7:1 

100% THROUGH DISTRIBUTORS to 95:1: ratings are hit ae to 
175 hp. Units feature fan-cooling, 


Not Just to Distributors specially hardened worms and cen- 


trifugally cast gears, and have a 


SPARTAN products are backed by acceptance higher average rating than compar- 
for 42 years able reducers not having an auxiliary 


means of cooling, maker claims. 
Other features: one-piece finned hous- 
Our policy is to reach our market through ings for maximum strength, heat dis- 
industrial distributors on a selective basis and sipation; gear shaft bearings are 

grease lubricated, with two fittings 
not have ~—7 overloaded territories. for each bearing. Cleveland Worm & 
Gear Div., Eaton Mfg. Co., 3300 East 
We consider our distributors and their men as 80the St., Cleveland 4, Ohio 


an imporiant part of our sales force. 


Our factory trained Sales Engineers who know 
the products and how to sell them are working 
with and for you every day. 


Advertising is before the trade showing you 
can furnish from your stock, catalogues and 
sales literature furnished you. 


“Spartan and their Distributors are partners in— METAL PULL HANDLES 
POLICY - PROMOTION - PROGRESS Line of metal pull handles, designed 

for high-quality industrial and gov- 
PRODUCTS - PLANNING - PROFITS 


Why not become a Spartan partner” 3. 1 and 6-in lengths, offered in 
stainless steel or aluminum, in either 


ernment equipment, is produced in 


bright or non-reflective black finishes. 


SAW WORKS, INC. All feature high-strength, corrosion- 


T° SPRINGFIELD 7 resistant alloys. Models are ;',-in 
. diam., have a 114-in finger clearance 
MASS. 


and a minimum thread depth of 
34-in. Line of ferrules, also available 
Hack Saws—Band Saws—Hack Saw Frames—Hole Saws in each metal and finish, are ;'j-in 
in diam., y*s-in high. Raytheon Co., 
Industrial Components Div., 55 
Chapel St., Newton 58, Mass. 


Compass Saws—Tool Bits—Flat Ground Steel. 
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PILE-DRIVER STEAM HOSE 


Burst-proof steam hose, for use in 
heavy construction, is designed for 
saturated steam at pressure to 200 lbs. 
(366-deg. F.) as used in pile drivers, 
steam hammers, portable pumps etc. 
Called “Ray-Man HD-Pile Driver 
Hose”, hose is crush-proof and com- 
pletely resistant to harmful effects of 
oil. Tube is of thick neoprene lined 
with asbestos fabric and heavy gage 
flat steel spirals. Strength member is 
two braids of high tensile, multiple 
strand, non-corrosive steel wire. 
Raybestos-Manhattan, Inc., Manhat- 
tan Rubber Div., Passaic, N. J. 


Straight edge checks levelness 
and accuracy at same time 


Parallel straight edge with a built-in 
level, in both lightweight aluminum 
and standard semi-steel, provides a 
dual purpose tool that makes it pos- 
sible to check both the levelness of a 
machine bed and its accuracy at the 
same time. Position of the level makes 
it also passible to use the straight edge 
for all standard applications, such as 
positioning work above and parallel 
to the surface plate when checking or 
scribing parts. Aluminum model 
weights less than half steel units. All 
working surfaces on both types are 
precision ground flat and parallel to 
within .0005-in overall. Challenge 
Machinery Co., Grand Haven, Mich. 
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Whenever hooks 
are used... 


HARRINGTON 
SAFETY LATCHES 


Operator safety is a major factor wherever a conventional hook is 
used. Harrington Safety Latches meet the demand for better worker 
protection without installing expensive safety hooks. Typical of the 
reactions of safety engineers and plant managers to these easy-to- 
install safety devices is this comment: “We want one of these latches 
on every hook in our plant.” 

In addition to Safety Latches, Harrington offers a complete line 
of hoisting equipment. Together with its reputation for quality, this 
explains why distributors think of Harrington as a profit line— 
customers are well supplied, well satisfied, well serviced. Write for 
full particulars. 


THE HARRINGTON COMPANY 
Plymouth Meeting 11, Pa. 


Hand Chain Hoists (4 to 60 tons) e Electric Hoists (170 to 4000 Ib.) 
Trolley Hoists (4 to 12 tons) e« 1!-Beam Trolleys (%4 to 20 tons) 
Lever Pullers (% to 1% tons) « Safety Latches (13 sizes plus specials) 
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NOW siszm POSITIVE PROTECTION for 
MOTORS and MACHINERY 


Limit switch 


Adjusting nut 


Worm 


Shaft rotation 


Removanle cover Gear 


As long as applied torque is within pre-determined limit, spring bears 
against end of worm and holds it centered on gear. Excessive torque 
causes worm to move axially along splined motor shaft, compressing 
spring and bringing cam surface in contact with limit switch which 
cuts power, stopping motor. 


..- JANETTE Adjustable Torque Overload Cutout 


Here’s dependable protection for drive units, driven mech- 
anisms, personnel, and work in progress .. . and a sure-fire way 
to reduce down-time. 

Janette Adjustable Torque Overload Cutout is far more 
sensitive than conventional shear pins, or friction clutches and 
similar devices. Its sliding worm on a spline shaft (described 
above) assures shutdown of the driving motor within closely 
controlled torque overload limits. Unit is easily reset when 
cause of overload is removed. 

Color-coded, interchangeable springs permit selection of a 
wide range of torque limits. Each spring has a simple linear 
adjustment over its own range. Protect your equipment and 
avoid costly downtime the positive way ... with Janette 

Adjustable Torque Overload Cutout. 
Write today for Bulletin 5-7. 


Division of National Pneumatic Co., Inc., Boston 19, Mass. 


SOFT SEAT NEEDLE VALVE 


Line of panel mounted needle valves 
has been broadened by addition of 
a smaller, more compact soft seat 
valve for pneumatic and metering 
services. Valve assures absolute 
bubble tight sealing against all gases 
including oxygen, nitrogen, and 
helium at pressures to 6000 psi. 
Available in 303 stainless steel, 316 
stainless steel, aluminum alloy and 
other materials. Valve can be easily 
installed on panels, repaired without 
removing it from the line. Bonnet 
and stem protected from foreign par- 
ticles. Available with 14-%¢-in 
pipe thread; also with AND 10050-4 
and 10050-6 tube porting. Dragon 
Engineering Co., 13457 East Ex- 
celsior Drive, Norwalk, California. 


Strapping tape is designed for 
high speed packaging applications 


Pressure-sensitive adhesive for com- 
pany’s 162 high strength strapping 
tape is designed for “instant grab” 
to corrugated cartons for high speed 
packaging applications. 162 tape has 
a clear film backing and glass fila- 
ment reinforcements giving tape a 
tensile strength of 325 lbs./in. It is 
used both to seal and reinforce 
cartons and is also suited for build- 
ings, unitizing and strapping items 
made of metal, wood, giass and plas- 
tic. Permacel, New Brunswick, N. J. 


INDUSTRIAL DISTRIBUTION 
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NITRILE RUBBER WORK GLOVES 


Nitrile rubber work called 
are said to have abrasion 


gloves, 
“Nygran,” 
resistance comparable to plastic and 
cut resistance comparable to neo- 
prene. Maker claims adhesion of ni- 
trile rubber to glove fabric is superior 
to that of neoprene or of natural 
and that tests show that Ny- 
gran glove offers superior low and 
high temp. Maker also 
claims that the multi-purpose glove 


latices, 
resistance. 


permits management to standardize 
on a relatively few basic types for 
Granet 


Mass. 


manufacturing processes. 


Corporation, Framingham, 


TRAFFIC SAFETY LANE MARKERS 

Traffic safety lane markers have inter- 
changeable yellow tubes sit in sepa- 
10-in black 
Tubes are made in 
lengths from 12 to 72-in, in incre- 
ments of 12-in, 
visibility, 


rate, heavy square, 


molded bases. 


and have excellent 
maker claims. 
molded in for permanency, and units 


Colors are 


have good impact resistance. Markers 
occupy little storage space, are easily 
in car trunks. For use at 
scene of accidents, in industrial plants 
with fork lift trucks, 


“fences” at 


carried 


for building 
road construction and 
repair sites etc. Stokes Molded Prod- 
ucts, Trenton, N. J. 
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There's a FLEXCO MAN 


BUILDING MORE SALES 


RIGHT NOW HE'S OUT 


The new '"25-PAK" economy 
bulk package contains 25 
complete sets of FLEXCO 


Fasteners (bottom plates, top plates, 
clips, nuts and bolts) . 
ers to join common belt widths (for ex- 


. . enough fasten- 


ample: one "'25-PAK," size 1!/2E, will join 
a 36” belt). 


BUILD YOUR MARKET FOR IMPACT 
TOOLS with FLEXCO POWEK 
TOOLS .. . the faster way to 
join a belt. 

@ FLEXCO Power Tool Boring Bit 


@ FLEXCO Power Tool Wrench 
@ Quick-Change Chucks 


THE ""FLEXCO MAN" IS A FACTORY TRAINED BELT FASTENER 
SPECIALIST .. . READY TO SERVE YOU AND YOUR CUSTOMERS 


CHICAGO 44, ILLINOIS 
OF A LIFETIME! 


4633 LEXINGTON SIREET 
THE SPLICE 
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BREAK-PROOF 
SHOCK-PROOF 


Screw 
Drivers 


A Driver for 
Every Need! 


Phillips @ Because VACO offers 


you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com- 
plete choice of recessed 
head drivers ... Another 
reason why you should 
buy VACO for all your 
screw driver needs. 


Reed & Prince 


Clutch Head 


Look for 
the VACO Vari-Board 


It's easy to select the right 
screw driver when you buy 
from the VACO Vari- 
Board. Displays up to 120 
drivers at a glance... cach 
one unconditionally guar- 
anteed! 


Plier 
Vari-Board, Too! 
Complete display of all 
popular styles and sizes 
for on-the-spot selections 


Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


HOSE CLAMP 


Series H Sure-Tite “worm-drive” hose 
clamp, with a deep-slotted hex head 
screw, not only provides a deep- 
slotted screwdriver slot, but the *¢-in 
head is standard for any socket hex 
wrench or open end wrench. Features 
of head style allow easier, faster and 
tighter clamping in all applications, 
maker claims. Wittek Mfg. Co., 
1305-43 W. 24th Place, Chicago 23, 
Til. 


ORBITAL SANDER 

All ball bearing orbital sander, 
model 992, is useful for custom and 
production sanding of all new stock as 
well as other jobs such as removing 
old paint and varnish. Tool sands 
flush in corners and right up to ver- 
tical surfaces. Auxiliary knob is re- 
movable for work in tight places. 
Unit has a non-marring fibre backing 
pad and an enclosed single pole, 
momentary contact trigger switch 
with pin for locking in “On” position. 
Unit is powered by a 2-amp motor, 
accommodates sandpaper 35% by 
9-in. Skil Corp., 5033 Elston Ave., 
Chicago 30, 


PURE MANILA ROPE 


for every industrial use 


STANDARD 


Made with care, precision and expert 
engineering, FITLER PURE MANILA ROPE 
deservedly has a high reputation for 
quality and outstanding service on a 
wide variety of jobs in industry. A few 
uses where FITLER PURE MANILA has 
proved itself are as: Handlines, Safety 
Rope, Ladder Rope, Elevator Rope, 
Lashing Rope, Guy Lines, Firescape 
Rope, Hoisting Rope, and Truck Rope. 


SPECIFICALLY DESIGNED 


FITLER MANILAS designed for specific 
jobs in industry include: Transmission 
Rope, Truck Rope, Shovel Line Rope, 
Hammerfall Rope, Lineman’s Rope, 
and Car Puller Rope. 


COVERS EVERY FIELD 


Unexcelled for durable, long wearing, 
flexible and waterproofed rope, FITLER 
PURE MANILA is designed for maximum 
service and use in the marine, fishing, 
farming and drilling fields as well as 
industrial. rrrLer has a full line of 
sizes and stock. 


Sold by 
Industrial Distributors Everywhere! 


The EDWIN H. FITLER CO. 


Est. 1804 
Division of Columbian Rope Company 
New Orleans 17, la. @ Philadelphia 24, Pa. 


INDUSTRIAL DISTRIBUTION 
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Compact airless spray unit 
pumps from 55 gallon drum 


Compact airless spray painting unit 
is available in two models that will 
pump materials direct from a 55 
gallon drum. One model is designed 
for direct mounting in a 2-in drum 
bung, and one for use with a drum 
cover. Cover model may be ordered 
with agitator and pump elevator if 
desired. Unit is designed for single 
gun application of protective and 
decorative coatings, with all advan- 
tages of airless spray painting—ex- 
cellent coverage, little rebound and 
overspray, excellent atomization of 
materials. Pump features a 25 to 1 
pumping ratio, giving material pres- 
sures to 25 times input air pressure. 
Binks Mfg. Co., 3140 Carroll Ave., 
Chicago 12, Ill. 


Pumps provide required capacities 
and heads with less horsepower 


Type GBH close-coupled end-suction 
pumps have capacities up to 1600 
gpm and heads to 330 ft. Maximum 
compactness with closed-coupled end- 
suction design saves space, permits 
fast installation, makes pumps espe- 
cially suited for OEM applications, 
air conditioning systems, cooling 
towers, boiler feed, condenser cir- 
culation, and a wide variety of trans- 
fer, chemical, industrial and general 
services. Aurora Pump Div., New 


York Air Brake Co., Aurora, Ill. 
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WOODINGS-VERONA 
TOOLS 


salable items—widely used 


MATTOCKS 


Woodings-Verona tools include, 
in addition to the above, sledges, 
adzes, hammers, chisels, 
wrenches, mauls punches and 


No, 17Y Pick, Contractor's 
Yankee Pattern. Round 
Point. 8 pounds. 


Ne. 107 Mattock-Pick. 5 
tb. 34% in. blade or 6 Ib. 
4 in, blade. 


No. 106 Mattock-Cutter. 
3 tb., 13 ing 5 tb., 15% 
in.; 6 tb., 16% In, 


other items that are in steady 
demand by industrial and rail- 
road buyers. Highest quality— 
well designed and made. 


VERONA, PENNSYLVANIA 
AKERS OF CONSTRUCTION AND RAILROAD TOOLS 


Shown above are some of the more widely used Woodings-Verona Tools 


Le” 
No. 7 Clay Picks, wide 
es « chisel. 6, 7 and 8 pound 
| No. 17 Pick, Contractor's 
Point and Chisel Ends. 9 | 
“ell pounds. 
aa . 
g 
\ 
Representative styles 
of wrecking, clawand 
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low price* 


New Alemite “707” 
5-Gallon Portable 
Hydrastat 
Paint Pump 


Here’s the product for profit! The Alemite “707” has the size, price, 
and performance paint contractors and maintenance supervisors 
want! It’s the one-man, one-gun pump that opens a whole new market 
for you to sell. There are hundreds of prospects for one or more of these 
units because the Alemite “707” can be carried anywhere, used any- 
where. It’s ideal for all jobs. This increased market opportunity means 
increased profits for alert industrial distributors. See your local 
Alemite Company for all the facts and place your order now for prompt 
delivery. Other Hydrastat models also available. 


*You can offer a complete Alemite “707” package consisting of pump, regulator assembly, 
filter, nylon hose with flexible static wire, gun and TC tip for less than $350! 


Symbol of 


_ALEMITE 


Division 


STEWART-WARNER 


CORPORATION 


in Canada: 
Stewart-Warner Corp. 
of Canada, Ltd. 
Belleville, Ontario 


[Excellence, 
Dept. BF-101, 1850 Diversey Parkway, Chicago 14, Illinois 


Miniature solid carbide teols 
bore close tolerance holes 


Standard line of miniature, precision 
ground, solid carbide boring tools 
are available in seven miniature sizes 
to permit boring from .020 to .080 
diams. All top rake and relief angles 
are highly lapped to mirror-like fin- 
ishes. Atrax Co., 240 Day St., New- 
ington, Conn. 


CLAMPING BAND BRACKET 


A new firm grip clamping bank 
bracket, for company’s Kompact 24- 
chemical portable ex- 


pound dry 


tinguisher, is made of cadmium- 
plated steel, extra strong for severe 
vibration locations such as on heavy 
vehicles. The new bracket’s toggle- 
release device permits the extinguish- 
er to be freed of the bracket with the 
pull of a finger. This means getting 
it into operation faster in a fire 
emergency. Walter Kidde & Co., 
Inc., 675 Main Street, Belleville 9, 


INDUSTRIAL DISTRIBUTION 
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Expansion insert has large bearing 
surface, special hold-down feature 


Expansion insert, called the Flange 
Insert, provides a large bearing sur- 
face for electrical connectors and a 
hold-down feature for mating parts in 
molded plastic. Insert, designed to 
provide durable brass threads in 
molded plastic parts, is installed after 
molding, eliminating producton prob- 
lems normally associated with mold- 
ed-in inserts. Installation of insert 
after molding reduces open press time 
and eliminates secondary operation 
of flash removal. To obtain bearing 
surface and hold-down features, in- 
sert's body has a wide flange flush 
with upper end. Available in screw 
sizes 4-40 thru 14-20; variations pro- 
duced if ordered in sufficient quantity. 
Phelps Mfg. Div., Heli-Coil Corp., 
Danbury, Conn. 


Sprockets have shear pin. 
hubs and split taper bushings 


Shear pin sprockets and hubs consist 
of three basic parts: steel sprocket; 
malleable hub assembly; malleable 
bushing. Sprockets are designed to 
prevent damage to expensive machin- 
ery from overloading or jamming by 
shearing the necked pin at a prede- 
termined load. Inner part of hub is 
keyed to shaft and remains stationary 
while the outer part, to which the 
sprocket is bolted, rotates freely after 
pin breakage, allowing drive to idle. 
Hubs are of malleable iron. A steel 
safety collar with setscrews holds as- 
sembly together. Shear pin hubs are 
primarily designed for sprockets, but 
can be used with special sheaves, 
gears, clutches etc. to provide shear 
pin protection. Browning Mfg. Co., 
Maysville, Ky. 
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GUARANTEED for 


> 
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... because we know 
that they are 
built to take it! 


Produced in quantity, by modern methods, and priced to sell 
readily in all markets, SHELDON PRECISION LATHES 
are built to stand up and hold accuracy through years of con- 
tinuous hard service. Not only because we have built long life 
into every detail, but also because of our “‘actuarial’’ experi- 
ence with Sheldon Lathes in the field, we unhesitatingly issue 
an individual, signed and sealed, corporate guarantee for a 
period of 5 years, with each Sheldon Lathe. 


Sell SHELDON LATHES with confidence. 


They will deliver as specified—in accuracy, capacity, power 
and stamina. They will require no time-consuming, make-good 
servicing, adjustments or settlements. They will assure satis- 
fied customers and effortless repeat orders. They will build 
your reputation as a dependable dealer in quality machine 
tools. They will broaden your machine tool market and in- 
crease your machine tool profits. Write for catalog. 


SHELDON MACHINE CO. Inc. 


4232 NORTH KNOX AVE. * CHICAGO 41, ILL. 


Push Button 
Variable Speed 
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Jack 


rabbit 


helps you win more sales— 
gain many new customers! 


A minimum stock of TM Alloy 
Steel Chain, TM Hammerlok 
Links, patented Tayco Hooks, 
and master links, puts you in a 
position to render “Jack rabbit" 
service on TM Alloy Slings — 


But that’s not all! Your cus- 
tomers enjoy the extra safety and 
trouble-free service assured by 
Taylor's electric flash welding 
...controlled heat treating... 
link-by-link inspection and 
scientific testing of all TM Alloy 
Chain. Start getting your share 
of this extra new sling chain 
business right away. Write for 
distributor and consumer price 
lists, catalog sheets and wall 
chart giving complete details! 


Chain /s 
our specialty — 
not our sideline! 


S$. G. TAYLOR CHAIN CO., Inc. 


General Office: Hammond, Ind. 
Plants: Hammond, Ind., and Pittsburgh, Pa. 
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TINY SCREW-THREAD INSERTS 


Screw-thread inserts, for providing 
permanent threads in soft metals, are 
now available in these miniature 
sizes: 3-48NC, 4-ONC, 4-48NF, 
5-40NC, 5-44NF. Inserts are said to 
result in substantial savings in boss 
space, weight and material when used 
instead of solid bushings in the 
miniaturization of areo-space instru- 
ments, electrical and electronic equip- 
ment, and other general industrial 
instruments. Inserts eliminate prob- 
lems of corrosion, galling and seizure, 
facilitate the disassembly and _ reas- 
sembly of equipment subject to in- 
spection, maintenance or repair. For 
special applications, are available on 
order in phosphor bronze, incomel-X, 
carbon steel and other metals. Heli- 
Coil Corp., Danbury, Conn. 


Work Station for instrument 
plants and laboratories 


“Dust-Kleer” work station, for use 
where controls, transistors, minia- 
ture electronic parts and other min- 
ute assemblies are made, is a self con- 
tained, dust free work station with 
an internal exhaust system to pick up 
any dust and fumes at point of work. 
Replaceable filter traps particles, ex- 
hausting fresh clean air. No external 
duct required. Unit has twin lights 
to illuminate work area, a plexiglas 
eyeshield for safety and vision, two 
110V outlets for soldering irons, 
hand grinders etc. Craftools, Inc., 
396 Broadway, New York 16, N. Y. 


Ribbed conveyor belt 
handles soupy materials 


Ribbed conveyor belt, for handling 
wet, slippery or soupy materials such 
as a mixture of gravel and water up 
inclines, features chevron shape ribs 
or cleats to prevent wet material or 
water from running back even when 
on an incline, since the cleats form 
pockets that trap the water and hold 
the material. The belt can be reversed 
so that water will drain out of the 
mixture if desired. Manhattan Rub- 
ber Division, Raybestos-Manhattan, 
Inc., Passaic, New Jersey. 


PIPE LIFTING CHAIN ASSEMBLY 


Pipe lifting chain assembly, designed 
to minimize number of lifts required 
to lift and transport structural beams, 
pipe or tubing, consists of Accoloy 
125 double-leg sling-chain with mas- 
ter-link and pear-shaped end-links to 
which are attached two specially-en- 
gineered triangular members from 
which are suspended several dropper- 
chains which can be equipped with 
sling-hooks, sorting-hooks or any 
other type of hook for particular 
needs. Assembly can be supplied 
with any number of dropper-chains. 
American Chain Division, American 
Chain & Cable Compay, Inc., York, 
Pennsylvania 


EPOXY ADHESIVE 


Epoxy adhesive compound is a soft 
gel, permitting easy application in 
thin film, yet adheres up to a 10-mil 
thickness, without sagging when ap- 
plied to vertical surfaces. Known as 
Sonite EA-40, the amber material 
hardens at room temp. following a 
one-to-one mix by vol. The standard 
mixing ratio emphasizes properties 
of shear and flexural adhesion. If 
mixing ratio is two parts “A” to one 
of “B”, high heat distortion resist- 
ance point of 217°F. (ASTMD648- 
41T) is achieved without significant 
loss of other properties. Cure time 
may be shortened radically under 
gentle heat. Smooth-On Manufactur- 
ing Company, Jersey 4, N. J. 


INDUSTRIAL DISTRIBUTION 


4.4 
/ 
| 
| 
| 
ly 
. 
| 
| 
= 
‘ 


PILLOW BLOCKS 


Series of heavy duty ball bearing 
pillow blocks are equipped with self- 
aligning, single row, deep-groove, pre- 
cision ball bearings which conform 
to basic standards of the AFBMA. 
Complete range of shaft sizes from 
Blocks are 
heavier and have dimensional inter- 
changeability with other makes. 
Link-Belt Co., Dept. PR, Prudential 
Plaza, Chicago 1, Ill. 


58 to 4-in is available. 


COUNTERBORES 


Line of “Tu-Lip” counterbores, de- 
signed to “1960 Series” socket head 
cap screw standards, is available in 
straight and taper shanks, with each 
counterbore featuring improved cut- 
ting action due to fast helix of its two 
flutes plus solid pilot without grooves 
that prevents damage to hole. Weldon 
Tool Co., 3000 Woodhill Road, Cleve- 
land 4, Ohio 


Woodworkers’ vise for 
elementary school shops 


Woodworkers’ vise, Model No. 86, 
has a shipping weight of 11 lbs., is 
compact and easier to mount than 
comparable models, maker claims. 
Jaw size is 3 x 614-in; maximum 
opening is 7-in. Wilton Tool Mfg. 
Co., Inc., 9525 Irving Park Rd., 
Schiller Park, Il. 
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FASTENER LINE EXPANDED 


Expanded line of aluminum, silicon 
bronze and stainless steel fasteners, to 
complement firm’s line of steel and 
non-metallic fasteners, meet require- 
ments for high corrosion resistance, 
high strength-to-weight ratio and 
light weight needed in many modern 
applications. Aluminum hex screws 
from 2024-T4 alloy and hex nuts 
from 6061-T6 alloy are stocked from 
14 thru *4-in diam. No. 10 and 14-in 
open end acorn and acorn locknuts 
also stocked. Also stocked: Silicon 
bronze hex nuts, heavy nuts and hex 
screws thru *%4-in diam.; stainless 
steel hex screws and nuts, from type 
305 alloy, up to 34-in diam. in lengths 
to 9-in. Russell, Burdsall & Ward 
Bolt and Nut Co., 104 Midland Ave., 
Port Chester, N. Y. 


ABRASIVE SAW 


“Abr-A-Saw”, a lightweight, portable 
abrasive saw, employs all sizes of 
to 20-in, 
with motors to 10 hp for high produc- 
tion, low cost cutting. Cuts up to 


abrasive wheels operates 


6-in pipe and shapes—4-in solids fer- 
rous or non-ferrous materials. May 
be mounted on a bench with lever 
controlled chain vise, or on a stand 
with foot-pedal assembly, leaving op- 
erator with both hands free. Avail- 
able as a Hi-Boy model, providing a 
12-in pipe cutting capacity, or with a 
steel cutting blade and oil spray at- 
tachment for cutting non-ferrous ma- 
terials. Collins Machinery Corp., 955 
Monterey Pass Rd., Monterey Park, 
Calif. 


SIZES — 9/32" thru 2” 


Taylor's special analysis alloy 
steel... electric flash welding 
...controlled heat treating, 
and patented Tayco Hooks 
make TM Alloy Sling Chains 
tougher! These qualities plus 
rigid link-by-link inspection, 
scientific testing, and signed 
Test Certificate, also make TM 
Alloy Sling Chains sell faster 
and easier to safety engineers 
...Material handling men and 
production superintendents 
everywhere! Get full details! 
Call or write for Bulletin 14-A. 


Chain is our specialty—not our sideline! 


aylor 
ade 


SINCE 


CHAIN 


Ss. G. TAYLOR CHAIN CO., Inc. 
General Office: Hammond, Indiana 
Plants: Hammond, Ind., and Pittsburgh, Pa. 
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Profit from Selling 


0211-6C—Cutters at tip 
set at 45° angle. 


D208-6C—A shear 
ting plier designed to cut 


dead soft or extremely 
hard wire. g 


KLEIN 


Electronic 


PLIERS 


In almost every section of the country you 
will find manufacturers of electrical and 
electronic components who offer an im- 
portant market for Klein specialized elec- 
tronic pliers. These manufacturers offer 
a profitable source of business for every 
industrial distributor. 

lf you now handle Klein pliers, be sure 
your salesmen are going after quantity 
plier orders in the electrical and elec- 
tronic field. We shall be glad to supply 
them with catalogs. If you do not sell 
Klein pliers, mail the coupon below. 


circuits. 
Sold only through distributors 


The Klein line includes a complete 
range of pliers, side cutters, oblique 
pliers, long nose pliers, as well as the 
selected electronic pliers shown here 


—over 150 different sizes and styles. 
T 
J 
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D318-5'2—Long needle 
nose for reaching con- 
fined space. 


204-6—Cutters at tip 
ideal for electronic wiring. 


DO52-C—Specially de- 
signed for wiring printed 


D207-5C — Repicceable 
blede shear cutter. Will 
cut dead soft wire or ex- 
tremely hard wire. 


<=" 


Shear cutting 
. Holds clip- 


INCORPORATED 


McCORMICK ROAD, CHICAGO 45, ILL. 


Mathias Klein & Sons, 7200 McCormick Road, Chicago 45, Ill. 
Please send me the Klein Plier Catalog and information. 


Name 


Title 


Company 


Address_ 


City State 


MAGNETIC CHUCK ACCESSORY 


accessory 


Surfacing plate, an for 
magnetic chucks, 
tortion caused by magnetism 
problem. Plate features a number of 
plungers, which can be quickly set to 
support a work piece so that it may 
be machined in its natural, undis- 
torted state. When the magnetic 
chuck is turned off, piece remains as 
machined. Homestrand Machine Tool 


Greenwich, Conn. 


is used where dis- 
is a 


Corp., 


PULLEY 


One-piece steel “Curve Crown” pulley 
features spun end construction. All 
end plate weldments have been 
eliminated in pulleys, thus eliminat- 
ing principal sources of metal fatigue, 
stress, other troubles, maker claims. 
Available up to 24-in diam. Stephens- 
Adamson Mfg. Co., Aurora, Ill. 


Billet wheels reduce cost/Ib 
in metal removal operations 


Two new lines of heavy duty billet 
wheels. said to reduce cost/lb. metal 
removed in steel plants from 12 to 
29°, , include (1) hot pressed wheels 
that take measure of new high speed 
heads which operate at 12,500 sfpm 
and (2) cold pressed wheels that give 


superior performance on swing frame 
grinders and have produced up to 
20% per pound cost reduction on 
stainless steel billets being processed 
on mechanical grinders at 9500 sfpm 


under 450 Ib. head pressure. Car- 
borundum Co., Niagara Falls, New 
York 
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CHEMICAL SPRAYS 


Line of seven chemical spray tools - . 
include a clear plastic spray, de- Harper is your logical source for 
greaser and cleaner, anti-rust oil, rust 
penetrator, slide lubricant, spray ad- corrosion ° resistant 


hesive, and a brush softener and pro- 


tector. Degreaser and cleaner spray fastenings 


applies a solvent that penetrates and ‘ Ys 
dissolves heavy deposits of oil, grease ae STAINLESS STEEL * ALUMINUM * COPPER « TITANIUM 


SILICON BRONZE * BRASS « MONEL * NAVAL BRONZE 
fat. tar and dirt. Anti-rust oil spray 


spreads a soft oil film on steel, iron No other single source of supply can provide 


and other metals to protect against you with as wide a range of corrosion-resistant 
rust, corrosion. Spray adhesive is a fastenings as is available in Harper’s ware- 
quick “stick-on” temporary adhesive house stocks. 

for use on paper, rubber, plastic, cloth 150,000,000 pieces in stock are available to fit 
i your requirements immediately. 

You and your customers all benefit from the 
finest quality at no premium in price. 

Your phone call to Harper’s nearest branch 
office will demonstrate the Big Difference. 


and other materials. Stanley Tools, 
Div., Stanley Works, Lake St., New 
Britain, Conn. 


... Shaping metals that shape your future 


THE H. M. HARPER COMPANY 
8212 Lehigh Ave.* Morton Grove, Illinois 


It would take you over three months 
to walk past Harper's complete stock of 
corrosion-resistant fastenings... 


Airless spray painting system 
fits 5-gallon paint containers 


Portable airless spray system, called 
Hydra-Coat “5”, will save up to 50% 
on labor and material when used in 
place of conventional painting meth- 
ods, maker claims. System is also 
said to improve the quality of finish 
by virtually eliminating fog. over- 
spray and material bounceback, en- | 
abling operator to apply the finish | 
with pin-point accuracy. Recom- 
mended for use with primers, lac- 
quers, enamels, stains and varnishes 
on a variety of interior and exterior 
work, including short run production 
finishing, maintenance, centract paint- 
ing and structural steel. Aro Equip- 


ment Corp., Industrial Division, ANOTHER BIG HARPER $35 
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SPIRAL TUBING 


Spiral tubing, a seamless flexible con- 
duit made of Teflon, provides an easy 
solution to a wide variety of low pres- 
sure connection and transfer prob- 
lems in both plants and laboratories, 
maker claims. Stated features in- 
clude freedom from deterioration, 
corrosion and contamination both in- 
side and outside the tube at tempera- 
tures from —100-deg. to plus 500- 
deg. F. Applications include as a 
connection to weigh tanks, cen- 
trifuges and suction side of pumps 
for loading, unloading and decant- 
ing vessels and drums, also for high- 
temperature, corrosion proof vent 
lines, low pressure pipe connections, 
fumeducts and electrical conduits. In 
sizes from 1% to 3-in, with planned 
expansion thru 6-in diam. and in 
lengths to 10-ft. Resistoflex, Rose- 
land, N. J. 


HALF MOON BOX WRENCH 


Half moon box wrench, for setting 
down nuts and bolts in hard-to-get-at 
places, has handle clearance to permit 
a good, firm grip on the wrench. 
Thickness of the heads is engineered 
to give required strength. Box type 
openings are clean and accurate, 
chamfered top and bottom. Different 
size opening of each end is stamped 
on the wrench. No. 1960 has a 9/16” 
and 5%” nominal opening, and is 
approximately 654” long. No. 1962 
has an 11/16” & 34” opening and is 
approximately 74" long. Billings & 
Spencer Co., Hartford 1, Conn. 
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CLAMPS 


Clamps have a gripping ratio of 
3% to 1, are designed to obtain a 
positive purchase on “I” beam and 
structural shapes. Model STL has an 
automatic release mechanism to allow 
crane operator to disengage clamp 


without additional assistance from 
the ground. Model ST clamp is de- 
signed to lift, handle and position 
structural shapes without the lock 
open feature. J. C. Renfroe & Sons, 
Inc., 1926 Spearing St., Hacksonville, 
Florida. 


POLYETHYLENE TANKS 


Line of molded polyethylene tanks 
for handling and storing materials 
ranging from food to corrosive, solid 
or liquid is available in eleven sizes. 
Tanks permit safe-handling of cor- 
rosives, prevent contamination, are 
unbreakable, lightweight and easy to 
clean. Seamless, molded for extra 
strength and rigidity in severe serv- 
ice, polyethylene tanks outlast metal, 
cost less than stainless steel, maker 
claims. These colorless, translucent 
tanks are odorless, non-contaminat- 
ing and non-toxic. Also, they are 
chemically inert even to such highly 
corrosive materials as hydrofluoric 
and hydrochloric acids, concentrated 
sodium hydroxide and alkaline solu- 
tions. Apex Reinforced Fibre-Glass 
Division, Washington & Elm Streets, 
Cleveland, Ohio 
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volume 


WITH 
ONE 
CATALOG 


A Donnelley-built catalog can help you increase your profit margin in two 


effective ways: 


your complete stock at their fingertips. 


1. INCREASED VOLUME 


. . . from new customers who are drawn to your catalog by its attractive ap- 
pearance and concise organization; and from old customers who will have , 


cost-per-sale 


2. LOWER COST-PER-SALE 


... A Donnelley-built catalog is easy to order from because it lists only the 
items in each line that you actually offer for sale. Thus personal calls on 
customers, telephone selling and correspondence can be “‘bull’s-eyed”’ toward 
business you are set up to handle—profitably. 

Please let us show you how you can make these advantages work for you 


harder. There’s no obligation to you in consulting us. 


The Lakeside Press / R.R. DONNELLEY & SONS COMPANY 


2223 South Park Way - Chicago 16, Illinois 


Catalog Department Direct Telephone: 431-8174, Area Code 312 
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enjoy added industrial 
sales and profits with 
R-W QUALITY PRODUCTS 
for industry! 


HARDWARE ... R-W offers one de- 
pendable source for a complete and 
varied line of industrial and commercial 
hardware, track and hangers . . . all de- 
signed to fulfill heavy-duty service 
requirements of industry. 


ELECTRIC OPERATORS that are 
specifically designed to meet the rugged 
demands of industrial and commercial 
use. R-W line includes a type and size 
for all makes of doors or gates... if 
your customers’ doors or gates swing, 
slide or fold—R-W can open them 


INDUSTRIAL DOORS including 
Sheet Steel Covered Doors, Corrugated 
Sheet Steel Doors, Wood Doors of all 
types and modern Aluminum Doors. 
There’s an R-W ‘‘quality-proven”’ door 
to meet almost any conceivable indus- 
trial or commercial requirement. 


OVERHEAD CONVEYORS that 
utilize free area under building trusses 
to speed-up materials handling opera- 
tions and decrease overall manufactur- 
ing costs. Complete line from basic 
Monorail Conveyors to ultra-modern 
Automatic Dispatch Systems. 


automatically. 


proven 
products 
that any 
good 
industrial 
salesman 
can sell 
easily and 
profitably! 


Write today for 
complete infor- 
mation...ask 
for the ‘‘R-W 
Way to Increased 
Industrial Sales.” 


Looking for ways to increase the sales and profits 
of your Industrial Sales Division? These R-W 
industrial products could prove to be the answer 
For here is a complete line of standard and spe- 
cialty hardware items, doors, electric operators 
and conveyors that are “time-proven’’ as the 
“‘quality”’ leaders in their respective fields. Prod- 
ucts that are specifically manufactured to meet 
heavy-duty requirements of industrial and com- 
mercial use... each is designed to provide the 
ultimate in service and dependable performance. 
With R-W you can be sure of attractive dis- 
counts, prompt delivery and excellent service . . - 
R-W Sales Service Centers are located in all 
major cities for sales assistance. R-W products 
are nationally advertised in major trade publica- 
tions and attractively cataloged to help you sell. 


Richards-Wilcox 


MANUFACTURING COMPANY 
GENERAL HARDWARE DIVISION 
449 W. THIRD ST., AURORA, ILL. « Branches in all principal cities 


Tuermostatic steam trap has 
indestructible bi-metal contro! 


Float Thermostatic Steam Trap is 
equipped with an indestructible stain- 
less steel bi-metal thermostatic air 
vent, provides continuous discharge 
of condensate and air, and shuts 
tightly on steam to prevent waste. 
Rocker design, which simplifies me- 
chanical linkage, allows greater com- 
pactness. There are no pivots to wear 
or cause trap to stick. In-line inspec- 
tion is accomplished simply by re- 
moving body housing. Applications 
include: 
drips for terminal ends and branch 
mains, large boiling pans and steam 


unit heaters, steam main 


tables, heat exchangers, instantaneous 
heaters, cylinder dryers, stills and 
autoclaves and vulcanizing presses. 
Connections are American Stand- 
ard pipe threads. 
from 0 to 30 psi; 0 to 75 psi and 
0 to 150 psi. 
Corp., 560 Commercial Avenue, Pal- 


isades Park, N. J. 


Pressure ranges 


Farris Engineering 


MASONRY BIT 


“Necor” bit has special, long-lasting 
carbide cutting teeth for drilling 
small diam. holes in concrete, tile, 
terrazzo, marble, brick and porcelain. 
Said to cut faster and easier and with 
longer life than any other method, 
bits can be used with any electric ro- 
tary hand drill or drilling machine 
and are available in sizes from 15 to 
1'4-in diam. New England Carbide 
Tool Co., Inc., Medford, Mass. 
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Hoop staples offer stronger 
packaging, faster assembly 


Wide-crown hoop staples are made 
of extra-stiff wire with needle-sharp 
cut points for easy driving. Said to 
have 40 to 56% higher pull through 
resistance than common staples of 
heavier gage wire, and 51 to 53% 
higher resistance than clinched clout 
nails, staples are recommended for 
fastening strapping wire to pallets, 
to staple wire to fence posts, to fasten 
woven-wire screens and similar ap- 
plications. Available in finishes in- 
cluding bright, blue sterilized, gal- 
vanized, tinned, coppered or cement 
coated. Sizes from 14 x 4 to 2 x 
34-in. In packages of 1, 10, 25 and 
100 lbs. Hillwood Mfg. Co., 21700 
St. Clair Ave., Cleveland 17, Ohio 


hydraulic models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLEX 


STANDARD 
HYDRAULIC 
JACKS 


11 Models 

1¥% to 100 tons 
capacity 

5Y,” to 22” travel 


“JENNY” 


id 


CENTER-HOLE 
HYDRAULIC 
PULLERS 


6 Models 

30 to 100 tons 
capacity 

3%” to 10” travel 


HYDRAULIC JACKS 
and PULLERS 


ROL-TOE 
FOOT-LIFT 
HYDRAULIC 
JACKS 


3 Models 
10 to 50 tons 
capacity 


RE-MO-TROL PULLERS HAND PUMPS 


Solid and Center-Hole Rams 
39 Models 
10 to 300 tons capacity 


Precision gage read 
more accurately 


Precision test gages for measuring 
gas and fluid pressures have newly 
designed 360-deg. calibration scale 
said to give 25% more accuracy than 


HYDRAULIC 
SERVICE and 
BUMPER JACKS 


9 Models 
1% to 20 tons 


capacity 
13%” to 19” travel 


ordinary designs which use only 75% 


of circumference of dial. Gage fea- 
HYDRAULIC PULLERS 


tures “Ni-Span C” Bourdon tube 
which maintains calibration under 
varying ambient or media tempera- 
ture conditions. Special tube mate- 
rials available for specific applica- 
tions. Movements calibrated to uni- 
form linear increments on dial, guar- 
anteed to 0.15 of full scale accuracy. 
Martin-Decker Corp., 3431 Cherry 
Ave., Long Beach 7, Calif. 
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Look for further information on Lever and 
Screw Jacks in other advertisements. 


4 Models 

20 and 30 tons capacity 
Push-Pullers, Double and 
Triple-Grip Pullers 


POWERED PUMPS 
ELECTRIC, GAS 


TEMPLETON, KENLY & CO. 


2523 Gardner Road 
Broadview, Illinois 
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DRILLING ans TAPPING 


Adjustable Spindle Multiple 
KNUCKLE-HEADS 


Easy access for quick set-up. Univer- 
sal, lubricated ball joint spindle 
provides complete flexibility while 
maintaining accuracy and align- 
ment. Fast conversion from drilling 
to tapping on any drill press. 


Ettco makes a complete line 
One source of supply 
One source of responsibility 
One source of satisfaction 


You want a profitable line—we want good distributors —let’s get together—write 


Art Stehle, ETTCO TOOL AND MACHINE CO., Brooklyn 37, N. Y. 


Indexing Lead 
A.T.U. Units Fixtures ” Attachments Tapping Heads 


ou'll find they / / 
useO 


nly/./ 


STUDS ~ 


CUSTOM 
~ SCREW MACHINE 
—— SPECIALTIES 


RK, PENNSYLVANIA 


VINYL TUBING 


“V.1” line of vinyl tubing is made 
of versatile clear vinyl (PVC), is 
non-toxic, approved by the U. S. De- 
partment of Agriculture for any foods 
including fatty acids and brines. In 
most cases, tubing has proved satis- 
with 

wine, 


factory for use carbonated 


beverages, soups, alcoholic 
beverages, fruit extracts and vege- 
table oil. Tubing is virtually unaf- 
fected by most inorganic acids and 
alkalis. Micro-finished bore prevents 
internal buildup, makes cleaning 
easy: tubing may be sterilized with 
steam at 220-deg. for 30 minutes. In 
four OD sizes: 14, and 
14-in with a wall thickness of ,'g-in. 
Synflex Products Div., Samuel Moore: 


& Co., Mantua, Ohio 


Soldering irons are particularly 
adapted to production line soldering 
Line of production line soldering 
irons feature cooler and more com- 
fortable handle grip, shorter, better 
balanced, improved finish. In 33 dif- 
ferent models, including plug tip 
irons, hatchet irons and super pow- 
ered irons, with tip sizes from %¢ to 
134-in. All tip sticking problems are 
said to be eliminated by long-life 
element of rugged new alloy with high 
heat conductivity together with non- 
freezing “Durotherm” tips. Irons 
can be changed over to 3-conductor 
cord sets without returning to factory. 
Hexacon Electric Co., 138 W. Clay 
Ave., Roselle Park, N. J. 
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There’s a Black & Decker Drill for every hole on this page 


And now for every Black & Decker Drill (all 58 of them), there’s 20-25% longer 
life, extra drill power, handier handling. These built-in bonuses attest best to 
the tool engineering and design that never follows, always leads. [> D> D> 


New Motor Varnish—insulates 
motor wire for running-tem- 
peratures up to 38% higher, 
increases overload capacity as 
much, and adds to motor life. 


Advanced Commutator Lead 
Fusing gives better bonding 
at higher temperatures. New 
carbon brushes get 50% long- 
er life, cut commutator wear. 


Improved Cooling System uses 
new-design fans, larger ven- 
tilating holes to make eve 

Black & Decker Drill the cool- 
est handling tool for the job. 


More Power Per Pound in 
every B&D Drill helps you 
get through your work quicker 
and cleaner. Contour handles 
afford the easiest grip, too. 


rts. 


BLACK DECKER’S LONGER LIFE LINE 


58 B&D Drills get through the work faster, easier 
... have more drill power to last longer 


NEW! %” End Handle Drill is ideal 
for tough maintenance and production 
jobs. So powerful it has 48 ft. /lbs. lock 
torque, highest of comparable tools. 


Magnetic Drill Press in %” and 1” %” 
sizes, sticks to the job in any position. 
2-speed 1%” also available. All models 
reverse. Manual or remote control. 


Tue Biack & Decker Co., Dept.D 
Towson 4, Md. (In Canada: Brockville, Ont.) 


Please arrange for a demonstration of..... 
Please send me more information on 


Name 

Company -.------------- 

Address. 

City... ...Zone ----State-- 
Fo «up 

Vacuum Screwdrivers Hammers © Portable 


Grinders 


NEW! 
head for 
in tight places. Reverse the end 
attachment to speed up or slow down. 


Heavy-Duty Drill has more muscle 
than any drill its size, positive drive 
clutch, proved reverse power that can 
pull a full-sized Diesel locomotive. 


%” Right Angle Drill has a 


REDESIGNED! ” End Handle 
Drill has a slimmer, more compact 
profile, ball-bearing construction. Fea- 
tures long-life, cooler-running motor. 


getting around corners, 


3%” Reversible Scru-Drill® is a drill and 
screwdriver in one. Drives or removes 
screws, nuts and bolts; drills %4” ca- 
pacity in steel, %” capacity in wood. 


Black Decker: 


CUTS MAN-HOURS TO MINUTES 


@ 


Every bit counts . . . when you go through maintenance and 
production jobs with any one of Black & Decker’s 58 drills. 
Power? B&D’s newly beefed-up motors won’t back down in 
the toughest going. Handling? When you grip a B&D Drill 
naturally, it’s never off-balance, always easy to handle. 
Durability? Black & Decker Drills lead a rugged life — and 
love it! You’ll find B&D tools are sold by leading distributors 
everywhere. For sales or service, look in the { 
Yellow Pages of your telephone book under . . 
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Carbide Tools 
S Part of Carmet's 
Program to help you 


Off-the-shelf 


delivery of Carmet 


Carbide Tools from 
your local 


CARMET 


Distributor 


October 1961 


AUTHORIZED DISTRIBUTOR © 


Over 75 distributors, coast to coast, display thi CEMENTED CARBIDE 
sign—service in your own local area. TOOLS & BLANKS 


Keep your inventory of Carmet Carbide Tools at a comfortable level. Keep your 
working capital free for other needs. Your Carmet distributor carries the load— 


that’s how he’s set up to do business. 
He carries your needs from the complete line of Carmet Carbide Tools in all 


gtades and every style. He is geared to deliver your orders quickly—a phone 


call gets action. 

And if you get in a production jam, special service is his middle name. Re- 
member, your Carmet distributor knows carbide tooling—with the help of the 
local Carmet technical man, you get all the help you need. 

Your Carmet distributor handles the best Carbide Tools and backs it with the 
best service! Allegheny Ludlum Steel Corporation, Carmet Division, Ferndale, 
Detroit 20, Michigan. 


CARMET 


CEMENTED CARBIDE + DIVISION OF ALLEGHENY LUDLUM 
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NEW IDEAS IN MARKETING What Manufacturers Are 


Marketing manager Howard W. Bennett lectures salesmen students during session at week-long “Morse Institute of Technology.” 


From product fundamentals to pricing and ordering procedures 


Morse Launches Its “institute of 


Morse Chain Co., Ithaca, N. Y., has 
held the first in a planned series of 
distributor sales training schovls at 
its headquarters. The company began 
these schools “to better acquaint dis- 
tributors with the many improved 
and new products along with the 
added product services available,” 
according to a Morse spokesman. 
The second school in the series is 
scheduled for October 22-27th. 

Called the “Morse Institute of 
Technology,” the course occupies a 
full Monday-through-Friday week of 
The 
salesmen attending the first Institute 
session earlier this year represented 
distributor firms from all parts of the 
sountry. 

Morse plans to hold two such 
sessions a year. 

The “MIT” course covered a wide 
range of subjects, ranging from in- 


work for distributor salesmen. 


tensive lectures on product knowledge 
to presentations on accounting and 
advertising. 

Conducted by Morse’s marketing 
manager, Howard W. Bennett, the 
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first course included discussions on 
fundamentals of various products 
(roller chain, silent chain, clutches, 
timing belts, gearmotors, etc.). In 
addition, the salemen were instructed 
in both the applications and market- 
ing possibilities for each of these. 
Each of the five days was marked 
by a guided tour of some key facil- 
ity of the company. The first day, for 
example, the men were taken through 
the joint, link and assembly depart- 
On other days, they toured 
the shipping department, machine 
shop, and the “Ramac” department. 
Other subjects taught the men dur- 
ing the course were pricing, ordering 
procedures. In preparation for a 
day’s 


ments. 


each man 
carried back to his quarters a hefty 
homework assignment. 


following work, 


At a concluding banquet, the sales- 
men were addressed on “attitudes 
that aid the individual in selling,” by 
the executive vice-president of Ross 
Roy-Brook, Smith, French & Dor- 
rance, the Detroit advertising agency. 

To promote attendance at the 


Technology” 


course, Morse sent out a series of 
“teaser mailers” in the preceding 
Seven weeks ahead of the 
course, for example, a mailer urged 
salesren to make travel arrange- 
ments and advised them as to arrival 
Subsequent mailers, embel- 
lished with cartoons, informed sales- 
men on hotel reservations and fea- 
tures of the MIT program. One mail- 
ing even included postcards the men 
could write out ahead since they 
wouldn’t have time in Ithaca (“We 
will mail them for you,” said Morse). 

In setting up MIT, Morse is en- 
deavoring to accomplish a number of 
sales-oriented 


weeks. 


times. 


objectives — provide 
product information, demonstrate the 
company’s factory capabilities, ex- 
tend the company image, develop 
distributor-manufacturer _re- 
lationships, induce distributor en- 
thusiasm, and enhance “dual profit- 
ability.” 

Each graduate of the course is 
given, in addition to a diploma, a 
binder containing teaching materials 
plus an outline of the course. 


closer 
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Doing to Help Distributors Build Profitable Sales V olumes 


Pratt & Whitney Holds 
First Distributor Course 


Pratt & Whitney Co., Inc., West Hart- 
ford, Conn., recently launched its 
product training course for its dis- 
tributors. It was a little over a year 
ago that P&W switched from direct 
sales to industrial distributors for its 
line of cutting tools and conventional 
gages. 

The main objective of the first 
training course was to acquaint the 
company’s distributors with products, 
production methods, sales policies, 
and operation methods. Fifty-five dis- 
tributor from all 
parts of the country attended the 
three-day course. 

On arrival at P&W’s plant, the 
distributors were welcomed by Paul 
N. Stanton, marketing vice-president, 
and then participated in a gage work- 


representatives 


Institute’s ASA Book 
Covers Diamond Wheels 


Grinding Wheel Institute, Cleveland, 
has “American Standard 
Specifications for Shapes and Sizes of 
Diamond Grinding Wheels, Hand 
Hones, and Mounted Wheels.” The 
publication is numbered B74.3-1961 
in the Institute’s series. 

It contains 37 pages of information 
on diamond wheels, each shape being 
illustrated and accompanied by a 
table listing the major dimensions of 
each standard size. A shape and size 
of wheel has been included only after 
engineering practice has decided if 
it will perform the job for which it 
is intended. 

The publication of this new stand- 
ard complements the other American 
Standard on the general subject 
issued in 1957, titled 
“American Standard Identification 
Code for Diamond Wheel Shapes, 
B74.1-1957.” 


issued 


which was 


October 1961 


Distributor representatives are shown operations in the hardening room at P&W plant. 


shop, a cutting tool workshop, and in- 
Other 


lectures and discussion covered qual- 


struction in carbide tools. 
ity control, marketing research, and 


sales methods. 


Based on the reception by distribu- 
tors representatives of this first train- 
ing course, Pratt & Whitney states 
that a second such course is now in 
the planning stages. 


POP RIVETS SHOWN OFF IN NEW COUNTER DISPLAY ltd 
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POP RIVETS 


TRY YOURSELF STATION 


Fastener Div., United Shoe Machinery Corp., Shelton, Conn., has developed counter 
displays, table-top demonstration units, trade show exhibits, and other aids to help 
distributors promote “Pop” rivets. Above, J. H. Schofield, product manager (left) 
and R. H. LeSage, assistant producer manager (right) inspects a “try-it-yourself” 
counter unit with R. H. Kane, advertising manager. The company is also making sales 
kits and case history material available to distributors in its promotion program. 
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William Goetz, distributor sales manager, guides group of distributor salesmen 


through “refresher” booklet after slide presentation on clutches, at end of meeting. 


Formsprag Finds Meetings 
Pay Off in Higher Sales 


Formsprag Co., Warren, Mich., is 
running a distributor sales training 
program weighted heavily in favor 
of visual aids and what might be 


‘ 


termed “graduate” work. First 
started in 1958, the program is, says 
the company, “geared to specific 
objectives of mutual interest to the 
company and its distributors.” 

The sales training sessions are held 
in various parts of the country, each 
session starting in the late afternoon 
and lasting three to four hours, 
winding up early in the evening. 
William C. Goetz, manager of dis- 
tributor sales, decides with a district 
manager where to hold a given meet- 
ing, and arrangements as to date, 
time, and place are made with the 
local distributor. 

Conducted by Goetz, a typical ses- 
sion includes a “what-you-should- 
know” product presentation with 
slides, a question-and-answer dis- 
cussion, and a problem-solving semi- 
nar or clinic. The session covers the 
company’s line of sprag-type overrun- 
ning, indexing, and _backstopping 
clutches, Rawson centrifugal clutches 
and clutch-couplings, and Rev-Lok 
dual torque-locking and positioning 
devices. 

On the day after the meeting, a 
four-man team from Formsprag 
works directly with distributor sales- 
men making calls with them on their 
customers. This group includes, be- 
sides Goetz, the local district man- 
ager, the resident sales engineer, and 
an application engineer from Form- 
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sprag’s home office in Warren. 

According to the company, dis- 
tributor salesmen have responded 
favorably to this “graduate-work” 
aspect of the sales training. They 
find it pays off in actual orders, and 
also demonstrates to customers the 
services behind the product. 

Goetz holds about 20 meetings in 
various sections of the country from 
September to May. He spends the re- 
maining months “reviewing results of 
our efforts and preparing our new 
program for the coming year.” 


OHIO BRASS PRODUCES FILM FOR VALVE DISTRIBUTORS 


At the conclusion of each meeting, 
the salesmen attending are given three 
“refresher” manuals which recapitu- 
late the lecture and slide material 
presented on Formsprag, Rawson and 
Rev-Lok products. They are also given 
a number of application bulletins. 

Says Goetz of the refresher book- 
lets: “They serve as a constant re- 
minder of our company and our 
products, and help him retain the 
story given at the meeting.” 

Distributors like these meetings, 
says Formsprag, for a number of 
reasons—the fact that they are con- 
ducted by trained engineers, that they 
are held on the distributor's own 
home ground, that their salesmen 
can make calls with trained field and 
headquarters men. 

Goetz declares that the program 
has resulted in increased sales for 
several distributors. An eastern dis- 
tributor, he reports, has raised sales 
110% since 1958, and a Midwest 
distributor boosted sales 60%. 

The program has evidently paid off 
for Formsprag; in three years it has 
doubled its distributor sales volume. 
Moreover, the company has doubled 
its distributor outlets since 1958, 
from 63 to 120. So far this year, it 
has added 11 distributors. 


Ohio Brass, Mansfield, O., has produced a new 15-minute sound slide film titled 
“Sharpening Your Competitive Edge.” The purpose of the film is to point out to 
present and prospective valve distributors the competitive advantages of handling the 
Ohio Brass line. The film’s theme concentrates on product features, promotion 
available to distributors, service, ahd the firm’s distributor policy. A booklet, “Know 
Your O-B Valves,” and other literature is distributed after each film showing. 
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More than 23 types of couplings, covering your 
standard requirements, are regularly stocked 
and available for prompt. shipment. Special 
couplings fabricated to order, — 


Capito! Couplings are made to specifications 
; of the Association of American Railroads, the 
American fron and Steel Institute, and the 

American Petroleum institute. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 
AND DISTRIBUTORS 


MANUFACTURING CO, 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 


There’s a CAPITOL COUPLING for every job 
API LINE WELL DRILLERS 
EXTRA HEAVY AAR RAILROAD NG 
1 TUBING MED ANU — CHAMFERED 9 
3,000# & 6,000# [WATER WELL CASING = SSs 
ee WHAT . 9 
API CASING RIGHT AND LEFT THREAD FORMs 
GT 
| 
COUPLINGS — WIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE CONS — WELL SUPPLIES — STEEL PIPE FITTINGS 


When it comes to Lock Washers 


Buyers and Sellers Agree... 
COIN PAK Cuts Handling Costs 


This modern method of machine packaging in 
paper tubes results in the MOST COMPACT 
package ever devised for Lock Washers . . . 
saves valuable shelf space! Mellowes 2-Label 
cartons may be stacked in the new upside-down 
position which prevents accidental spilling, or 
in the conventional right- side-up manner 
Either way, the end label is right-side-up for 
easy reading. 
Coin Pak eliminates counting, weighing, mix- 
ing of sizes, loss of washers! Lock Washers in 
Coin Pak are sold only through recognized 
industrial distributors. 


and fer BULK it’s 


SUS 


the modern 
BULK 
PACKAGE 


Volume users save money by ordering their lock washers 
in JOB-PAK—the contents of a keg in ONE shipping con- 
tainer divided into 6 equal inner cartons—Labeled and 
Counted. JOB-PAK provides distributors with re-usable 
cartons, saves valuable floor space. 


Individual Inner Cartons are 
the same as a distributor package 


Made in 


129 NASH MILWAUKEE 12, WISCONSIN 
M sofa lete Line of Lock Washers in all Standard 
and Special ‘Sizes: Non-Ferrows and Plated; in Bulk, Conven- 
tional Packages, Special Packages, Coin Pak and Job Pak. 


A8-2015 


3M 


COMPANY 3m 


Minnesota Mining Adopts 
New Symbol for 27,000 Products 


Minnesota Mining & Mfg. Co., St 
Paul. has adopted a new corporate 
symbol to identify its more than 
27.000 products and brands. 
Using a specially-designed typeface, 
the symbol boldly displays “3M” with 
the appropriate word (“brand” or 
“company, etc.) tucked underneath. 
The new symbol is intended to 
eliminate confusion in the minds of 
consumers that a particular product 
is or isn’t a 3M product. 

The result of 13 months study, in- 
volving conferences throughout the 
big company, the new symbol will 
supplant some two dozen variations 
on the 3M mark now being used. 

Says Joseph C. Duke, the company’s 
executive vice-president: “When one 
product, division, or subsidiary 
makes a favorable impression any- 
where, every other 3M division, sub- 
sidiary, or product should benefit. In 
turn, the achievements and prestige of 
the 3M company should benefit each 
product and activity of the company.” 

The company’s advertising staff ad- 
ministrator, G. W. Sandell, states that 
3M will not attempt a “family” design 
for its packaging, because of the 
diversity of the products it markets. 
But all shipping cartons will carry the 
new symbol. Nor has a “family” 
color been selected for the new 
symbol. 


Harper Booklet Tells 
About Value Analysis 


H. M. Harper Co., Morton Grove, Ill., 
has issued a booklet titled “Fastener 
Value Analysis,” an explanation of 
techniques for evaluating metal fast- 

eners in terms of their use. 
The illustrated 14-page publication 
continued 
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>BSOLET 


ADVERTISING 


...CHECK INTO THE O/C 


DISTRIBUTOR PARTNERSHIP PLAN 


Open your eyes to the interesting possibilities offered by OI C’s 
Partnership Plan. It is based on a bold new concept which 
makes each distributor an equal partner and eliminates many 


of the handicaps present in so many incomplete working rela- 
tionships. The pressing demands you experience make the old 
way of doing things neither efficient nor desirable. New prob- 
lems and new marketing goals call for new methods .. . and 
here they are! If you plan maximum growth in the years ahead, 
it will pay you to investigate the OIC Partnership Plan. 


THE FINEST VALVES AND DISTRIBUTOR SERVICE FROM OIC al 


ALVES 


BRONZE, IRON, 
FORGED STEEL, 

CAST STEEL AND 
DUCTILE IRON VALVES 


The Ohio Injector Company 
243 Main Street, Wadsworth, Ohio 


Please send me a free copy of the O!1C 
Partnership Plan. 


The OIC Partnership Plan is 
explained in this easy-to-read 


illustrated booklet. Send cou- Name —_Title 
Company___ 

pon for your free copy today. 
City 


10317-O1C 
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SPIROID* GEAR TRANSMISSION 
ALUMINUM ALLOY HOUSING 


The new Coffing hand chain PORTA-HOIST with its exclusive Spiroid 
gear transmission and aluminum alloy housing is the first new concept 
in hoist design in twenty years. 

With this development, Coffing not only broadens its line, but gives 
you many important selling points to make with your customers and 
prospects. 

The Spiroid transmission, with fewer moving parts to wear, assures 
long dependable service with low maintenance. It also provides 
strength and safety as the gearing has more teeth in simultaneous con- 
tact than any other type of hoist. 

The impact resistant aluminum alloy housing and the simple, com- 
pact power package provides a hoist that is light in weight and has 
less bulk which makes for ease of portability. 

These are only a few of the reasons why your customers will want 
to know more about the new Porta-Hoist line of 11 models—14 to 12 
tons capacity. Write for the selling ideas in Bulletin ADH-76-ID. 

*Spiroid® is a registered trade name by Illinois Tool Works. 


COFFING HOISTS 


DUFF-NORTON COMPANY 


Four Gateway Center, Pittsburgh 22, Pennsylvania 


COFFING HOISTS FF-NORTON sacks 
Ratchet Lever « Air Ratchet « Screw 
Hand Chain « Electric Hydraulic Worm Gear 


provides users of non-corrosive 
fasteners with a guide for finding 
production cost savings possibilities. 
“It has been estimated by an indus- 
trial survey,” states the booklet, “that 
52% of every sales dollar goes into 
the cost of goods purchased. If a 
four percent savings in cost is effected 
through procurement, it can add as 
much to net profit as a 20% increase 
in sales. There is a difference in 
products, and this difference can be 
measured by value analysis, resulting 
in greater functional worth, realistic 
savings, and often a better product.” 

The booklet features a detailed 
questionnaire in which the distributor 
salesman can assist his customer 
make an actual value analysis of his 
present fasteners. 


Pyramid Instrument Has 
Distributor Demonstrator 


Pyramid Instrument Corp., Lyn- 
brook, N. Y., has made a new demon- 
strator available to distributors, en- 
abling them to show electrical service- 
men how to test and trade with 
“Amprobe” instruments. 

The unit features actual working 
models of the Amprobe RS-3 (snap- 
around volt-amp-ohmmeter) and the 
Amprobe cable tracer (permitting 
one man to trace circuits), both of 
which have transparent bodies to re- 
veal their working parts. 

Assembled in an attache-type case, 
the demonstrator contains circuits 
that simulate normal job which con- 
tractors and servicemen come across 
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every day. These circuits are hidden 
beneath a panel on which pictures of 
a motor, lighting fixture, relay, switch 
panel, and three outlet boxes are 
printed. 

The circuits are activated by 
plugging a line cord into any outlet. 
The distributor salesman can then 
demonstrate how the two Amprobe in- 
struments can help save time and 
labor for the user. The manufacturer 
also believes that the demonstrator is 
a good door-opener, helping the sales- 
man sell other lines. 

The demonstrator itself is free ; dis- 
tributors are asked to pay only the 
normal list prices for the instruments 
contained in it. 


Xcelite Display Case 
Holds Back-Up Stock 


Xcelite, Inc., Orchard Park, N. Y., is 
making available a new counter dis- 
play case with a back-up stock of 
blades and handles for its No. 99SM 
“Service Master Kit, and No. 99PR 
and No. 99JR nut and screwdriver 
sets. 

Made of light oak, the case contains 
plastic inner tray with labelled com- 
partments holding six of each item. 

In an opening at the back can be 
used to store order pads and litera- 
ture. The height of the case is four 
inches. It is fitted with a sliding 
glass top. 


Delta Revises Catalog 
On Its Power Tools 


Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh, has revised its 
catalog of industrial power tools and 
accessories. Some of the new tools 
described in the 96-page publication 
are the line of 20- and 17-in. power 
feed drill presses, the new 12-in. cut- 
off machine, and the 7-in. standard 
grinder. 

Also described are the line of drill 
presses, grinders, shapers, planers, 
etc. Specifications, catalog listings, 
and descriptions of accessories are 
included. Action photos and drawings 
supplement the text. 
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"Customers stay sold... 


this means repeat business!” 


MR. L. E. RICKEY of the JARVIS SUPPLY COMPANY, 


DENVER, COLORADO has this to say about 
UNITED “‘POP” RIVETS, “‘Our experience 
has shown that once a ‘POP’ Rivet applica- 
tion is made in a customer’s product he 
usually stays sold, and in many cases he 
looks for other uses for rivets in his plant. 
This means repeat business!” 


check over some of the ways 


“p O pr 


PROFIT-ABILITY 
will build YOUR 
sales and profits — 


rd YOUR SAME SALESMEN SELL MORE... 
because, as an established Industrial 
Distributor, you have a sales force that is 
already calling regularly on the people who 
buy fasteners . . and these people are 
always looking for a new fastener that can 
help them reduce assembly time and costs! 


i ONCE SOLD, CUSTOMERS STAY SOLD 
. . . because ‘‘POP” Rivets offer solid 
advantages that will help your customers im- 
prove the quality, appearance and acceptability 
of their products; speed assembly operations; 
and cut the installed costs of their fastenings. 
This means more repeat business, with steadily 
increasing sales and profits! 


i“ UNITED SUPPORTS YOUR SALESMEN ... 
and backs up their sales efforts with the 
biggest, most comprehensive program of ad- 
vertising and sales promotion in the blind 
rivet field. This program pre-sells prospects 
and produces live leads for your men to 
follow up! 


IF YOU'RE AN ESTABLISHED DISTRIBUTOR 
. . . with an alert sales organization, you'll be 
interested in the complete ‘‘POP’’ PROFIT- 
ABILITY story. Write today on your company 
letterhead to: Product Manager, ‘‘POP”’ RIVETS, 
United Shoe Machinery Corporation, Shelton, 
Connecticut. 


HERE'S HOW THEY WORK 
“POP” Rivets are inserted and set from 
the same side: (1) Rivet is inserted in 
the work. (2) Jaws of the easy-to-use 
Setting tool grasp the mandrel. (3) Tool 
is operated. Jaws pull back. Rivet is 
set. Mandrel breaks and falls free. MANDREL 
BREAKS AND FALLS FREE 


FASTENER DIVISION @ UNITED SHOE MACHINERY CORPORATION 
2036 River Road, Shelton, Connecticut, U.S.A. 
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J New Stanley Motors 


. 


Hidden values that mean 
longer tool life, better per- 
formance, more satisfied 
customers, more repeat 
business. 


\ 


“Window” Brushholders 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
STA N L EY This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools — tools 
* builders hardware industrial hardware drapery hardwore * automatic door controls « 
* springs * costings © strip steel © steel strapping—made in 24 plants in the United States, Conoda, England ont Germany. 


CANADIAN PLANTS. HAMILTON, ONTARIO, AND ROXTON POND, F.Q. 


REG VU. S. PAT. OFF 
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STANLEY 
Power Too! Line 


Sanders and 


Polishers 
STANLEY . . . has long been the ‘‘buy-word’’ among power tool users in 


industry, where quality must rate primary consideration. You can recom- 
mend and sell STANLEY industrial power tools with complete confidence. 


COMPLETE PRODUCT LINE... of electric, high frequency and air powered 
tools offers you the broad potential market so essential in building a solid 
profit foundation of diversified sales. 


TIME-AND-MONEY-SAVING PERFORMANCE .. . for your customers. 
STANLEY power tools are engineered to combine a high ratio of usable 
power with perfect balance and light weight. 


_ Some of the many hidden values contributing to longer tool life are _ 
precision gears cf heat trepted high-strength, alloy steel for reliability 
_-and minimum, noise; exclusive ‘“‘window'’ brushholders for instant brush 

inspection; new Stanley Motors; and more effective ventilation and cooling. 
__ These hidden values all add up to more usable under heavier loads 


BUILD YOUR PROFITS .. . on the STANLEY reputation for quality products, 
a reputation maintained during more than a century of service to industry. 
Why not look into the industrial line of Stanley power tools? Write to Stanley 
Power Tools, Division of The Stanley Works, 4810 Myrtle Street, New 
Britain, Connecticut. 


Unishear “ 
Metal Cutting Shears 


ALL PURPOSE SAW 


No. 363 Stanley All Purpose Saw. Has high 
speed for cutting wood, plastics, plaster, any 
composition material; low speed for cutting 
wide range of metals. Plunge cuts; will flush 
cut vertically or horizontally without addi- 
tional attachments. 


IMPACT DRILL 


The Stanley No. 404 Impact Drill will cut 
through reinforced concrete, brick or ma- 
sonry. Gives straight, smooth, cylindrical 
holes without chipping, fracturing, breaking 
or spalling the material. A one-man portable 
tool, easily carried job-to-job. 


AND .. . Heavy-Duty Routers, Builders Saws, Power Planes, Bench Grind- 
ers, Electric Hammers, Unishear® Metal Cutting Shears; High-Frequency 
and Air Powered Equipment. 


STANLEY POWER TOOLS 
DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONNECTICUT 
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NEWS OF PEOPLE AND EVENTS 2% Keep You 


Warren Pike, Randolph Jackson Head Speaker List 
For 1961 MPTEDA Convention, Chicago Oct. 22-25 


“Learn From The Mistakes Of Others—You Can’t Live Long Enough 
To Make Them All Yourself,” 1961 MPTEDA Convention Theme 


Warren M. Pike, president, Warren 
M. Pike Boston, and 
Randolph H. Jackson, vice president, 
Boston Woven Hose & Rubber Co., 
will head the list of industry speakers 
at the 1961 Mechanical Power Trans- 
mission Equipment Distributors’ As- 
sociation Convention, to be held 
October 22-23-24-25, 1961, at the 
Edgewater Beach Hotel, Chicago. 

On Sunday, October 22, registra- 
tion will be from 1-8 P.M., with a 
“hello party” and cash bar at the 
Edgewater, from 5-7 P.M. Registra- 
tion continues all day Monday. 

Warren M. Pike, MPTEDA presi- 
dent, will deliver the president’s open- 
ing message at 9 A.M., Monday. This 
will be followed by reports of the In- 
dustry Relations Committee, Cost of 
Doing Business Survey Committee, 
Secretary, Nominating Committee. 

The luncheon gathering, from 
12-2 P.M., will be addressed by 
Randolph Jackson, Boston Woven 
Hose & Rubber Co. His topic is, “The 
Specialized Application and Sale of 
Mechanical Transmission 
Equipment.” 

Sales training responsibilities of 
distributors and manufacturers will 
be the subject of a panel discussion, 
from 2:15-3:15 P.M. The panel, 
moderated by President Pike, will in- 
clude two distributor and two manu- 
facturer participants. 

The panel discussion will be carried 
on by seminars from 4-5:15. 

Tuesday’s first order of business 
will be the election of officers. 

From 9:15-10:45 A.M., there will 
be a panel on “Sales Tralning—Dis- 


Associates, 


Power 
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tributor - Customer Responsibilities.” 
The panel consists of a purchasing 
agent and an engineer, who purchase 
from mechanical power transmission 
equipment distributors, and two dis- 
tributors. One distributor will speak 
on O.E.M. accounts; the other on 
consumer accounts. 

The panel session will be followed 
by seminar discussions, 11-12:30. 

Tuesday afternoon will be devoted 
to meetings between distributors and 
manufacturers. 

Cocktails will be served from 
6-7 P.M., followed by the banquet at 
7:30. New officers will be installed 
during the banquet. Dancing will 
follow, from 9-11 P.M. 

Wednesday morning will feature a 
sales managers panel. Topic for dis- 
cussion is “How We Motivate Sales.” 
Participants are two manufacturers’ 
sales managers and two distributors’ 
sales managers. 

This panel will be followed by 
seminars from 10:30-11:45. 

At the luncheon meeting from 
12-2 P.M., Michael M. Ecksel, execu- 
tive publisher, Industrial Distributor 
News, will speak on “How to Increase 
Distributor Net Profits by Modern 
Sales Motivation Techniques.” 

Next, the incoming president will 
address the convention gathering. 

After the president’s message, the 
Association’s profit-sharing plan will 
be studied by the vice president of 
National Securities and Research 
Corp., New York City. 

The convention will 
informal manufacturer - 
meetings. 


end with 
distributor 


Charles C. Gates, Jr. 


Charles C. Gates, Jr., Elected 
President Of Gates Rubber Co. 


Charles C. Gates, Jr., 40, was elected 
president of the Gates Rubber Co., by 
the board of directors. Mr. Gates 
succeeds his late father as president 
of the $150,000,000 Denver based 
corporation. 

The elder Gates, founder and first 
president of the firm, died in Denver 
August 29, after a lengthy illuness. 
See obituary on Page 219. 

In accepting the presidency Mr. 
Gates said, “There will be no change 
in the company’s policy. It will be 
our goal to carry on and to build 
constructively on the fifty years 
efforts of those who have gone before 
us. The future of this company is 
unlimited.” 

Young Gates came to the firm in 
1946 after three years with Copoly- 
mer Corp., where he was employed 
as assistant chief engineer. He 
worked in the Gates engineering de- 
partment until 1949, when he became 
a vice president. He became execu- 
tive vice president of the company in 
1958. 

Mr. Gates has played an active part 
in civic affairs in Denver. 
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Informed of News Developments Among Industrial Distributors and Manufacturers 


Business Community Honors 
Past NIDA President 
For Fifty Years Of Service 


Hesket H. Kuhn, president, The 
Hardware & Supply Co., Akron, Ohio, 
was recently honored by Akron civic 
and business leaders, on the comple- 
tion of 50 years service with his firm. 

Mr. Kuhn was president of the 
National Industrial Distributors’ As- 
sociation from 1929 to 1931. 

An editorial in the Akron Beacon- 
Journal saluted Kuhn thus: 

“It’s not Hesket H. Kuhn who 
deserves congratulations upon com- 
pleting 50 years with the Hardware 
& Supply Co. 

“It’s the company and the com- 
munity which should be congrat- 
ulated, for having been fortunate 
enough to have had this tireless 
worker and genial friend in their 
midst for so long. 

“For many years, practically every 
good cause in Akron has had the 
steadfast assistance and often the 
imaginative leadership of Hesket 
Kuhn. But this has not meant that he 
has neglected his business responsi- 
bilities. The continued growth of 
Hardware & Supply during his years 
as president is testimony of that. 

“At this point, Hesket appears to 
be as indestructible as the highest 
quality goods he sells. 


Hesket H. Kuhn 
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Manheim Mfg. Holds Four-Day Sales Meeting For Sales Staff in Pennsylvania 


Fourteen salesmen attended the four day sales training seminar at the Manheim, Pa., 
plant of Manheim Mfg. & Belting Co. Principal subject discussed was the firm’s 
new Manheim automatic motor base. Features, engineering data and applications were 
explained by J. J. Sloyan, designer of the base. V. K. Alexander, vice president-sales; 
Charles A. Pfisterer, assistant director of sales, and Lawrence M. Thompson, director 
of research and development led seminar sessions on various Manheim products. 


Marine Suppliers To Meet 
November 13-17, New York City 


The 11th annual meeting of the Na- 
tional Associated Marine Suppliers, 
Inc., will be held at the Hotel Roose- 
velt, New York City, November 13-17. 

The third annual Marine Supplies 
and Equipment Show will be held in 
conjunction with it. The show is to 
be highlighted by speakers from the 
Navy, Coast Guard and Maritime 
Administration. 

The program and speakers cover a 
broad range of subjects pertinent to 
all in the marine industry, according 
to C. Willman Brown, executive di- 
rector of NAMS. 

The first of the seminars will be 
conducted by the Navy’s Bureau of 
Supplies and Accounts. The session 
will give practical steps to persons 
and firms who are anxious to sell to 
the Navy. 

A second session will be conducted 
by the Coast Guard. Subject is “Coast 
Guard Requirements As They Affect 


Commercial Vessel Suppliers and 
Operators” and also “Explanation of 
Coast Guard Approvals of Materials 
and Equipment”. 

The U.S. Maritime Administration 
will hold a session on “The Affect of 
Operating Subsidies on the Procure- 
ment Policies of Individual Steamship 
Operators”. 

The NAMS show will take place 
concurrently with the sessions of 
November 15-17. Further informa- 
tion about the program or the show 
may be obtained from the NAMS 
office at 736 Woodward Building, 
Washington 5, D. C., care of Mr. 


Brown, executive director. 


KIERULFF ELECTED 


C. T. Kierulff, president of Kierulff 
Electronics Division, Ducommun 
Metals & Supply Co., was elected 
president of the southern California 
chapter of the National Electronic 
Distributors’ Association. 
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Yale & Towne Appoints Rose 
Distributor Relations Manager 
Simendinger Product Sales Manager 


Harry F. Rose was named distributor 
relations manager for Yale & Towne 
hoisting equipment products by Yale 
& Towne Mfg. Co. 

Mr. Rose has been a Yale hoisting 
equipment sales specialist for the past 
30 years. 

In his new post, he will be respon- 
sible for the coordination of activities 
among the more than 700 industrial 
distributors that handle Yale hoisting 
equipment in the U.S., 
the firm. 

Mr. Rose joined Yale in 1931 as a 
later 


according to 


sales correspondent. He was 


Harry F. Rose 


T. J. Simendinger 


named assistant sales manager and in 
1952, was named regional sales man- 
ager for the Western United States. 


Product Sales Manager 


hoisting 


Simendinger was named 


equipment product sales 
manager. 

In his new post, he is in charge of 
administration of the Yale hoisting 
equipment sales headquarters depart- 
ment. His duties include product 
production planning and scheduling 
to meet distributor and customer re- 
quirements and the supervision of 
product improvement plans. 

Mr. Simendinger was serving as 
district sales manager for eastern 
Pennsylvania, southern New Jersey, 
Delaware and Maryland since 1956. 
He joined the firm in 1951. 


EIGHTY REPS ATTEND ATKINS SALES MEETING IN MISSISSIPPI 


More than 80 salesmen attended the 
recent nationwide sales meeting at 
Greenville, Miss., held by Atkins Saw 
Division, Borg-Warner Corp. 

The intensive five-day session cov- 
ered the complete line of Atkins wood 
and metal-cutting saws, saw chain 
and hardware items, according to the 
firm. 

The meeting was conducted by 
R. V. Merrell, vice president-sales and 
G. C. Bailey and J. D. Pickett, as- 
sistant sales managers. 

F. G. Fisher, Atkins president, 
summarized the firm’s accomplish- 
ments and position, and stressed the 
firm’s responsibilities as a supplier. 
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A tour of the recently completed 
7¥%-acre plant was given to the visit- 
ing salesmen. 

A total of 77 addresses and discus- 
sions gave the sales representatives a 
comprehensive review of all Atkins 
products, policies, and programs, to- 
gether with a preview of new products 
now under development. The critical 
importance of product design, engi- 
neering and production management 
was emphasized repeatedly. 

Other highlights of the meeting in- 
cluded introduction of sales trainees 
and a detailed explanation of the 
firm’s nationwide warehousing and 
distribution facilities. 


55-Year-Old Distributor Firm 
Marshall-Newell Co. Sold 
To Coastwise Industrial 


Marshall-Newell Supply Co., 55-year- 
old South San Francisco industrial 
distributor firm, was sold to Coast- 
wise Industrial Co. of San Francisco. 
The amount of the sale was not dis- 
closed. 

Coastwise Industrial has exten- 
sive holdings in Humbolt county, 
north of San Francisco; these in- 
clude Eureka Boiler Works, the Fred 
E. Barnett Co., and Eureka Oxygen. 

New general manager-sales_ di- 
rector of Marshall-Newell is Dwight 
Carroll, formerly of C. W. Marwedel, 
of San Francisco. He replaces Allan 
Chambliss. 

Mr. Chambliss is now doing con- 
sulting engineering work for the city 
of San Paul Larimer, 
former sales director, is with Syl- 
vania Electric Product Co.’s market- 
ing department at Santa Cruz. 

Beside the changes at the top man- 
agement level, sale to Coastwise 
means that Marshall-Newell will in- 
tensify the firm’s coverage of the San 
Francisco Bay Area, management 
said. Two new outside salesmen were 
added, bringing the total to twelve. 
Mr. Carroll said the bigger force is 
needed to keep pace with industrial 
growth there. 

It was emphasized that the firm 
will continue to act as an independent 
distributor and will not materially 
change its lines or territory. 

Purchase of Marshall-Newell is 
expected to strengthen Coastwise In- 
dustrial through diversification, com- 
pany officers said. The firm’s hold- 
ings, up to now, have been heavily 
dependent on timber, which has been 
a disturbed industry for the past few 
years. 


Francisco. 


DRESSER APPOINTS CARTWRIGHT 


John P. Cartwright was appointed 
vice president, Machinery Group, of 
Dresser Industries, Inc. He comes 
to Dresser from Joy Mfg. Co., where 
he was a vice president and general 
manager of the industrial division. 
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Purchasing Executives Report 
Business Moves Again 
After Summer Lull 


Business conditions again show snap 
and vitality after the summer lull 
during June and July. according to 
the composite opinion of purchasing 
agents who comprise the Business 
Survey Committee, National As:ocia- 
tion of Purchasing Agents. 

The purchasing executives indicate 
in their August report that the steady 
climb upward, noted since February, 
once more appears to be gathering 
momentum, with a strong movement 
for the better likely within the next 
sixty days. None of the reporters 
appear willing to call it a “boom” in 
the making but rather a return to 
normal healthy business. 

New orders are reported up by 
37% of the NAPA reporters, and only 
12% report a lower situation: 49% 
reporting higher production activity, 
up from 37% last month, while only 
13% report lower production levels. 

Last month’s report reasoned that 
the key to the next strong movement 
in the economy was the inventory 
policy of P.A.’s. This month’s special 
question was directed at finding out 
what forces might trigger accumula- 
tion, and when. It would appear the 
threat of strikes in vendors’ piants 
and lengthening of lead time on mate- 
rials are the two strongest forces af- 
fecting inventories. 

A modest upward push on com- 
modity prices occurred during the 
past month, but the over-all situation 
reflects improved stability rather than 
a wide range of increases, according 
to the report. 

The extent of forward buying has 
changed little during the past month. 
While the long-term trend is upward, 
lengthening the lead times, buyers 
show little to commit 
themselves beyond the minimum de- 
livery requirements of their vendors. 
Comments _ indicate, that 
these requirements are being closely 
watched in view of potential labor 
difficulties and the advancing rate of 
Some P.A.’s are 
using blanket orders for protection. 


inclination 


however, 


business activity. 
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Machine Parts Corp. Wins T. 8. Wood’s National Sure-Flex Coupling Contest 


Russell J. Goodnow (left), president, Machine Parts Corp., Providence, R. I., re- 
ceives from C. O. Wood, Jr., president, T. B. Wood’s Sons Co., an engraved plaque to 
commemorate the winning of W ood’s national “Sure-Flex” coupling contest. A dinner 
was held to honor key personnel of the New England Distributor. Machine Parts 
also won the Sure-Flex contest in 1959. Cash incentives were paid to personnel. 


Unfair Trade Practice Complaints Now Filed Through SBA Field Offices 


To expedite action on complaints of 
unfair trade practices, small business- 
men can now file their applications 
through field offices of the Small 
Business Administration, located in 
59 cities throughout the country. This 
action was made known under an 
agreement announced jointly by 
SBA Administrator John E. Horne 
and Federal Trade Commission 
Chairman Paul R. Dixon. 

The agreement is designed to make 
it more convenient for the small busi- 
nessman to file his complaint and will 
speed the handling of applications. 
SBA field offices will forward the 
complaints directly to the FTC Head- 
quarters in Washington, D. C. for 
appropriate action. 

The announcement came as a result 
of a recommendation made by the 
recently - established White House 
Committee on Small Business. The 
Committee was established by Presi- 
dent Kennedy in May to review small 
business problems; to make recom- 
mendations for improvement; and to 
suggest new policies and programs of 
government assistance to small 
businesses. 

Mr. Horne said that “as a service 


to small businesses all SBA field 
offices will receive complaint applica- 
tions regarding suspected violations 
of the Clayton Act, unfair trade prac- 
tices and other matters coming within 
the jurisdiction of the FTC. With the 
limited number of FTC field offices 
this service should make it easier for 
the small businessman to file his 
complaint.” 


FTC Continues Processing 
Mr. Dixon explained that FTC's 


10 field offices will continue to process 
and investigate suspected antitrust 
and other violations of the law. 
“However, SBA’s 59 field offices are 
now in a position to help speed-up the 
referral of matters warranting our 
attention.” Mr. Dixon said in his ex- 
planatory remarks. 

Mr. Horne said that the Agency 
recently issued a Small Marketers Aid 
titled “Trade Regulations and Small 
Business” which is available upon 
request from all SBA offices. The 
leaflet was prepared by staff members 
of the SBA, FTC, Departments of 
Justice and Commerce, and discusses 
laws regulating the competitive prac- 
tices of businesses. 
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L. Harris 


Esco Appoints Harris 
Manager Of Industrial Sales 


C. L. Harris was appointed manager 
of the industrial sales department, 
Engineering Supply Co., Division of 
Texas Instruments Incorporated. 

In his new capacity, Mr. Harris 
assumes responsibility for the sale of 
milling and manufacturing tools and 
industrial supplies. 

He joined the firm in 1949, as a 
salesman and has worked the past 
12 years in direct sales and sales 
1958, 
sales manager of the geophysical and 
graphic arts department, and will 
continue to direct the operations of 


management. In he became 


that department. He is a member of 
SAE, ASTE, and other organizations. 


Anti-Friction Distributors 
Schedule 1961 Annual Meeting 
October 15-16-17, In Chicago 


The Anti-Friction Bearing Distrib- 
utors Association will hold its annual 
meeting October 15-16-17, 1961, at 
the Sheraton Towers in Chicago. 

Theme of the convention is “Let’s 
Take a Look at the Distributor.” 
Many phases of the distributor opera- 
tion will be covered by panel modera- 
tion at the meeting. 

The directors meeting will be held 
October 15 and the general meeting 
is scheduled for October 16 & 17. 

Frank Timble, president, Bearing 
Headquarters Co., Chicago, will be 
moderator of a panel discussion at 
the meeting, on “The Development of 
Market Potential.” Mr. Timble was 
president of the Anti-Friction Bear- 
ing Distributors Association in 1960. 

“Effective Advertis- 
ing,” is the topic of a second panel to 
be moderated by John J. Dames, 
R-J Bearings Corp., St. Louis, Mo. 


Although invitations were not ex- 


Distributor 


tended to manufacturers for the 1961 
fall meeting, an Association spokes- 
said that 
would again be invited to join with 
the distributors at the meeting to be 


held October 15-17, 1962. 


man the manufacturers 


Gerard Packing & Belting Appointed New York Area Distributor For R/M 


Gerard Packing & Belting Co., New York City, was recently appointed an author- 
ized distributor for packings and gasket materials, in the New York area, by Ray- 
bestos-Manhattan, Inc. Founded in 1925 by George J. Jansen, seated, the firm moved 
to new, larger quarters in April, 1961. Gerard G. Jansen, standing, is president. 
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Robert E. Deshon 


Republic Supply Appoints Deshon 
To Southern Industrial Division 


Robert E. Deshon was named man- 
ager of the Southern Industrial Divi- 
Republic Supply Co., Los 
The Southern Industrial 
Division is one of four major divi- 
sions of the company. 

Mr. Deshon began his career with 
Republic in 1940, as a representative 
in the company’s field stores. 

After serving in the army, he re- 
turned to the firm as manager of the 
Los Angeles order and quotation de- 
partment. In 1954 he was named 
assistant manager of the Northern 
Division in San Leandro, Calif. 

Since 1957 he has been general 
manager of several Republic divi- 
sions. 

Republic Supply Co. recently cele- 
brated its fiftieth anniversary. 


sion, 


Angeles. 


New Research Center Opened 
By Koppers In Pennsylvania 
A new $8,500,000 research center was 


opened recently at Somervell Park, 
Monroeville, Pa., by Koppers Co., 
Inc. 

The new center marks the high 
point of a 12-year program of di- 
versification and research. 

Approximately one-third of the 
buildings, on the 176 acre site, have 
been completed. The center will 
eventually house more than 1,500 
scientists and their assistants, doing 
research in chemicals and plastics. 

Among the projects to be con- 
ducted, are tests on the reaction of 
various materials to temperatures up 


to 25,000 degrees Fahrenheit. 
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this free 120-page classified directory 


These Economy Products “ me Here’s what 

are purchased every day Belmont Packing a 

through Distributors Distributors say: 
Let your salesmen get their share— 
Priced right —nationally advertised 


‘ 


Robert W. Firlik 


SHOPLIFTER new Mark II model John A, Kinley 
The original lifter of its type and first 
choice with users for over 20 years... 


full 750 Ib. working capacity. New low | Eaton Expands Marketing Services; 


price of $195.00 f.0.b. Chicago, includes 


complete safety features. Several other Appoints Firlik And Kinley 


models available. 
ELEVATING Robert W. Firlik was named man- 
TABLES ager-economic research and John A. 
handler, constant for the marketing department of 
height table, load Eaton Mfg Co 
leveler, or portable 
These promotions are part of 
Eaton’s program to broaden its 


work table. Ask for 

bulletin ET-245. 
marketing services in order to keep 
pace with the firms product mix, ac- 


Price $245.00. 


SHOVE-L TRUCKS 
A really different broad 


blade truck . . . designed cording to the Ohio firm. 
ee ae. Mr. Firlik has built up a reputation 
wi ice o i 
wheel size in both metal among truck manuaftcurers and fleet sider handling this sie) 
Priced from owners for his analytical studies of 
the trucking industry, particularly in ses. 
DRUM TRUCKS forecasting sales and production Orr are 
For all 30 gallon and open. Ask about the 
55 gallon metal drums. | trends, according to Eaton. a F 


Available with natural 


rubber or neoprene 


reecsea'co °°? | Nielson Appointed Manager “THE BIG PROFIT LINE” 


RED ROCKER BARREL STANDS Of General Bearing Co. 


Everybody needs them! Safe . ‘ 
and Sane elenanaeh draining | Mel Nielson was appointed manager 


of 55 gallon drums. 18° and | of General Bearing Co., Portland, 
24” drain heights . . . with 


and without wheels. Ore., according to Lester Anderson, 
president of the firm. : 
Write for catalog and dealers discounts! Nielson had been Western division : 4 
Sa eel 4532 W. Lake St., | manager in Los Angeles for Waldes The Belmont Packing & Rubber Co. 
Chicago 24, lil. Kohinoor, Inc. Philadelphia 37, Pa. 
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Houston Distributor Buyers Group 
Elects Moltz, Chairman 


A. J. Moltz was elected chairman of 
the Distributors Buyers’ Group of the 
Houston Purchasing Agents’ Associa- 
tion. Mr. Moltz is vice president and 
director of purchasing for Heitmann, 
Bering-Cortes Co., 


Mr. Moltz, a long-time member of 


Houston. 


the Houston Association, succeeds the 
late F. M. Morris of Longhorn Supply 
Co., as chairman. 

Ben H. Brady, Allied Metals, Inc., 
was elected co-chairman and Andre L. 
Buffalo Electric Co., was 


named secretary-treasurer. 


Lesartre. 


FIRTH STERLING NAMES DIRECTOR 


Joseph C. Abeles, president, Kawecki 
Chemical Co., was elected to the 
board of directors of Firth Sterling 
Inc. Mr. Abeles succeeds Dr. Paul F. 
Genachte, now vice president, The 


Chase Manhattan Bank, N.Y.C. 


Foote Bros Appoints Burson 
Director of Marketing 


Robert G. Burson was appointed di- 
rector of marketing, industrial prod- 
ucts, Foote Bros. Gear & Machine 
Corp. 

Mr. Burson was formerly vice 
president of Dayco Corp. 

He has been in industrial sales and 
marketing fifteen 
J. R. Fagan, 


Foote Bros. president, Mr. Burson’s 


management for 
years. According 
capabilities and experience will be 
extremely valuable to the firm in its 
accelerated 


marketing program for 


new and existing product lines. 


Robert G. Burson 
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Your Customers Need These 


Hex Wrenches 


They’re the 
Perfect Mate 
to every 
Pipe Wrench 
You Sell! 


Six Sizes with Maximum Jaw Openings of 146’, 1/2”, 194", 2/2", 3/2" and 47%" across flats. 


Finest of All Adjustable Smooth-Jaw Wrenches 


MORE GRIPPING POWER... 
for all nuts. Puts a wrap-around 
grip on hexes that just won’t slip. 
Because you’re pulling with at 
least three flat sides at once, 
you'll never round off shoulders. 
Works on square nuts, valve 
packing nuts, unions and gas 
cocks and flat shapes, too. Smooth 
jaws won’t even mar polished or 
plated surfaces. 


RUGGED CONSTRUCTION... 


built good and solid. Thin but 
extra-strong jaws slip into tight 
places. The first time your cus- 
tomers use a hex wrench they’ll 
know that here’s a wrench they’ll 
use for a long, long time. It’s 
every bit as rugged as the popular 
Pipe Wrench. 


No. E-110 Offset Hex Wrench 
Big Jaw, Short Handle for Sink and 
Tub Drain Nuts—Maximum Jaw 
Opening—2%”’ across flats 


No. E-11 End Hex Wrench 
Offset Jaw for Easy Work in Tight 
Places 
Maximum Jaw Opening— 

1%2”’ across flats. 


Order your stock of these new easy- 
to-sell FRIT1D Hex Wrenches today! 
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Buy &¢uiels -- Industry's choice for Quality Products | Bunting Brass Begins Program 
To Modernize Manufacturing 


A 2% year modernization program 
has been started by the Bunting Brass 
& Bronze Co. The program will effect 
the firm’s entire Toledo manufactur- 
ing facility, according to William M. 


Hankins, Jr., president. 

Under way and scheduled for 
completion by the first of 1962 is 
modernization of the entire foundry, 
including replacement of melting 
and molding equipment. Work in 
progress also embraces a special de- 
partment for small orders and a pre- 
cision plating department. 

Immediate effects of the program 
will be to improve Bunting’s compe- 
titive position in its national and in- 
ternational markets and to broaden 
product lines into hard bronze alloys 
such as manganese and aluminum 
bronze, to complement the many 
alloys currently produced, according 
to the firm. The changes also will 
further strengthen the firm’s position 
¥ in the structural parts field where 
much progress already has been at- 
tained through the firm’s sintered 
metal plant at Kalamazoo, Michigan. 


% Exclusive steel stud — a slope 
in the keyhole joins with the 
taper on the stud to form the 
tightest and strongest of grips. 
The more you load it the 
tighter it grips, yet shelf can 
be moved easily. 


%& No clips, nuts, bolts or tools for %& Shelves adjust on 1/2” centers. ; 4 
speedy shelf adjustment. %& Strongest shelf in the industry. - rs 
saved in Reinforcements can be added to in- 
%& Shelves 100% adjustable from front crease capacity of shelf to 2,000 Ibs. 
of unit. %& Four 1” x 2%” uprights allow unit 
& Shelf can be inverted to form to be moved without disturbing 
bin front. adjacent units. 


% Immediately available from stock in all sizes, either open 
or closed, with or without dividers, bin fronts, drawers 
or label holders. Fill out coupon for full details. 


Sold only thru you the Distributor — never direct. 


Edward B. Rush 


American-Standard Names Rush 
Sales Representative 


Edward B. Rush, Jr., was appointed 
sales representative in the Philadel- 
phia, Wilmington, and Trenton areas, 
by the Controls Division, American- 
Standard. 

Mr. Rush comes to American- 
Standard with 24 years diversified 
industrial sales experience. 


SHELVING BENCHES DRAWER UNITS LOCKERS EQUIPTO ROBE STOCK CARTS ANGLE 


( Please send me your Reference Manual No. 487. Also free book- 
let “HOW TO SOLVE YOUR STORAGE PROBLEMS”. 


(C0 Please have layout engineer call. 


NAME 


FIRM. 
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Noland Co. Unveils New $200,000 Distribution Center In Decatur, Alabama 


Northern Alabama operations of Noland Co. are centered in this new branch building. 


Decatur, Alabama, is the site of the 
new $200,000 distribution center, re- 
cently opened by Noland Co., Inc., 
Newport News, Virginia. It is located 
one half block from U.S. Route 31, 
the main Birmingham-Nashville high- 
way. 

The new service center was de- 
signed as an integral part of the in- 
dustrial development program of 
Decatur’s housing authority. 


More than 600 customers, city 
officials and other company guests got 
a preview of the new office, ware- 
housing and showroom facilities in a 
one-night open house. 

John E. Sommers, president, as 
well as other Noland officials, were on 
hand for the opening ceremonies. 

The new branch home includes a 
roofed area of 16,500 sq. ft., with an 
additional 12,000 sq. ft. parking lot 


and truck service areas. 

The Decatur branch, established ‘in 
1957, is designed to serve customers 
in the Tennessee Valley area, includ- 
ing the Decatur-Huntsville region, as 
well as the tri-city area of Florence, 
Tuscumbia and Sheffield. J. S. Stutts 


is branch manager. 


Rig-A-Lite Marine, Inc., Formed 
To Sell Industrial Supplies 


Rig-A-Lite Marine, Inc., has been 
formed as an affiliate of Rig-A-Lite 
Co., Inc., to distribute industrial and 
marine supplies and consumer water 
sports accessories. 

Leo D. Pellerin was appointed sales 
manager of the new firm, with Walter 
Turner and Bobby Bartlett as mem- 
bers of the sales staff. All three men 
formerly were with Hill Marine of 
Houston. 

Physical facilities will be shared 
with the Rig-A-Lite Co., Inc. The 
parent company, formed in 1938, is a 
manufacturer of oil field lighting and 
electrical equipment. 


ate buiidi 


PROFITABLE REPEAT BUSINESS 
@ 49 MOST WANTED AEROSOL ~ 


— 


Be a Sprayon Distributor! From coast-to-coast, select Sprayon, 


NCE AND PRODUCTION AIC 


ng sales volume and profits with the first and only full fine.of gerosols fo 


industry! Join them...plaese your customers by filling every order from stock. 


from layout bive to silicone Mold release. Write or phone.. get the “Aerosols for. 


profit stery from Sprayon, the leading custom loader of aerosol specialties. 


October 1961 
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“Why 


Dumore...2” 


When you sell Dumore Portable 
Precision Grinding, Drilling 

or Milling Tools—you take 
advantage of a vigorous, far- 
reaching advertising program that 
opens doors for you and creates 
buying action. 


Watch for the new Dumore ads 
in leading trade publications. 
These attention-getting messages 
are reaching virtually everyone 
with purchasing or specifying 
authority in the metalworking 
markets you contact. 


These ads are designed to help 
you sell. Last year, our advertising 
brought in thousands of valuable 
inquiries. You turned many of 
these into sales. And, each 
Dumore sale you make means 
higher-than-average dollar volume 
with a substantial profit margin. 


To me it makes sense to push a 
little harder on a nationally 
advertised tool line that brings 
you more profit dollars. 

Don’t you agree? 


Sincerely, 
Bos HaMILTon, President 


The Dumore Company 
Racine, Wisconsin 


Dept. 1324 
P.S. This message you're reading and every 
Dumore ad gets my personal O.K. because 
advertising is so important to you and to us. 
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Carl G. Kinnan 


Kinnan Rejoins Briggs-Weaver 
As Dallas Purchasing Agent 


Carl G. Kinnan 
Weaver Machinery Co., Dallas, as 
purchasing agent at its Dallas Ware- 


rejoined Briggs- 


house. 

Mr. Kinnan succeeds 5. W. Mar- 
shall. Jr.. who resigned to devote full 
time to his consulting-engineer firm. 

Kinnan joined the firm in 1942, 
and progressed from packer to as- 
sistant purchasing agent at the Dallas 
warehouse. He served as purchasing 
agent at the Houston facility from 
1951 to 1954. He left the firm to be- 
come a factory representative for 
Ronald A. Larsen Co. 

Mr. Kinnan travelled for the Lar- 
in north and west Texas 
until his 


sen firm 
and Oklahoma 
Briggs-Weaver Co. 


return to 


Metz To Head Galvanize Sales 
For Youngstown Sheet & Tube 


Raymond W. Metz joined the head- 
quarters sales staff of Youngstown 
Sheet & Tube Co., as an assistant 
manager of flat rolled product sales- 
galvanized. He previously was at- 
tached to the Milwaukee Sales office. 

The firm recently started produc- 
tion at its Indiana Harbor plant and 
is marketing galvanized sheets under 
the trade name Tufkote. 

At the same time Terrance G. 
Moore was transferred from the At- 
lanta sales office to Milwaukee; Wil- 
liam W. Stanier, from St. Louis to 
Chicago, and James W. Fairhead 


from Indianapolis to Chicago. 


NEWS continued on page 195 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 
most accurate 
chucks to 


AMERICAN MACHINIST 

MACHINERY 

TOOL and MANUFACTURING ENGINEER 
TOOLING and PRODUCTION 
PRODUCTION 

MILL & FACTORY 

CANADIAN MACHINERY 

WESTERN MACHINERY & STEEL WORLD 
PURCHASING 

IRON AGE 

BUYERS’ PURCHASING DIGEST 
SCHOOL SHOP 


INDUSTRIAL ARTS & VOCATIONAL 
EDUCATION 


MODERN MACHINE SHOP 

MACHINE & TOOL BLUE BOOK 

METLFAX 

PLUS ... continuous support for our distrib- 
utors through— 

New Products 

* Helpful Advertising 

* Smart Promotional Material 

You can depend upon Jacobs to help 


you fill your customers’ needs quickly and 
dependably. 
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ACCURACY 
AND 
GRIP... 


When you buy new tools or rebuild old ones 


START UP FRONT @ It has the accuracy—the world’s most accu- 
rate collet chuck. Manufactured to maximum 
© Precisely the point where the tool does its work. runout limits of .0007” —T. I. R. at the nose. 


© Precisely the point wh fi 

Your industrial supply distributor knows your 
grip of Jacobs Chucks reduce tool breakage, business. He is always ready to fill your needs 


Precisely the point where the accuracy and 


downtime and rejects. quickly and economically. When you need chucks 
This is you can depend on this industrial team—Jacobs 
and your Jacobs industrial supply distributor. 
The Jacobs Model 91 is the world’s finest lathe 


collet chuck. Developed expressly for the world’s 
finest engine and tool room lathes. Modernize your oe 
lathes with Model 91. i Ly 


@ It has the range—each collet has full %” 


nr mt of 11 chucks any bar between CH uU CKS 


@ It has the grip—two to four times as much THE JACOBS MANUFACTURING COMPANY, 
as split steel collet equipment. WEST HARTFORD, CONNECTICUT 
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Here's a salesmens’ call report—streamlined 
for fast reading and writing—that “‘fits’’ 


nicely into Indianapolis firm’s marketing program 


Put Salesmens’ Call Reports to Work 


At Central Rubber and Supply Co., Indianapolis, sales- 
mens’ call reports do not fall into either the “peruse and 
pitch” or the “file and forget” category. On the contrary; 
at Central, salesmens’ call reports are of key importance 
in a broad marketing program which melds product 
profitability, customer profitability and market research 
studies to concentrate major sales effort in areas of major 
profit potential. Key features of this program include 
quarterly “key lines” product campaigns and continual 
“feedback” to salesmen during these campaigns to direct 
and control their efforts. 

As an example of how salesmens’ call reports fit into 
this program, consider a recent “key” product campaign 
at Central, during which 8 lines, each appropriately 
coded, were pushed by salesmen. As a first step, call 
report forms were printed (see cut) which listed the 
manufacturer and code numbers of the “key” products 
for that period, and included spaces for the names and 
addresses of accounts called on and digit code numbers of 
products discussed with these accounts. The “result” of 
each interview—which salesmen only need provide for 
“key” accounts—was also coded (“I”-Interested; “P”- 
Potential; “O”-Order; “N”-Not Interested) in order to 
save salesmen time in completing each call report, and 
simplify the job of tabulating call report information. 

The information on these call reports—turned in daily 
by salesmen—was then organized and incorporated into 
monthly reports which were “fed back” to salesmen to 
keep them current on “key” lines yet to be discussed with 
key customers. For example, if key product 29J, for 
example, was not discussed with key account “Acme” 
during the month, it would be noted on the monthly report 
so the salesman could take appropriate action during the 
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Sales manager R. F. Morgan melds Central’s marketing program. 
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Salesman 
Calls Made 1960 
Account Town Digit Resalt 

6 
7 
8 
9 
u 
2 
13 


Digits: 19 -B. H. & 51 Alemite 


293 - Jeffrey 56 - Lyon 
kl - Bassick 57 - Machine Tools 
49H - Hamilton Trucks 64 - Imperial 


next month of the campaign. Salesmen maintained a 
running record of this information on key accounts called 
on and key lines discussed in “sales record books” pro- 
vided them for this purpose. Each of these books listed 
key customers in the individual salesman’s territory along 
the side of each page and, across the top, code numbers 
of key products to be pushed during the campaign. 
Included under each of these code numbers, for each 
customer, was the dollar volume sold to the customer in 
the same period of the preceding year, used by the sales- 
men as a guide to potential. 

At the end of the 90 day campaign, a quarterly report 
was prepared for each salesman which listed dollar volume 
by key accounts and lines pushed during the quarter. 
These reports were discussed with salesmen with an eye 
toward maintaining sales coverage and penetration during 
succeeding periods. 

The report for the final quarter, called the “Annual 
Report,” analyzed yearly sales performance by accounts 
and product groups, and was discussed with salesmen at 
the year-end sales meeting. 

R. F. Morgan, industrial sales manager at Central, sums 
up the firm’s recipe for profits: “When profitable cus- 
tomers buy profitable products, the result has to be 
profitable business.” 

And the major ingredients of this recipe are well- 
squeezed call reports. 
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start on page 92 


case turned out 


FIND OUT HOW 
TO MAKE MONEY 


on Machine Mounts 
with 
UNISORB 
MONEY-MOUNT 
PROMOTION 


Acting on the assumption that he was 
wasting his time, breath, and energy 
calling on Atkins, Andersen tried to 
get the P.A.’s permission to make 
future calls directly on the plant 
engineer, Frank Michele, who, Ray 
knew, was responsible for actually 
specifying most of the tools and 
equipment Atkins purchased. In mak- 
ing this request, Andersen tactfully 
pointed out to Atkins the mutual 
benefits of this procedure (“I will be 
able to render much more useful serv- 
ice, Mr. Atkins, and won’t be wasting 
your valuable time.”) and explained 
that he would phone him directly 
after each call on Michele to explain 
what had transpired during the visit. 
Atkins said he thought this was a 
“fine idea”, but Michele made it 
immediately clear that he didn’t share 
Atkin’s viewpoint. “I don’t have time 
for a lot of gab”, he explained. 
“That’s what Atkins is there for.” 
Presently, Andersen is still calling 
on Atkins, but now keeps each call 
as short as possible. He no longer 
tries to do any kind of a “selling” job, 
contenting himself, instead, with 


Now, for the first time, a complete educational and promo- 

tional package that tells all about machine mounts and how easy it is to sell them. 

It’s all in the Money-Mount Promotion, just released by Unisorb. Includes slide 

film, direct mail, Information Bulletins, data sheets, Selector Chart, National ad- 
vertising and sales aids. 


Ask to see the new Unisorb Money-Mount Promotion! 


Find out how the complete line of Unisorb Machine Mounts can mean extra sales, 
extra profits for you and your salesmen. Call or write, today. 


Unisorb Level-Rite 200 

Unisorb Level-Rite ‘‘Jun- 

ior’ has been especially 
designed for light machines, air conditioners, 
business machines and similar equipment. 


Unisorb Mounting 
Pads 
Unisorb pads are the 
basic vibration con- 
trol unit, identified by the red centers and 


simply picking up whatever orders 
might be waiting for him. 


NEWS 
continued from page 192 


Crane Supply Moves Branch 
To New Site In Salt Lake City 


Crane Supply Co., will move soon to 
new quarters at 1155 South 6th West, 
Salt Lake City, Utah, according to 
W. J. Barsch, Salt Lake manager. 

The 35,000 sq. ft. structure will 
have 4,500 sq. ft. for office and dis- 
play area. 

Crane Supply distributes valves, 
plumbing fixtures, electronic controls, 
heat and air conditioning units and 
aircraft accessories. 

The firm’s present building at 2nd 
South and 2nd West will be offered 


for sale. 
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brand mark. Available in a wide range of den- 
sities and thicknesses for proper application. 
Saves up to 80% in installation time and costs. 


A low cost, precision leveling device and vibra- 
tion control unit, with loading limit of 200 Ibs. 
per unit. Ideal for original equipment. 


Unisorb Level-Rite 

Mount 

Unisorb Level-Rite 

is a universal, self- 
contained leveling device for all types of ma- 
chines. Fast, simplified way to achieve and 
hold precise level. Available with exclusive 
screw-post design or as a basic mounting 
plate for use with built-in leveling devices. 


Remember — to simplify installation, 
improve performance and control 
vibration... 


UNISORB MOUNTS 
MAKE THE DIFFERENCE 


... for all types of machines from lab- 
oratory equipment to giant presses. 
Ask for a Money-Back Trial... Now! 


UNISORB 269 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


Division of The FELTERS Company 


Sales Offices in New York, N.Y. « Chicago, Ill. * Detroit, Mich. « Upper Da: 
Ealit. + Acorn Mfg. Co., Los Angeles, Calif. 


Taylor Felt & Supply Co., San Francisco, 


Please send me details on new Money-Mount Promotion. 


Company 


, Penna. ¢ St. Louis, Mo. 
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STONE® 
EXPANSION SHIELDS 


° 


Exclusive Nutstop 
Prevents 
Nut Pullout 


DIAMOND-P-® 
LAG SCREW SHIELDS 


4-Directional 
Expansion Fits 
Irregular Holes 


Tas] 
HOLLOW WALL 
ANCHORS 


*5 Times 
Greater Thread Area. 
No Stripping! 


FASTENER LINE 


Fasteners With Extra Value 


DHD® HAMMER 
DRIVE ANCHORS 


@ Exclusive internal 
Ribs Provide 
Maximum Expansion 


Red Séal" 


CALKING ANCHORS 


Exclusive Red Fibre 


Disc Keeps Dirt 
Out of Threads 


More Than 


500 Other items 
With “Built-In” 
Extras 


PLUS 
Exclusive Pole Line 
Hardware 


New Order Index Of Industrial Supplies & Machinery Dropped 0.5% In July 
300 


275 
250 250 
225 225 


1956 1957 1958 


The index of new orders placed by distributors with suppliers has temporarily halted 


1959 1960 1961 


the rising trend of the past few months. The seasonally adjusted index fell one point 


Y THE 


> 


to 200, or 5% lower than June which had risen to 201 (July 1948=100). 


Jamesbury Corp. Breaks Ground For New Plant In Goddard Industrial Conter 


cCOCHITUAT MASS. 


jamesbury corp. 


RLSON CONSTRUCT!© 


COCHITUATE, MASS 


Howard G. Freeman, president, Jamesbury Corp., ball valve manufacturer, breaks 


ground for new 87,000 sq. ft. plant in the Goddard Industrial Center, W orcester, Mass. 


OIDA To Hold Equipment Auction 
November 3-4, Tulsa Fair Grounds 


The Oklahoma Industrial Distributors 
Association will hold its first equip- 
ment auction, Friday and Saturday, 
November 3-4, from 9 A.M. to 5 P.M., 
at the Texas Building, Tulsa Fair- 
grounds. 

This is the first such project to be 
undertaken by Tulsa industrial supply 
distributors, who are members of 
OIDA. 

More than $200,000 in new mer- 


chandise, including machine tools 


and expendable items, will be sold 
during the auction. 

Interested firms and individuals 
will have an opportunity to inspect 
the merchandise on November 2nd. 
This is prior to the auction. 

The OIDA will auction machine 


tools, fork-lift trucks, lathes, milling 
machines, grinders and drilling ma- 
chines. Expendable items will include 
cutting tools, abrasives, handtools, 
power transmission equipment and 
threaded products. Sales will be trans- 
acted for cash only, according to the 
Association. 
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Material handling equipment orders in 
June registered an increase of 39 points 
over orders reported by manufacturers in 
May. Dollar volume was 175.51 (1954= 
100). This is the second highest point 
the index has reached since the MHI be- 


gan reporting in 1955. 


INDUSTRIAL FASTENERS INDEX 


The Industrial Fasteners Index of 
shipments for July is 94, according to 
the Industrial Fasteners Institute. 

July shipments of industrial fast- 
eners were 94° of the 1956-58 aver- 
age. an advance of four points over 
June. This is the third month with 
an upward trend. 

The Industrial Fasteners Institute 
publishes the industrial fasteners 
index each month. 


PLANT MAINTENANCE INDEX 


The Cost Index of Plant Mainte- 
nance rose to 182.9 in June, accord- 
ing to Factory, McGraw-Hill publica- 
tion. Across-the-board labor hikes 
were credited with pushing the index 
up for the sixth straight month. 

The publication calls the steady 
climb disturbing, but notes that the 
June reading was only 1.9 higher than 
the January level. 


Alva Allen Appoints Donnelly 
California Factory Representative 


James A. Donnelly was appointed 
California factory representative by 
Alva Allen Industries. 

Mr. Donnelly, who has had many 
years experience as a representative, 
will represent the firm’s line of power 
punch presses. 
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New Money-maker Product For You... 


MEASURE RPM EASY 
IMMEDIATELY — 
ELECTRONICALLY! 


self 
contained 


portable 


NEW 
Pioneer Photo 


Here’s a new product with great sales potential for you. The Pioneer Photo 
Tachometer makes it possible to get accurate instantaneous RPM measurements 
on grinding wheels, drills, presses, lathes, drives and similar equipment. And 
not only will it sell big . . . you stand to make big money from the realistic 
mark-up structure built into its list prices. Selective distributor territories are 
now available . . . so we suggest your early inquiry. 


THE Pioneer’ 
ELECTRIC & RESEARCH CORPORATION 


Subsidiary of Penn Controls, Inc. 
739 Circle Avenue Forest Park, lilinois 
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SPEED REDUCERS 


Wide range of worm gear vertical 
and horizontal speed reducers. 
Single and double reduction; 
ratios 5:1 to 3264:1 for @ 

1/30 to over 11 h.p 
input. 


STOCK GEARS 
Complete line of stock gears: Spur gu 
Gears and Pinions. Miter, Bevel 
and Worm Gears. Custom 
Gears. 


4 


SPROCKETS AND CHAINS 
Cut cast iron and steel stock 
and custom sprockets— 
light or heavy 
duty. 


FLEXIBLE COUPLINGS 
5 types—nearly 100 sizes—in 
iron or aluminum. For 
drives up to 500 h.p. 
at 100 rpm. 


Universal joints, collars 
pillow blocks 


Joe Coffman 


Norwood Carter 


Coffman, Carter Winners In 
Reichman Crosby Hays Contest 


In the “Key Line Sales Contest” spon- 
sored by Reichman Crosby Hays Co., 
Memphis, Tenn., Joe Coffman, a city 
salesman, finished in first place. 
Norwood Carter finished in second 
place. 

Mr. Coffman and his wife will 
receive a one week vacation in 
Nassau. He will also receive the Dis- 
tinguished Sales Award at the annual 
Distinguished Sales Awards Dinner 
conducted by the Memphis Sales 
Executive Club on December 4, 1961. 

Mr. Carter and his wife will also 
receive a one week vacation in Nas- 
sau. Carter works territory sales in 
northeast Arkansas and _ southeast 
Missouri. 


Dayco Names Hunt 
Indiana District Manager 


Charles Hunt was appointed district 
manager in Indiana for the Industrial 
Division, Dayco Corp. 

Mr. Hunt will have headquarters in 
Indianapolis, Indiana. 


AGAIN, 
JENKINS 
TELLS 
THE 
WORLD - 


“IT's 
BUSINESS 
TO DEAL 
WITH YOUR 
LOCAL JENKINS 
DISTRIBUTOR” 


A good share of Jenkins advertising 
for many years has been devoted to 
selling industry the advantages of 
buying through local distributors... 
especially through Jenkins 
Distributors. 


HERE YOU SEE the latest example. 
This attention-compelling page 
assures near blanket coverage of 
industrial and building factors who 
influence the purchase of valves, 
appearing in: 


PURCHASING, Aug. 14 

DOMESTIC ENGINEERING, Sept. 
NATIONAL ENGINEER, Sept. 

PLANT ENGINEERING, Sept. 
FACTORY, Oct. 

MAINTENANCE, Oct. 

MILL & FACTORY, Oct. 

CHEMICAL ENGINEERING, Oct. 2 
ENGINEERING NEWS-RECORD, Oct. 26 
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We i 
“| favor JENKINS” 


Trusted by Everyone 
JENKINS VALVES <Q and the Supply Service of 
Broy 


the local JENKINS DISTRIBUTOR 


When you deal with the local Jenkins Distributor, you 
get the protection of a DOUBLE ASSURANCE of sat- 
isfaction: Valves of unexcelled quality and supply 
service of the highest caliber. Only the most compe- 
tent distributors are selected by Jenkins Bros. to be 


the local sales and service facilities for Jenkins 
Valves. They have the stock, know-how and integrity 
to justify your full confidence. You'll find it good 
business to deal with your local Jenkins Distributor 
...an important part of Jenkins Bros. 


“There’s nothing better than JENKINS” 


“WHAT'S THE BEST VALVE MADE?” 


Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 


Ye" to 1” Standard and Extra 
Strong Weights, Black Grade 


tol Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grode“B” Galvanized, Cold 
Drawn in Larger Sizes. 


® Avoid errors. Nipples ore 
marked “SMLS" with Grade, 
1D-5 Weight and A.S.T.M. Spec. 


Wsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 


Kragg F. Kysor 


Corydon M. Johnson 


Stanley Hardware Appoints Kysor Manager-Southwest Region 


Kragg F. Kysor was appointed man- 
ager of the Southwest region, Stanley 
Hardware, division of The Stanley 
Works. He succeeds Patrick T. Gib- 
bons, who retired October 1, after 49 
years service with Stanley. 

Mr. Kysor joined Stanley in 1948. 
For the past three years, he has been 
Eastern regional manager, builders’ 
hardware sales. 

Corydon M. Johnson was ap- 


pointed manager of the Midwest re- 
gion for Stanley Hardware. He suc- 
ceeds John M. Crowley, who was 
given another assignment within the 
firm. 

Johnson joined Stanley Hardware 
in 1955. Most recently he has been 
on special assignments throughout 
the country in marketing, market re- 
search and new product development 
for the division. 
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3M Files Suit in U. $. Court 
For Patent Infringement 


Minnesota Mining & Manufacturing 
Co. filed a suit in U.S. District Court 
at Cleveland against Behr-Manning 
Division of the Norton Co., Clarke 
Floor Machine division of Stude- 
baker-Packard Corp., and Hadco 
Corp., for infringement of the patent 
covering 3m’s “Scotch-brite” floor 
maintenance pads and other low 
density abrasive products. 

Behr-Manning, Troy, N. Y., is 
charged with manufacturing products 
infringing the 3M patent, while 
Clarke Floor Machine, Muskegon, 
Mich., and Hadco Corp., Cleveland, 
are charged as distributors of the in- 
fringing products. The accused 
products are manufactured by Behr- 
Manning under several names, in- 
cluding “Whiz-R-Discs.” 

The 3M suit asks an injunction 
against further infringement and an 
accounting for damages. Since 
“Scotch-brite” floor pads were intro- 


duced several years ago, they have 
gained very wide acceptance as a 
floor maintenance material, replacing 
steel wool to a significant extent. 
Other “Scotch-brite” low density 
abrasive products include a consumer 
scouring pad and a number of 
related items. 


Ted Russell Elected President 
Of L. R. Ward Steel Products 


Ted G. Russell was elected president 
of the L. R. Ward Steel Products 
Co., Inc., Dallas. At the same time, 
L. R. Ward, founder, was elected to 
the new post of chairman of the 
board. 

The firm’s board of directors also 
elected M. B. Lowe executive vice 
president, and Wallace E. Leth, man- 
ager of the Houston office, was named 
a vice president. 

The 25-year-old firm reported that 
1960 was the best in its history. Dur- 
ing the year its Houston office and 
warehouse facilities were doubled. 
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The new 
UNBRAKO 
set screw with 
patented counterbore 
knurl has so much 
holding power it 
won't work loose. 
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Another first from the i 
manufacturer of the world’s leading A 
industrial flashlights! 


COMBINATION 
CONTINUITY 
TESTER AND 
SPOTLIGHT 
NOW IN 


CONVENIENT 
CARRYING CASE 


The case is on the belt, the tester is in the case, 
always ready for use . . . and every job is easier, 
quicker. 

Tester checks wiring, controls, circuits, fuses, 
grounds, shorts, opens, broken wire, relays, 
switches, limits and has many other uses. 

Case is also available separately to carry any 
flashlight and extra batteries or tools. 


—the world’s most 
popular and complete 
line. There are mod- 
els for every need 
including explosion- 


_ Free Imprint on orders 
catalog. 

on the Bright Star 
catching displays- 


ore. Send for complete 
for complete details 
line and available eye 


INDUSTRIES 


CLIFTON, NEW JERSEY 


R. B. Sines Joe Kaye 


Lunkenhimer Appoints Two 
As Sales Representatives 


Richard B. Sines and Joe Kaye were 
appointed sales representatives for the 
Lunkenheimer Co. 

Mr. Sines was named representative 
in West Virginia, southern Ohio, and 
eastern Kentucky. Mr. Kaye will 
cover the Houston area, southeast 
Texas and southwestern Louisiana. 

Mr. Sines will work out of Charles- 
ton. He was formerly with the 
Asbestos and Insulating Co. 

Mr. Kaye will have headquarters 
in Houston. Formerly with Walworth 
Co., he has more than 20 years ex- 
perience in the Gulf Coast area in the 
petroleum and petrochemical indus- 
tries. 


Jacques Carpenter 


Vickers Appoints Carpenter 
Central Regional Sales Manager 


Jacques Carpenter was appointed to 
the new post of Central regional sales 
manager in the industrial department, 
Vicker, Inc., Division of Sperry Rand 
Corp. 

Mr. Carpenter, with Vickers since 
1941, will be responsible for sales to 
industrial accounts in the Detroit, 
Cleveland and Pittsburgh areas. 
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for KING SIZE 


precision gaging 


long range 
dial indicators 


With these new Starrett long range 
dial indicators, you can measure with 
continuous accuracy over ranges of up 
to five inches. Direct reading count 
hands and double dials let you read 
any dimension within the full range 
directly in thousandths of an inch... 
making them ideal for production 
measuring on boring machines and 
similar machine tools, as precision 
stops on lathes and for jig and fixture 
work and other long range gaging. 
Available in 12 catalog models cover- 
ing ranges of 2.000”, 3.000”, 4.000” 
or 5.000” — each in a choice of indica- 
tor dimensions conforming to A.G.D. 
specifications, groups 2, 3 and 4, 
except for range and stem length. 

As easy to sell as precision tools, the 
expanded line of Starrett dial indica- 
tors and dial gages offers opportuni- 
ties for extra sales in the big and 
booming market for dial indicators. 
Every shop, every lab, almost every- 
where you call is a prospect. And the 
Starrett line is designed for universal 
application — requiring a minimum 
of sales engineering. Ask your Starrett 
salesman for complete information. 
The L. S. Starrett Company, Athol, 
Massachusetts, U.S.A. 


No. 25-106 DIAL-MASTER Super Precision Dial Indicator, No. 196 Dial Test 
Indicator and No. 711F LAST WORD Dial Test Indicator 


Starrett Long Range Dial Indicators No. 675 Heavy Duty Dial Test Indicator, No. 657C Magnetic Base indicator Holder 
ideal for all applications requiring extra with No 196B indicator 
long range up to 2, 3, 4 or 5 inches. 


Gaging Part on No. 653 Dial Comparator. 
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The abacus was fine for the ancients. It’s 
still being used in parts of the world today. 
And our Uncle Louie does a parlor trick with 
one that might even snarl! the cathodes of a 
self-respecting computer. 

But when it comes to analyzing ID’s most 
valuable asset—you and every other ID sub- 
scriber—we put our faith in the publishing 
industry's most respected audit authority, the 
ABC. 

The Audit Bureau of Circulations is a non- 
profit cooperative association, founded 47 
years ago, that regularly verifies our circula- 
tion statement and distributes the facts to all 
who wish to know. Just like an independent 
bank examiner going over the books. 

ID is proud to be among the 2,800 business 
magazines and other publications who regu- 
larly submit their books to the scrutiny of 
ABC auditors. By doing so, we demonstrate 
our belief that our primary obligation is serv- 
ice to our subscribers, and that our measure of 
achievement in our industry is based on volun- 
tary demand for our editorial product. 

ID solicits only bona fide industrial dis- 
tributor personnel for new subscribers. This 
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A McGraw-Hill Publication 


Would you use this 


our most valuable asset? 


to audit 


enables our editors to concentrate entirely on 
the problems unique to our industry, as well as 
provide other editorial services, in depth. But 
in the final analysis, you actually select us. 
And you back up your desire to read ID by 
paying cash for your subscription. You also 
have the opportunity to indicate your satis- 
faction with the job ID is doing, every time 
you renew your subscription. (The fact is, 1D 
has one of the highest renewal rates in the 
publishing industry. ) 

There’s another side of the story, too. Ad- 
vertisers are entitled to know the facts about 
the magazines they select to keep you informed 
of their products and services, since they, of 
course, bear the bulk of the publishing costs of 
most publications you read. ABC gives them 
the facts, openly, without reservation. 

Actually, the headline on this page might 
better read “Your Role in the ABC Story,” 
because you, the subscriber, have the final 
say in our success as a going business. The 
next time you see the ABC emblem on our 
masthead page, remember: it symbolizes our 
respect for your trust in ID, and our whole- 
hearted efforts to live up to that trust. 
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Cucat 


Member since 1916 
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George F. Heath 


American Sealants Names Heath 
West Coast District Manager 


George F. Heath was appointed dis- 
trict sales manager, West Coast area, 
by American Sealants Co. 

Prior to joining American Sealants, 
Mr. Heath represented the Hays Corp. 
and also Foxboro Corp. Based in 
Los Angeles, he will work with the 
company’s representative and dis- 
tributors. 


Norton Appoints Hines 
Philadelphia Representative 


Samuel M. Hines was appointed a 
grinding wheel sales representative in 
the Philadelphia area by Norton Co. 
Mr. Hines was formerly a field 
specialist at the Philadelphia office. 


Chicago Field Specialist 
William T. Hildick, who recently 


completed the sales training course, 
was assigned to the Chicago district 
office as a grinding wheel field 
specialist. 


Argentine Manager 


John G. Kelso was appointed man- 
ager of Norton Casale S. A. of Men- 
doza, Argentina. This is the site of 
a recently completed plant for the 
manufacture of silicon carbide 
abrasive. 

Mr. Kelso’s first position with the 
firm was in the manufacturing con- 
trol department. Since 1958, he has 
been a process engineer in both the 
abrasive grain and diamond products 
departments. 
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Machine Tool Distributors: 
Wait till you show 


(...and sell) this Multiple 


Tapping Machine! 


New ANOKA. Gives 
BIG Capacity at Price 
Never Equaled! 


Sell today’s automated needs. 
Shop-tested on production runs 
for 2 years, the new ANOKA 
Multiple Adjustable Tapping 
Machine is the highest capacity, 
most rugged machine ever offered 
at its price. Has capacity of 6 

-C. 34" taps in free cutting steel, 
can be operated in any position. 
Works singly or with two or more 
units from different sides—or in 
clusters with other apparatus— 
through single built-in auxili 
switch. Six spindles adjustable to 
any pattern. Powerful 2 hp motor. 
Not just an attachment; a 
complete machine in itself! 
Demonstrate and sell this 


DISTRIBUTO 


Ww 
“heavyweight” producer for a open. Write oe 
sales boost ” and profit story: 


+ Good territories 
complete product 


COLUMBIA TOOL AND DIE WORKS 


716 39TH AVE. N.E. « MINNEAPOLIS 21, MINN. 


SPECIAL TOOLS FOR SPECIAL JOBS 


PRECISION-MADE 
BRITE-STEEL WASHERS FOR 


EXACTING REQUIREMENTS 


e Perfectly flat and clean, with precision- 
centered holes. 

e Available as SAE standard, veri-thin, 
and beveled edge types; U.S. standard type. 


e For bolt sizes from Ya to 1 in. 
e Packed in 1 and 5-Ib. boxes, in bulk or as #55 
assortment containing 2 Ib. each of six popular 


sizes in SAE standard type. 


KD TOOLS/ 


Making hard jobs easy since 1919 
K-D MANUFACTURING COMPANY 


Lancaster, Pa. 
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RODUVUCTS 


SHOP EQUIPMENT AND STEEL SHELVING 


Your customers seeking top quality steel equipment can be 
selective and satisfied with BAY's complete line. New products 
with exclusive features maintain the same high BAY standards 
of proper design—produced right, unconditionally guaranteed. 
And, BAY’s system of limited franchise distribution and com- 
plete distributor protection insures freedom from wanton 
price cutting—maintains BAY’s top quality line for distributors 
to sell. Check our new catalog and prove it to yourself. 
Modular Benches e Steel Shelving « Work Benches e Stock Carts 
e Handicabinet* Benches Service Trucks Stacking Boxes Parts 
Bins ¢ Small Parts Cabinets and Cases. 


BAY PRODUCTS DIV. 


BAldwin 9-1805 AMERICAN METAL WORKS, INC. 


1843 W. Cambria St., 
Philadelphia 32, Pa. 


PRECISION BRAND 
ARBOR 


SPACERS 
SHACKLE CHAIN HOOKS and SHIMS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 
Even the pin is made 
of high-strength steel and 
heat-treated. 
SAVES TIME 
anywhere on fi FOR FAST 
job. Onl i ’ 
of pliers needed. | ACCURATE 


BUY PRODUCTS 


GRAB HOOKS 
Available SLIP HOOKS SPACING 
Available 


for Ch in 

Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
| @¢eurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
Screw Pin SHACKLES uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 

and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


specify 


Size stamped on every 
shackle 


Forged of HI-STRENGTH STEEL 
Available in sizes 3/16” to 2”. EXTRA STRONG 


EXTRA TOUGH.  Self-colored or galvanized. PRECISION STEEL 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. | _WAREHOUSE, INC. 


DOWNERS GROVE HLLINOTS 


Cedar Rapids, lowa 


Allis-Chalmers Names Carlisle 
Manager of Hartford District 


Clinton R. Carlisle was appointed 
manager of the Hartford, Conn., dis- 
trict by Allis-Chalmers Industries 
Group. 

He succeeds W. T. Farnsworth, 
now manager of Eastern accounts 
for the new cement industry depart- 
ment, 

Mr. Carlisle, with A-C since 1946, 
was manager of industrial sales, 
Boston district, since 1959. He was 
an application engineer in the con- 
trol department before becoming 
sales representative in Hartford in 
in 1953. 

D. R. Silvestrini succeeds Mr. 
Carlisle as manager of industrial 
sales, Boston district. 


Processing Industry Sales 


James W. Snarr was appointed 
manager of processing industry sales, 
Chicago district. He succeeds H. W. 
Schaub, now manager, Midwest ac- 
counts for cement industry depart- 
ment. 

Mr. Snarr has been a Chicago sales 
representative since 1955. 

Mr. Schaub, in Chicago since 1946, 
has been manager of processing in- 
dustry sales there since 1959. 


Homestead Valve Appoints 
LaPointe Regional Manager 


Fred J. LaPointe was selected as re- 
gional manager for the Valve Divi- 
sion, Homestead Valve Mfg. Co. 
Working with the firm’s valve dis- 
tributors and customers in Florida, 
Georgia and Alabama, Mr. LaPointe 
will make his headquarters at Deer- 


field Beach, Florida. 


HILLS-McCANNA IN CANADA 


A new Canadian subsidiary, Hills- 
McCanna (Canada) Ltd., was formed 
by Hills-McCanna Co. at 1920 Mat- 
tawa Ave., Summerville (Toronto), 
Ontario. T. A. B. Clemments, form- 
erly sales manager for Manning, Max- 
well & Moore (Canada) Ltd., was ap- 
pointed general manager. 
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D. R. Prather T. C. Anderson 


B. J. McCue J. J. Moeller 


J. H. Williams Appoints Four 
To Field Sales Posts 


Donald R. Prather, Thomas C. Ander- 
son, Bernard J. McCue and Jerome J. 
Moeller were appointed sales repre- 
sentatives for J. H. Williams Co. 

Mr. Prather is assigned the terri- 
tory of Oregon and Washington, as 
well as Alberta and British Columbia, 
Canada. He works out of the firm’s 
Los Angeles office. 

Mr. Anderson is assigned to the 
Chicago office to cover lowa and 
Nebraska. 

Mr. McCue covers the major por- 
tion of northern Ohio. He is assigned 
to the Buffalo, N. Y., office. 

Mr. Moeller is assigned to central 
and southern Ohio. He will also work 
out of the Buffalo office. 


Lone Star Names Hollingsworth 
To Head New Department 


J. M. Hollingsworth was promoted to 
manager of the new spiral weld pipe 
sales department of Lone Star Steel 
Co., Lone Star, Texas. 

Mr. Hollingsworth was formerly 
manager of the firm’s cast iron pres- 
sure pipe sales, since 1957. 

His appointment is the initial step 
in the development of a distribution 
program for spiral weld pipe pro- 
duction, according to the firm. This 
new department is part of Lone Star’s 
current expansion and diversification 
program, a company spokesman said. 
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PUMP UNUSUAL LIQUIDS ? 


The liquids you pump or want to pump may pre- 
sent special problems. It's highly probable, 
however, that Viking Pump engineers may have 
worked out your problems before. During 50 
years of pumping experience, we have handled 
thousands of problem applications—ranging from 
heavy, viscous liquids and semi-solids to highly 
volatile liquefied gases. This storehouse of data 
is available to you for the asking. And if you 
have a brand new problem, our experience and 
knowledge of Viking Pumps will help answer the 
new problem, too. 

Viking’s original ‘‘gear-within-a-gear’’ pumping 
principle is used today in over 1,000,000 genuine 
Viking rotary pumps. Many have given long-time 
service—20, 30 and even 40 years. They've had 
long pump life because we've always maintained 
high quality. 

Note these facts: Sizes from 14 to 1050 G.P.M. 
Viscosities from .1 centipoise to 2,000,000 S.S.U. 
Fast, self-priming. Positive delivery. 100 P.S.!. non- 
lubricating liquids. 200 P.S.I. 
lubricating liquids. 500 P.S.I. 
hydraulic liquids. 

Tell us about your unusual 
liquid pumping problem! And 
ask for Viking’s 36-page En- 
gineering Manual on_ Rotary 


Pumps, Catalog KMM. iS 
PUMP 


VIKING 


Cedar Falls, lowa, U.S.A. In Canada, It's ‘‘Roto-King’’ Pumps 
See Our Catalog in Sweet's Plant Engineers File 


YOU WIN FRIENDS 


when you sell the best hose and duct 


® 
FLEXAUST HOSE 


for dust collection, fume control, 
Z ¥, air and material handling 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 14” to 36” i.d, 


Easy to install — no preliminary 
layouts or special tools required, 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY 


Dept. ID 100 PARK AVE., N.Y. 17, N.Y. 
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IS THE 
CARBIDE LINE 
TQ HANDLE 


There are big profits for 
distributors in handling carbides 
—when the line is right. The word's 
getting around now that UNIMET 
is the right line. Top quality! Faster 
service! Uniformity of perform- 
ance! More help from the factory! 
Get all the facts now about bigger 
carbide profits . . . 


CONTACT 
UNIMET CARBIDES 


435 W. ONTARIO STREET + CHICAGO 10, ILL. 


DIVISION OF UNITED-GREENFIELD CORP 


208 


To Help You Sell 


COMPOUND—Sun Chemical Corp., 
North Bergen, N. J.—Bulletin on 
coating for wood or metal forms used 
to obtain exposed aggregate surfaces 
on freshly poured concrete. 


INSTRUMENTS — Ampex Corpora- 
tion, 934 Charter Street, Redwood. 
Calif.—Brochure on new FR-100C 


instrumentation recorder reproducer. 


POWER TRANSMISSION — Louis 
Allis Co., Milwaukee, Wisc.—Bulletin 
on magnetic adjustable speed drives. 
Also bulletin on motors and adjust- 
able speed drives for paper industry, 
and bulletin on Wound Rotor Motors. 


CUTTING TOOLS—Ace Drill Corp., 
Adrian, Mich.—Folder on high speed 
steel drill sets for industrial applica- 
tions. 


WELDING—Acetylene Supply Co., 
Woodbridge, N. J.—Catalog on at- 
mospheric air torches, along with 
regulators, tips and accessories for 
heating, soldering and light brazing. 


POWER TRANSMISSION — Aero- 
quip Corp., Jackson, Mich.—Booklet 
of the V-Band 


on “Economics 


. ” 
Coupling”. 


ELECTRICAL EQUIPMENT — Ap- 
pleton Electric Company, Chicago— 
Bulletin on the new Intensco “Sporto- 
flood” floodlight line. Also bulletin 
on the multipurpose “Generalflood.” 


CUTTING TOOLS—Adamas Carbide 
Corp., Kenilworth, N. J.—Price list 
on specifications and new prices on 
complete line of tungsten carbide 
tools, tool tips, dies, and wear parts. 


PUMPS—American Crucible Prod- 
ucts Co., Lorain, O.—Folder on sub- 
mersible pumps and the Model 114 
portable centrifugal pump. 


ALLOYS—Allegheny Ludlum Steel 
Corporation, Pittsburgh—Booklet on 
high high strength 
alloys. 


temperature, 


RATCHET WRENCHES — Lowell 
Wrench Co., Worcester, Mass.—Bro- 
chure on uses of ratchet wrenches as 
component parts or as functional ac- 
cessories. 


PRESSURE GAUGES — American- 
Standard Controls Div., Rochester, 
N. Y.—Bulletin on Rochester pres- 
sure gauges designed to maintain 
accuracy under extreme conditions 
of overload pressure. 


CUTTING TOOLS—Armour Alli- 
ance Industries, Alliance, O.—Bro- 
chure on high performance “Armour- 
clad” resin fibre discs. 


PUMPS—Allis-Chalmers Mfg. Co., 
Milwaukee—Bulletin on the “Electri- 
Cand” pump which permit efficient 
safe handling of “problem” 
liquids. Also, bulletin on direct- 
mounted motors. 


and 


CONV EYORS—Hewitt-Robins, Stam- 
ford, Conn.—Bulletin on wire rope 
above and below the 


conveyors 
ground, 


FPLEXIDIZE 


i YOUR RIGID 
PIPELINE 
¥CONNECTIONS 


Standard 


ALLFLEX MNH 


flexible pipe 
connectors 
FROM STOCK 
in STAINLESS STEEL 
MONEL « BRONZE 


solve your pipeline 
flexation problem! 


write, wire, phone today 
for your Allflex Datalog 
6 


3782 Ninth Street 
Long Island City 1, N. Y. 
STillwell 4-5173 
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MOTORS—The Leland Ohio Electric 
Co., Dayton, O.—Bulletin on integral 
polyphase squirrel cage motors. 


VALVES—Lunkenheimer Co., Cin- 
cinnati, O.—Circular on “King-clip” 
gate valves. Also: Circular on oilers, 
controls, and lubricators. 


MIXING SYSTEMS—Novo Indus- 
trial Corp., Philadelphia—Bulletin on 
liquid resin metering and mixing 
systems. 


BORING MACHINES — Olofsson 
Corp., Lansing, Mich.—Bulletin on 
single end precision boring machine. 


PUMPS—tThe New York Air Brake 
Co., Aurora, Il].—Bulletin on “Type 
GBH” close-coupled end-suction cen- 
trifugal pumps. 


VALVES—The Ohio Injector Co., 
Wadsworth, Ohio—Bulletin on solder- 


end gate valves. 


NOZZLES—Spraying Systems Co., 
Bellwood, Il].—Bulletin on automatic 
pneumatic atomizing spray nozzles. 


COUPLINGS—Snap-Tite, Inc., Union 
City, Pa.—Catalog on selection of 
quick connect/disconnect couplings. 


PAINTS—Speco, Inc., Cleveland— 
Bulletin on high heat aluminum 
paints. 


SHELVING—Standard Pressed Steel 
Co., Jenkintown, Pa.—Catalog on 
three basic types of steel shelving. 


PRESSES—South Bend Lathe, Inc., 
South Bend, Ind.—Catalog on line of 
hydraulic presses. 


T ACHOMETERS—Simonds Worden 
White Co., Dayton, Ohio—Bulletin on 
portable self-contained photoelectric 
tachometer. 


TAPES — Johns-Manville, 22 East 
40th St., New York, N. Y.—Booklet 


on pressure-sensitive tape. 
MOTORS — Kingston-Conley, Inc., 


Plainfield, N. J.—Bulletin on full line 
of a.c. pump motors. 
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Power Control Products presents... 
NEW automatic 


PUNCH PRESS FEEDER 


a ia Up to 250 strokes 


NEW. 


LINE 


for 
YOU 


Converts hand 
presses to automatic production 


Gets operators out from under the presses 
and steps up production 2 to 3 times hand 
feeding rates, yet costs less than S700! 

Quick set-up, portable, operates “push” 
or can be made to “pull.” Feed strokes 14” 
to 12”—up to 250 short strokes per min. 
Tolerances to .002”. Handles coil, or strip 
stock widths to 24”, thickness to 11 Ga. 
Feeds most materials up to 2! Ibs. per 
lineal foot. Write for full details on this 
remarkable new machine. 


AUTOMATIC 
DEViIces 


Punch Press 
Automatic 
Feed 


Power Control Products, Inc. 
VICKSBURG, MICHIGAN 


Many good 
areas still 


open for 


good repre- 
sentation 


Write 
or wire 


_ for 


COMBINATION 


can now be 


filed automatically 


with the New MODEL 200 


FOLEY 
Autouatic 
SAW 
FILER 


Also CROSSCUT CIRCULAR SAWS, 
BAND SAWS, HAND SAWS 


The new model 200 Foley Automatic Saw Filer is the FIRST and 
ONLY machine which will file the so-called “combination” (rip and 
crosscut) circular saws; also crosscut circular saws, band saws, all types 
of hand saws. 

The exclusive Foley principle of jointing the saw as it is filed, fechs 
teeth uniform in size, shape and s ——, keeps circular saws perfect 
round, usually doubles saw life. Foley filed saws increase sawing pro- 
duction 25% to 40%; they cut faster, run cooler, stay sharp longer. 

THE FOLEY SAW FILER Practically Sells Itself on our 30-DAY TRIAL OFFER 
You may find many hidden prospects for the Foley Saw Filer, for in an y 
plant where a pron he of saws are used, the Foley quickly pays for itsel 
Our 30-Day Trial Offer is open through you to any well rated company, 
and your customers will thank you to be informed about it. Write today 
fu li details and literature. 


FOLEY MFG. CO. 3363 n.c. 5TH STREET © MINNEAPOLIS 18, MINN. 
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There’s a world of new 


with KRUEGER Purpose 
Steel Bench STOOLS 


Every plant, shop, office and school is a 
prospect with these easy-to-sell features 


Standard or Adjustable models — 
there’s no problem selling Krueger 
bench stools once you demonstrate 
their structural features, plus the ad- 
justable leg and backrest models which 
permit employes to position seating for 
maximum individual comfort and re- 
sulting efficiency. Sturdily constructed 
of seam-welded steel tubing, firmly 
braced for solid rigidity. Self leveling 


feet assure firm floor contact. Large 
comfortable seats. 


WOBBLE-FREE, LIFE-LONG 
STRUCTURAL FEATURES: — 


© 18-gauge %” o.d. tubular steel 
legs. 

® Strong, tubular ring cross-brace 
and foot rest 

© Large, round or square steel seat 
with recessed Masonite panel. 
Also, ultra-strong Fiberglass one- 
piece seat/backrest. 

© Fully curled safety edges on seat 
and backrest. 


COMPLETE LINE of 17 models — Also, versatile ‘‘low boy"’ 
filing stool. Write for catalog and dealer information, today! 


METAL PRODUCTS *®GREEN BAY*® WISCONSIN 


sales 


NOW make big OEM. 
with 
Darco 


SPROCKETS 


You Can Offer . 


a full line of sprockets for A.S.A. 
35, 40, 41 & 50 chains . . 


made by Dayton Rogers pre- 
cision process that assures 
quality ... 


at prices that will let you com- 
pete with factory prices even 
to large O.E.M. users . . 


plus special sprockets, holes, hub 
types, etc. 


Write TODAY for 
complete details in- 
cluding prices and 
protected territory 


Dayton Rocers 


MINNEAPOLIS 7P, MINNESOTA 


SAFETY EQUIPMENT —The Car- 
borundum Co., Niagara Falls, N. Y. 
—Folder on slip-proof fabric, a new 
pressure sensitive safety tread prod- 
uct. 


MARKING TOOLS — Consolidated 


Stamp Mfg. Co., Inc., Spring Valley, 
N. Y.—Catalog on engraved steel let- 
tering tools for indenting, embossing, 
blind stamping, etc. 


FITTINGS—Consolidated Pipe Com- 
pany of America, Akron, O.—Bulletin 
on specifications for underground 
plastic conduit and fittings. Also: 
Booklet on unplasticized polyvinyl 
chloride pipe and fittings. 


MACHINISTS AND MECHANICS 
TOOLS—Columbian Vise & Mfg. Co., 
Cleveland, O.—Catalogs on machin- 
ists’ vises and “Wide-Side” wood- 
workers’ vises. 


POWER TRANSMISSION — Dodge 
Manufacturing Corp., Mishawaka, 
Ind.—Bulletin on “Flexidyne” dry 
fluid drives and couplings. 


INSTRUMENTS — Daystrom, Inc., 
Newark, N. J.—Bulletin on uses of 
improved matched panel instruments. 


MISC. INDUSTRIAL EQUIPMENT 


“Pliocon,” a “water-white” liquid, 
formulated with Goodyear Pliolite 
S-5 for sealing concrete floors. 


FASTENERS — The Mellowes Co., 
Milwaukee, Wisc.—Bulletin on helical 
spring lock washers which compen- 
sates for the real causes of looseness 
in bolted assemblies. 


CUTTING TOOLS—The Tomkins- 
Johnson Co., Jackson, Mich.—Cata- 
log on their entire line of end mill 
and die sinking cutters. 


MACHINISTS AND MECHANICS 
TOOLS—Wilton Tool Mfg. Co., Inc., 
Schiller Park, Ill—Catalog on a 


seven inch offset woodworking vise. 


CASTERS —Faultless Caster Corp., 
Evansville, Ind.—Folder on industrial 
casters. 
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PRECISION BRAND® Zz. 
Preferred by Machinists 


Distinguished for quality, 
accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND 
dowel pins are made from the 
finest steel obtainable for 

this purpose. They are 
hardened and ground to 

+ 0001” and are available 
from Ye" to 1” dia., %” to 6” 
lengths. Supplied in .0002” 
and .001” over basic sizes. 
PRECISION BRAND dowel pins 
are attractively packaged 
and also come in bulk quanti- 
ties. 


SPECIAL 
SIZES also 
AVAILABLE 
Send Us Your 


PRECISION STEEL 
@) warenous 


MANUFACTURING 


TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 


“Huot rhymes with Do it” 
Write for catalog pages 


HUOT MFG. CO. 


St.Paul 4, Minn. 
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MIXERS — Young Machinery Co., 
Inc., Muncy, Pa.—Catalog on hori- 
zontal mixers for free flowing, gran- 
ular materials. 


FASTENERS—United Shoe Machin- 
ery Corp., Shelton, Conn.—Bulletin 
on “United” eyelets. 


PUMPS — Ingersoll-Rand Co., 11 
Broadway, New York, N. Y.—Booklet 


on cradle-mounted chemical pumps. 


LIGHTING EQUIPMENT — The 
Electric Storage Battery Co., Philadel- 
phia—Handbook on line of auto- 
matic battery-powered “Lightguard” 
emergency lighting equipment. 


POWER TOOLS—Foredom Electric 
Co. Inc., Bethel, Conn.—Catalog on 
miniature power tools and hand- 
pieces. 


BALL BEARINGS — Federal-Mogul- 
Bower Bearings, Inc., 1201 North 
Arden Drive, El Monte, Calif.—Cata- 
log on precision miniature and in- 
strument ball bearings. 


BEARING EQUIPMENT — Johnson 
Bronze Co., New Castle, Pa.—Bro- 
chure on custom-designed and stand- 
ard stock sleeve bearing and bar 
stock line. 


“Your mistakes have caused the com- 
pany to lose $750,000. I’m afraid I'll 
have to let you go, if this happens again. 
Is that clear, son?” 


SELECT 
WE WANT A 
DISTRIBUTORS 


forour 
new line of 
pneumatic 
production 


Screwdriver 
Nutsetter 


Drill 
Grinder 


| a profit-minded, sales- 

oriented organization with a solid 
standing in the industrial field ...we 
have openings of vital interest to you. 
We're one of the oldest manufacturers 
of pneumatic motors in the United 
States with an established reputation 
for pioneering many of the innovations 
that are today’s standard in air-powered 
tools. We’re growing fast and offer op- 
portunities to top-notch distributors 
who can expand our position of leader- 
ship. If you're interested in moving 
ahead with us, write on your letterhead 

. telling us about your company and 
the territory covered. We promise you 
a prompt reply with complete informa- 
tion on our organization and the profit 
opportunities available with the com- 
plete line of Airetool pneumatic pro- 
duction tools. 


Impact 


AIRETOOL 


More than 30 years’ 


in cities of rush, 


Brantford, Ontario 
European Plant: Viaardingen, The Netherlands 


) | 
Specifications Tepper 
42) MAPLE AVE. DOWNERS 
Avot 
; ay MANUFACTURING COMPANY 
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ALE 


WHEELS 


POLYURETHANE 
ESTOMER 


WEAR LIKE STEEL... 
PROTECT LIKE RUBBER 


Truly a wonder wheel for all rugged 
industrial applications where high ca- 
pacity and floor protection isa “must”. 
Albion’s amazing new ALaTHANE 
wheels are conservatively rated for 5 
times the service life of rubber and 
they're extremely resistant to abrasives, 
have load capacities of steel wheels, 
resist a permanent “set” under static 
loads and are impervious to practic- 
ally all chemicals, solvents, etc. 
Better yet... ALaTHANE wheels — 
or complete casters, are immediately 
available from stock in 6” to 12° 
wheel diameters with clean, machine- 
faced steel hubs and roller bearings. 
So—if you want the quiet resiliency 
and protection of rubber, the capa- 
city and lasting durability of steel, 
plus a new wheel economy... you'd 
better specify Albion’s ALaTHANE. 


Remember 
ALaTHANE 
for both wheels 
and complete 
casters! 


Write today for your free 
copy of the new ALaTHANE 
wheel and caster folder. 


ALBION 
INDUSTRIES, inc. 


ALBION, MICHIGAN 


Manufacturer’s 
Appointments 


Rosert C. BecKwitH was appointed 
manager of manufacturing engineer- 
ing, Henry Pratt Co. 


Car B. SMITH was appointed general 
manager and FRANK SPANIEL, general 
superintendent, of Penco Division, 


Alan Wood Steel Co. 


Epwin D. MEADE was promoted to 
director of commercial relations of 
the United States Rubber Co. 


T. D. Lyons was named vice presi- 
dent-administration, Industries Group 


of Allis-Chalmers Mfg. Co. 


A. J. BENNETT was appointed cor- 
porate controller at Wilton Tool Co. 


Rosert N. BUTLER was promoted to 
advertising of Cleveland 
Worm and Gear and Farval Divisions 


of Eaton Mfg. Co. 


manager 


Joun A. SprerR was appointed con- 
troller of the American-Standard 
Controls Division. 


Georce E. Lourig was appointed 
purchasing agent for Pittsburgh Pipe 
& Coupling Co. 


Victor F. Kent was appointed ad- 
vertising manager, aircraft and ad- 
ministration and Cart F. BacHLe, 
advertising manager of industrial 


products, by Aeroquip Corp. 


Forrest L. DuNBAR was appointed 
to the staff of George E. Stoll, execu- 
tive vice president of Bendix Corp. 


S. K. WALD was named administrative 
assistant to E. W. North, vice presi- 
dent in charge of engineering and re- 
search for National Lock Co. 


G. W. Rapc.irFe was appointed pur- 
chasing manager of Permacel. 


Rosert G. EHERET was promoted to 
director of purchases for Appleton 
Electric Co. 


Designed 
for More Sales 
Priced for More Profit 


For industrial distributors Safety 
Belt Hooks are a first! 

First mechanically—Only Safety 
Belt Hooks have the patented steel 
binder bars that (1) hold hooks 
permanently in accurate alignment, 
(2) assure uniform spread of ten- 
sion across the belt, and (3) protect 
belt ends—preventing fraying and 
loosening of hooks. 

First for profit because Safety 
Belt Hooks carry a wider margin 
and are packaged for maximum 
stock turnover. 


Write for Catalog sheet and “more profit” story 


ARMSTRONG-BRAY & CO. 
5356 Northwest Highway « Chicago, Ill. 


The right gauge for 
your specific needs 


A complete line of gauges in stock 
available for early delivery. Gauges 
from 10-inches water pressure to 
30,000 P.S.1. to meet your specifica- 
tions on any equipment. 

@ Pressure @ Combination 


@ Vacuum @ Diaphragm 
@ Compound @ Hydraulic 


(Vapor Tension or Bi-Metal) 


let Marshalltown answer your gauge 
problems . . . write for information 
and prices. 

MARSHALLTOWN MANUFACTURING, INC. 


MARSHALLTOWN, IOWA 
A Subsidiary of the Electric Autolite Company 
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FREDERI 
pointed 


cK C. Broapway was ap- 
traffic manager and Roy A. 


ANDERSON was appointed assistant 
traffic manager of the Colorado Divi- 


Dane T. 


director 


sion, The Colorado Fuel & Iron Corp. 


Scac was appointed assistant 
of research at Allis-Chalmers 


Mfg. Co. 


Wittiam W. GorpinieR was ap- 


pointed 
tions of 


Joun C. Lancrorp was appointed 


manager of industrial rela- 
Henry Pratt Co. 


personnel manager and purchasing 
agent for Keasbey & Mattison Co.’s 


newly 


constructed asbestos-cement 


pipe manufacturing plant in Hills- 
boro, Texas. At the same time TAL- 


ForD G. 


SmiTH, Jr., was appointed 


traffic manager for the Hillsboro 


plant. 


JAMES FAIRBAIRN was named director 
of purchases for the H. M. Harper Co. 


G. H. REA was appointed traffic mana- 
ger of Firth Sterling Inc. 


L. L. Sruart was appointed service 
operations manager of Skil Corp. 


VERNON 
sales pr 


M. Barer has been named 
omotion manager for Hills- 


McCanna Co., Carpentersville, Ill. 


company 
you were 


“That suggestion of yours will save the 


millions, Hollister—I only wish 
in the sales department so we 


could get a raise through for you.” 


Octobe 


r 1961 


ADD ANOTHER PROFIT MAKER 
TO YOUR CARBIDE TOOL LINE 


NON-FLEX 


CARBIDE TIPPED 
CUT-OFF TOOL 


Here's the Cut-Off tool that will increase your customers’ production 
up to 300%. The rigid “Non-Flex" carbide tipped tool will cut off 
solid or tubular stock of machineable ferrous or non-ferrous metal 
faster and with many, many more cuts between grinds than with 
conventional cut-off tools. It will cut straighter and smoother, often 
eliminating a secondary facing operation. This is the cost cutting, 
time-saving tool your customers are looking for. Write today for com- 
plete information and learn of the many advantages of “Non-Flex.” 


GENERAL MACHINE COMPANY, INC. 


Think MERRILL! 


Investigate the Merrill Line of Materials Handling 
Devices. Write for our latest Catalog C-3 today. 


For More Sales .. . | 
Sell MERRILL! 


Yes, this fast moving line sells 
easier and faster. 
Nationally advertised, _ its 
many industrial uses are well 
known through the United 
States and Foreign Countries. 


56-16 Arnold Ave., Maspeth 78, N. Y. 
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ESSEX 


LUBRICATING 
DEVI E 


FITTINGS 


We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 

AIR COCKS 


. s and other Brass Products 


23500 PINEWOOD 
WARREN, MICHIGAN 


device —thrifty 


Model 377... 


in oil 


MULTIPLEX 
SIGHT FEED 
LUBRICATOR 
4-feed Illustrated 
@ Electric Solenoid-Operated Valve for Automatic Lubri- 


cation of Bearings and Journals. 
feeds —four sizes of Reservoirs 


source for all products listed. 


Est. 1901 


ESSEX BRASS CORPORATION 


P. O. BOX 4607 
DETROIT 34, MICHIGAN 


One to fourteen 


A reliable, positive, and automatic lubricating 
consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 


Dates to Remember 


MASTER 
FLAMELESSS 
BLOW TORCH 


QUICK HEAT 
ue to 1,000" F. 


For applications requiring quick concentrated 
heat blast up to 1000° F, without flame. Soften, 
form, mold and patch plastics, etc. Temperature 
varied by air intake adjustment. 110-230 V. 
AC-DC motor, 2 or 3 wire plug 8 ft. heavy duty 
cord, intermittent duty. Other models available 
with lower temp. ranges. Most of the big names 
in industry use MASTER HEAT BLOWERS in labora- 
tories or in production. 


DISTRIBUTORS WANTED 


Model 12750—110 volt 


AIR HEATER BLOWER 


For quick electrically heated air up 
to 750°. For accelerating drying 
oe or for localized heatin 
B.T.U. 3400. Air velocity 2000 FPA. 
110-230 V. AC only. 2 or 3 wire plug 
8 ft. heavy duty cord. Continuous 
duty. 2” dia. x 3” long discharge 
nozzle. 


300° F. 
500° F. 
750° F. 


Write today—Dept. 61-J 


Oct. 2-6 
The 16th Annual National Hardware 


Show, New York Coliseum, N. Y. 


Oct. 10-12 


American Standards Association, 
12th National Conference on Stand- 
ards, Houston, Texas. 


Oct. 12-13 


17th Annual Society of the Plastics 
Industry, Inc., New England Section 
Conference, Portsmouth, N. H. 


Oct. 15-17 


Annual Meeting, Anti-Friction Bear- 
ing Distributors’ Association, Shera- 
ton Towers, Chicago. 


Oct. 12-21 
North Carolina Trade Fair, Charlotte. 


Oct. 15-19 


Prestressed Concrete Institute, Na- 
tional Convention, Denver, Colo. 


Oct. 17-18 
National Welding Supply Association, 


West Central Zone Meeting, Hotel 
Muehlebach, Kansas City, Missouri. 


Oct. 19-20 


National Conference on Industrial 
Hydraulics, Sherman Hotel, Chicago. 


Oct. 21-22 
National Welding Supply Associa- 


tion, Western Zone Meeting, Ambas- 


sador Hotel, Los Angeles, Calif. 


Oct. 23-25 


Mechanical Power Transmission 
Equipment Distributors, Annual Con- 
vention, Edgewater Beach, Chicago. 


Oct. 23-27 


American Society For Metals, 43rd 
National Metal Exposition & Con- 
gress, Convention & Exhibits Build- 
ing, Detroit, Michigan. 


Oct. 29-31 


Fluid Controls Institute, Inc., Fall 
Meetings, Hotel Hershey, Hershey, 
Pa. 
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“PALMETTO PACKINGS 
Do Make Maintenance 
Easier, Smedley— 


But This Is Ridiculous!” 


Jewry 


PACKING IS IMPORTANT 


*—to your customers ... and to you, the 
Palmetto Distributor. Popular Palmetto 
helps you create profitable repeat busi- 


ness at low selling cost! 


IMEED 


| FAST 
DELIVERY 
AVAILABLE 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Write for Bulletin 35-E 


ick SPROUT-WALDRON 
N MUNCY, PENNA. 
IN/504 


October 1961 


Oct. 30-Nov. 1 

The Joint Industry Annual-Business- 
Social Meetings of The Material 
Handling Institute, Inc.; The Indus- 
trial Truck Association; The Associa- 
tion of Lift Truck and Portable 
Manufacturers and The Monorail 
Manufacturers Association will be 
held at The Greenbriar, White Sul- 
phur Springs, West Virginia. 


Nov. 1-3 

Central Supply Association, 67th 
Annual Meeting, Palmer House, Chi- 
cago. 


Nov. 7-9 


Electric League of Western Penn- 
sylvania, 8th Industrial Electric 
Exposition, Penn - Sheraton Hotel, 


Pittsburgh, Pa. 


Nov. 14-16 


The Material Handling Institute, 
Southwest show, Dallas, Texas 


Nov. 15-17 


National Associated Marine Suppliers 
Inc., Third Annual Marine Supplies 
& Equipment Show, Hotel Roosevelt, 
New York City. 


Nov. 19-20 


Central States Industrial Distributors’ 
Association, 29th Annual Convention, 


Edgewater Beach Hotel, Chicago. 


Nov. 28-29 
National Welding Supply Associa- 


tion, Southeastern Zone Meeting, 


Hillsboro Hotel, Tampa, Florida. 


1962 


Jan. 21-23 


Southern Industrial Distributors’ As- 
sociation, Annual midyear meeting, 
Shamrock Hotel, Houston, Texas. 


Feb. 6-8 
Material Handling Institute, Early 


Spring Meeting, Atlanta, Georgia. 


Jun. 5-7 
5th Annual Triple Industrial Supply 


Convention, NIDA, SIDA, ASMMA, 
Waldorf-Astoria Hotel, New York 
City, New York. 


60-A Series Light Duty 
Plate-Type Escalator Ball 
Race Swivel Caster. 


64-J Series Light Duty 
Stem-Type Escalator Ball 
Race Swivel Caster. 


CASTERS 


Sell—for real profit—the complete 
line of Bond Industrial and Institu- 
tional Casters. Write for details now! 


& MACHINE COMPANY 
314 Penn St., Manheim, Penna. 


50-A Series Single 
Ball Race Pressed Steel 
Swivel Caster. Also 
52-A Series with Dou- 
ble Ball Race. 


51-A Series Pressed 
Steel Rigid Caster. 


40-A Series Structural 
Steel Double Ball Race 
Swivel Caster. Structural 
Steel Rigid Casters also 
available. 


Race Semi-Steel Swivel 
Caster. 


r 
36-A Series Double Ball 
4 
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New Lines taken on 
by Distributors 


Sprayon Products, Inc., appoints 
eight new distributors: 
* Bedford Products Co. 
Brooklyn, New York 
Load cable, wire, rope * Bosler Supply Co. 
or anything on reels Chicago, Illinois 
or take-up. Chicago, Illinois 
¢ Metal Product Sales, Inc. 
© Easily portable Kalamazoo, Michigan 
@ * Morrow Control & Supply Co., Inc. 
@ Heavy steel frame 
@ Slanted front Canton, Ohio 
Providence, Rhode Island 
* Quicfrez, Inc. 
Fond Du Lac, Wisconsin 
¢ The Su-Par Corp. 
Me Brooklyn, New York 
a 
2,000 Ibs. cap. for reels 


up to 28” wide. Weight 


PRICE $46.50 
f.0.b. Cincinnati 


STYLE B 
Globe Stock Gear Division recently 


wide; or for 2 reels up to 24” appointed six new distributors: 


wide each. Weight 1107. 
PRICE $84.50 ¢ Cottingham Bearing & Service, Inc. 


© Special sizes on request. f.o.b. Cincinnati 


Dallas, Texas 
ROLL-A-REEL Power Drives, Inc. 
Knoxville, Tennessee 


¢ Cincinnati Transmission Co. 
Cincinnati, Ohio 


never before...so many Sales features} | ~ columbus Bearing Service, Inc. 


j inictc’ vical Columbus, Georgia 
in a machinists’ vise! 


{AN Montgomery, Alabama 
¢ H. J. Schroeder Co. 
Fort Wayne, Indiana 


American Pulley Co. appointed two 
new distributors for American Pulley 
materials handling equipment. 
Guaranteed ¢ Idaho Industrial Supply Co. 

Unbreakable ! ¢ Holub Iron & Steel Co. 

Akron, Ohio 


New Columbian Machinists’ Vises are smashing sales records Colonial Supp ly Co., Pittsburgh, _ 
everywhere. appointed a distributor in western 
: Reasons? Rupuies design, finer workmanship and a host of popular Pennsylvania by Thermoid Division, 
eatures unmatched in any other vise. The latter include ‘“T”’’ section 
hardened tool steel replaceable jaw faces . . . steel handle balls forged H. K. Porter Company, Inc. 
from handle stock . . . self-lubricating graphite bronze thrust bearing 
. .. unbreakable malleable iron castings . . . easy conversion of 3—3% Lucas Supply Co., Newark, Ohio, was 
—4-—4'% —5-inch stationary vises to swivel base type with addition appointed a master distributor for the 


of swivel kit. A-2204A 
Synflex Products Division, Samuel 


THE COMMBIAN VISE MFG.cO.| 


Cleveland 4, Ohio Bearing Distributors, Cincinnati, 
continued 
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HEAD AND SHOULDERS 
ABOVE THE REST! 


FORTEX 
PAILS 


FOR REPEAT SALES! 


Fortex Pails have universal appeal: 
construction, aviation, marine main- 
tenance, all industrial institutions. Re- 
sist the effects of acids, caustics, ce- 
ment, chemicals, detergents, fuels, 
paint, plaster. 

Complete line of standard sizes up to 
10 gallons. Many territories still open. 
“REINFORCED MOLDED RUBBER-FIBER 
PAILS FOR EVERY PURPOSE” 


FORTEX INDUSTRIES, INC. 


44 WHITEHALL ST., NEW YORK 4, N. Y. 


FAST MOVING 


11 MODELS 
80 to 400 Amps. $69.50 to $370 Complete 


The most complete line of TRINDL AC ARC WELD- 
ERS offered in 35 years. All models from 80 to 
400 Amps. Designed and engineered to .meet the 
most exacting demands of industry. All models 
feature heavy duty DUAL COILS, glass insulated 
and VITROTEX bonded to hold the heat and stand 
up to roughest usage, cutting down-time to the 
minimum. You can change the range in seconds 
with the new Slanting Eye-Level Control Panel. 
Strong, penetrating welds assured. Every model 
for ONE YEAR IN CON- 
TINUOUS OPERATION. Write Dept. T13-K 


MODEL 125A 
115/230 VOLTS AC 
Handies rods from 
1/16" to 5/32” on 
stock to 1/2” thick. 
16 heat stages range 
from 20 to 125 Amps. 
America’s finest low- 
priced fastest selling 
Welder. List price 
complete with all ac- 
cessories only $98.50. 


RING 


October 1961 


Ohio, was appointed full line distrib- 
utors of industrial products manu- 
factured by Chain Belt Co. 


Meier Bearing Alloys Inc., Chicago, 
was appointed a distributor for 
Parker industrial hose and reusable 
fittings by Parker-Hannifin Corp. 


Kessinger Supply Co., Belefonte, Pa., 
was appointed a full line distributor 
for Chain Belt Co. 


Lubbock Bearing Service, Inc., Lub- 
bock, Texas, was appointed a distrib- 
utor in selected Texas counties by 


Chain Belt Co. 


Mau-Sherwood Supply Co., Cleve- 
land, Ohio, was appointed distributor 
for Unisorb machine mounts and 
Level-Rite devices by the Unisorb 


Division, Felters Co. 


The Flinchbaugh Electric Co., Port 
Huron, Michigan, was named a dis- 
tributor for Allis-Chalmers motors in 
St. Clair, Sanilac, and Huron coun- 
ties, by Allis-Chalmers Mfg. Co. 


Telco, Inc., Cleveland, Ohio, was 
named a northern Ohio distributor of 
Standard Metal Cutting Tools, by 
Standard Tool Co. 


Flack-Pennell Co., Saginaw, Mich., 
and Flack-Pennell of Flint, Inc., 
Flint, Mich., were appointed as the 
only authorized distributor located in 
northeastern Michigan, for the com- 
plete line of cutting tools manufac- 
tured by Brown & Sharpe Mfg. Co. 


Mielke Electric Works, Inc., Duluth, 
Minn., was appointed a distributor 
for Allis-Chalmers motors, control, 
pumps, and transformers in portions 
of Minnesota, Michigan and Wis- 
consin, by Allis-Chalmers Mfg. Co. 


Des Plaines Auto Parts Inc., was ap- 
pointed a distributor for Parker in- 
dustrial hose and reusable fittings by 
Parker-Hannifin Corp. 


O’Donohue Industries, Milwaukee, 
Wis., was appointed exclusive distrib- 
utors for the Pred Division, Binks 

continued 


from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


Manheim Manufacturing 
and Belting Company 


SIMPLE $€ MULTIPLICATION! 


Multiply the 
satisfactions and 
you'll multiply 
your Veelos sales 


You can assure your customers of 
multiple savi when you sell 
Veelos, the li v-belt, for their 
drives. For Veelos is the most versa- 
tile method yet devised to maintain 
high belt-driven production. 

Here are some exclusive ad- 
vantages that only genuine Veelos 
provides: 


1. Multiple belt selection at less cost! 
Four reels of Veelos (O, A, B and 
C widths) give your customer a 
complete v-belt stock . . . replace 
as many as 316 different sizes of 
endless belts. 


2. Multiple matched v-belt sets! How 
many matched sets can your 
customer afford to ? How 
many does he carry ? With Veelos, 
he can have many times more 
such matched sets and carry 
less stock. 

3. Multiple savings on storage space! 
Your customer can store four 
reels of Veelos in space only 16 
inches square. 

4. Multiple savings in efficiency! 
With Veelos, your customer can 
be sure of top operating effi- 
ciency, less machine vibration, 
minimum machine downtime, 
more production, greater profit. 


Multiply all the satisfactions and 
savings that go with selling Veelos 
and they’ll multiply your sales and 
customers. 


P.S. Write for folder, ‘Selling 
Veelos Quality is as easy as + — X 


+.” It can help you sell the many : 
benefits Veelos offers. 


THE BALANCED 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 


ip TED 
WELDERS 
SJ 
maruractirers of: Welders—Pipe Thawers— 
1807 S. CLARK ST., CHICAGO 16, ILL. . 
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special screws 
make 


Selling Mac-it quality prod- 
ucts and dependable service 
guarantees greater satisfac- 
tion for your customers— 
changes prospects into cus- 
tomers—builds bigger busi- 
ness and increased profits for 
you! Write today for details. 


MAC-IT PARTS COMPANY 
Dept. 15, Lancaster, Penna. 


“TROUBLE SAV 
ROLLING 


Save on Storage! 


Here is a new, high-profit, quick-turnover sales 
builder — a natural for distributor selling — 
“Trouble Saver” Steel Safety Rolling Ladders 
in convenient knocked down form: 


SAVE on freight costs: 

shipped flat in cartons only 4” high. 

SAVE on storage: 

as many as six cartoned KDF Safety Ladders 
fit in the space needed for one asembled unit. 


And new KDF Safety Ladders are designed 
with your customer in mind. Only a wrench and 
screwdriver are needed for assembly. 

Available with or without handrails in 17%” 
and 25%” widths. Heights from 19” to 9044”. 
Write for full information, prices. 


— THE PATENT SCAFFOLDING CO., INC. 
=] 38-21 - 12th Street, Long Island City 1, N. Y. 


Dept. 1-D. 


Mfg. Co., in the state of Wisconsin 
and the Upper Peninsula of Michigan. 


Greenville Textile Supply Co., Green- 
ville, S. C., was named a new South- 
eastern distributor by Extremultus, 
Inc., to serve customers in North and 
South Carolina, Georgia, Tennessee 
and Alabama. 


Manufacturers Rubber & Supply Co., 
Memphis, Tenn., wa appointed as an 
authorized master distributor by 
Synflex Products Division, Samuel 
Moore & Co. 


Coldwell & Co., Inc., Terre Haute, 
Indiana, was appointed a distributor 
of industrial products manufactured 


by Chain Belt Co. 


Allied Diesel Sales & Service, Inc., 
Boston, was appointed a distributor 
Allis- 


for rotary compressors by 


Chalmers Mfg. Co. 


Baker-Bohnert Rubber Co., Louisville, 
Kentucky, was appointed an author- 
ized master distributor by the Synflex 
Products Division, Samuel Moore & 


Co. 


Gransden Hall & Co., Flint, Michi- 
gan, was appointed a distributor of 
industrial and municipal pumps in 
the covering 
County, Michigan, by Worthington 
Corp. 


territory Genesee 


“This looks like our day.” 
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® a 
your 
profitable 
connection! 
\ ck 
: A NEW PRODUCT FOR NEW DISTRIBUTOR PROFITS! aa ie 
> Je on Shipping! 
is 


THE CALLS 


KEM 
STEEL BLUE? 


Popular package 8-oz. cen fitted with 

Bakelite cap she ot bende: -hair brush 
for applying right at 4h; metal sur- 
face ready for layout in a,few minutes. 
The dark blue backgroufid makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. « St. Lovis 6, Mo. 


THE NEW WARNOCK 
STRAP WRENCH 


for the user... 
© Comfortable new handle speeds work. 
@ Simple construction, lightweight. 
@ A handy tool for turning small hand- 


wheels, knuried handles, odd-shaped 
parts, polished pipe. 


@ Especially efficient for calibration of 
electronic and optical devices; deli- 
cate adjustment of precision machine 
parts; assembly of fragile units. 


for the distributor... 
@ It's new, but has the old Warnock 
quality at reasonable price. 
@ Has wide application in industry. 
e Attactive, modern, functional design 
helps it sell. 
Ask for prices, discounts, selling aids 


LOWELL WRENCH CO. 


79 TEMPLE ST. WORCESTER 4. MASS. 
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Obituaries 


Charles C. Gates 


Ciaries C. Gates, 
Sates Rubber Co. 


Charles Cassius Gates, 83, president 
of the Gates Rubber Co., Denver, 
Colorado, died August 29, 1961. 

Mr. Gates was born in Waterford, 
Michigan, on November 26, 1877, the 
son of Gideon B. and Ruth Ann Gates. 
He attended schools in Michigan, and 
was graduated from the Michigan 
College of Mining & Technology in 
1904. 

In 1911, he and his wife purchased 
the Colorado Tire & Leather Co., at 
1025 Broadway, in Denver. From this 
one-man shop grew the Gates Rubber 
Co., the nation’s sixth largest rubber 
The multi- 
million dollar corporation is one of 
S. firms 
and managed by the 


manufacturing concern. 


the few remaining major U. 
still owned 
founding family. 

Mr. Gates has been president of the 
company since its founding in 1911. 
His brother John has been secretary- 
treasurer throughout the firm’s entire 
history. 

Mr. Gates was a member of the 
Denver Country Club, The Denver 
Club and the Tower Club of Denver. 
He was an honorary member of The 
Rotary Club of Denver and of Hono- 
lulu. He was also member of various 
Masonic organizations and of two en- 
gineering and mining fraternities, 
Tau Beta Pi and Sigma Rho. 


He had served as a trustee of the 
continued 


CLIPS ON BELT! 


Now, Evans gives 

industry more big sav- 

ings in measuring tapes! Greater 
convenience and performance — 
with no increase in cost! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. Your supplier will 
gladly demonstrate. Ask him about 
this Evans today, 


YOUR COMPANY NAME 
ON TAPES... 


Evans tapes can be supplied with your com- 
pany name and advertising on each tape 
for presentation to your customers. It's a 
wonderful way to build good will. Available 
in individual gift 
package. 


Send for illustrated 
folder #5807. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 


EEL BLUE | Sizes from 6 ft. to 12 ft. | 
| 
| 
| | 
a. 
redesigned | 
for | 
more profits 
| 
219 a 


a REASONS WHY Denver Museum of Natural History 


CHALLE 7 and the University of Denver. The Cash in with this cee 
University awarded him an Honorary 
Degree of Doctor of Public Service in SPECIAL 30 DAY 
1951. He had also served as a di- ’ TRIAL OFFER 


rector of the Mountain States Tele- 
phone & Telegraph Co. and of the DIE FILERS 
Denver Council of Boy Scouts. 


He is survived by his wife, his NOW ~~ — od 
rospective 
brother John and five children, Mrs. eestemers @ DAY 


Alexander S. Atherton of Honolulu, TRIAL of any model. 
This offer has 


\} i, /. Mrs. Paul Loughridge, Jr., of New- been tested and 
port Beach, California; and Mrs. 

= James A. Woodruff, Mrs. Brown W. aed. Now one 

can do the same 


Cannon and Charles C. Gates, Jr., all 


d ill back 
should be your of Denver. Also surviving are 16 rie ane aa 
source eed policy. 
3 MODELS 


of PRECISION SURFACE ECONOMY MODEL F256 Four way $119.00 


tilting table. Complete with 4 hp 
motor. 


EQUIPMENT Ragnvald M. Naley, r2sch $190.00 


Aluminium, Ltd, Sales, Inc. DELUXE MODEL F256B Has spring ; 
MOST COMPLETE LINE $159.00 
Challenge offers more than : Ragnvald M. Naley, 59, vice presi- All prices F.0.8. Factory, Eau Claire, Wisconsin. 


200 dierent types and since I dent of Aluminium, Ltd., Sales, Inc. WRITE TODAY for details of 
of both Semi-Steel and i" J ? ’ ? 30 DAY TRIAL OFFER and 
Granite Precision Surface died September 6, 1961. liberal discounts 

Mr. Naley was with the Canadian 

ypes shown—ranging from KELLER DIVISION & 
the smallest size of angle (=——-——_ concern since 1929. He and another 

plates up tothe largest floor [Nye 7 Sales Service Miz. Co) 


employee established the firm’s first 


I , sales office in the U.S. in 1944. 2361 University Ave., St. Paul 146, Minnesota. 

PROMPT DELIVERY 
Most of the 300 Challenge > 
Precision Equipment items — 
can be shipped to you or $. Rupert McDermond A Sales Repeater Because it’s 
your customer from factory . ’ 
stock. Immediate attention Sanson & Rowland Inc DEPENDABLE 


and fast production sched - NT 
S. Rupert McDermond, 75, retired CAL 


orders. 
assistant manager of Sanson & Row- 


, Inc. i j i : You can depend on the selling power of 
J ATTRACTIVE DISCOUNTS land, Inc., Philadelphia, died July 5 => 3S 


..-which provide a profitable ea Mr. McDermond was with the firm || that’s easy and dependable to use. Effi 


able on all standard equip- for some 35 years. He retired about || ciently conditions metal for neat, strong 


unions. Economical because RUBYFLUID 


ment items to all established 10 \ ; 
agent for the Philadelphia Sesqui- 


j> HANDY BUYING AND SELLING centennial in 1926. FLUID Flux—liquid 
MeFORMATION CL Surviving are his wife, Dorothy; er paste — keep 
Illustrated Info-book coming back for 
Catalog (shown below) 5 | a son, Walter S. McDermond, and more. Let RUBY- 
with complete descriptions, , three sisters. FLUID make 
specifications, and prices on friends and build 
standard equipment items A business for you. 
makes it easy to sell. ly | Remember . . 


RUBY’s Stainless 
Steel Flux was 
perfected for this 


GET COMPLETE INFORMATION R. G. Jacobson, 


application. Don’ 
If you are not already F. Hallock Co. take hanes with 
set up to handle Pre- R. G. Jacobson, 55, sales manager of seeaeses 
cision Surface Equip- The F. Hallock Co., Derby, Conn., 


Ruby Chemical Co. 
76 S. McDowell Street 
Columbus 8, Ohio 


ment sales this easy, 
profitable way, write us. 
SE-124 


died at his home, August 13. 
Mr. Jacobson was sales manager of 
” the firm for the past ten years. He 
Equipment Gui was born in Higganum, Conn., Feb. 1, 
Sales Manager Gi 1906, the son of John Adolph and 
The CHALLENGE MACHINERY CO. Augusta Johanson Jacobson. He 
GRAND HAVEN, MICH. continued 


Write: Precision 
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spent most of his life in New Haven 
and attended the local schools. 

During World War II, he was with 
the 8th Air Force Hell’s Angels. He 
was president of the New Haven 
Veterans Council and past president 
of the North Haven Lions’ Club. He 
was a member of Olive Branch Lodge 
84 AF & AM. 

He is survived by his wife, a son, 
Douglas R. Jacobson; two brothers, 
Edward E. Jacobson and Oscar L. 
Jacobson, both of New Haven; and 
three sisters, Mrs. Selma Diana of 
Easton, Mrs. Amanda Blanks of New 
Haven and Mrs. Hulda Thompson of 
Stillwater, Minn. 


Robert J. McDermott, 
McDermott Metal Products, Ltd. 


Robert J. McDermott, president, 
McDermott Metal Products, Ltd., 
Toronto, Ont., and vice president of 
the R. J. McDermott Co., Ltd., died 
August 16. 

He was active in the industrial dis- 
tribution field for more than 35 years. 


Louis Howard White, Jr., 
Stratton-Baidwin Sales Co. 


Louis Howard White, Jr., 56, vice 
president of Stratton-Baldwin Sales 
Co., New Orleans, La., died August 5, 
1961. 

Burial took place in Newport, 
Tennessee. 

This is the second death in less than 
a month, at the executive level, in the 
Stratton-Baldwin Co. Phil Warren 
Stratton, president, died July 17, 
1961. 

Mr. White is survived by his 
widow, two sons, three brothers and 
one sister. 


C. McCarthy, 
Equipment, Inc. 


C. E. (Chick) McCarthy, 47, presi- 
dent of Equipment, Inc., Houston, 
died recently, while on a fishing trip, 
with a friend. 

Mr. McCarthy was a native of 
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POWERFUL— DEPENDABLE 
A LVA A LL E ™ FULLY GUARANTEED 
MODERATE IN PRICE 
INCH PRESSES 
PUNCH PRESSES Model Combinations. 


Including accessories — Motors 

and Controls, Dial — Feeds, 

. Air Clutch-Brake Units, Safety 

Nationally Equipment, Friction Roll Feeds, 
advertised = Punch and Die Units, etc 

in leading 


trade 
publications 


Inquiries from our 
national advertising 
are supplied to our 
industrial supply 
dealers. 


Write or call today for details on handling the 
nationally known line of ALLEN Punch Presses. 


Tel. TUrner 5-3331 


BRUSH 
OR SPRAY! 


“aa 


530% better than other rust MAGic superiority 
widely promoted brands 


DRY IN 20 MINUTES! 
TOP COAT IN 2 HOURS! 


Krylon Rust Magic penetrates rust in 
minutes, bonds itself to the metal, 
positively prevents further corrosive 
action. Compatible with almost any 

finish . . . lacquers, enamels, varnishes, 
acrylics, epoxies, vinyls, latex, oil- 

base and water-base paints. Earned a 
near-perfect 9.1 rating in ASTM Rust 
Prevention Index tests . . . 530% 
higher than other leading brands! At 
leading jobbers and paint stores “ 
everywnere—or write on your com- BRAND A 


pany letterhead for information. Metal panels subjected to extreme salt 
spray for 325 hours. Rust Magic panel 
film shows no defect or corrosion except 


where scribed through to bare metal. 

Brand A shows severe blistering, under- 
NORRISTOWN,PA. film corrosion, lifting and creeping. 

Since 1948 KRYLON has sold more aerosol paints than all other aerosol brands combined 


| 
4 
| é - 
Ram Press 
Model BT.25-6 4 
M® Thousands in Use | 
the Worid Over Clinton, Missouri ; 
~—RUST— 
| — AS 
magic: MAGIC: 
| 
| 
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JET-AGE 
SERVICE 


ORDERS 
SHIPPED 
WITHIN 


HOURS 


LOUISVILLE 
ALUMINUM 
INDUSTRIAL 
MAINTENANCE 
EQUIPMENT 


STRONG 
EXTRA SAFE 
DURABLE 


FAST 48 HOUR SHIPMENT 
GUARANTEED BY LARGE 
STOCK of America’s Finest, 
Most Complete Line of Quality 
Aluminum Ladders, Platforms, 
Stages and Seaffolds for In- 
dustrial and Commercial use. 


Write or Phone for Details and Catalog 


1101 W. Oak St. Louisville 10, Ky. 


Houston and a graduate of Rice 
University. He was a charter member 
of the Houston Industrial Distrib- 
utors Association, and was elected 
vice president of the first group of 
officers of the association. 

A past president of the Houston 
Golf he was also in 
charge of the industrial division of 
the Pin Oak Charity Horse Show, 
staged each year for the benefit of 
Texas Children’s Hospital. He was 
also a member and past president of 
the Brae Burn Country Club, and was 
a member of the Houston Club and of 
Saint Michael’s Catholic 
Church. 

Mr. McCarthy had been president 
of Equipment, Inc., Houston oil field 
equipment firm, since 1958. He 
formerly worked for the Hydrill Co., 


an oil tool manufacturing firm. 


Association. 


Roman 


He is survived by his wife, a 
daughter, Mrs. Judy Knapp; two 
sons, C. E. McCarthy, Jr. and Terry 
McCarthy; his father, William H. 
McCarthy; two sisters, Miss Mildred 
McCarthy and Mrs. Lou Herten- 
berger; and two brothers, Lawrence 


J. McCarthy and W. H. McCarthy. 


F. M. Morris, 
Longhorn Supply Co. 


F. M. Morris, 51, executive vice presi- 
dent, Longhorn Supply Co., Houston, 
apparently fell from his fishing boat 
in Trinity Bay five miles east of Point 
Barrow, June 26, 1961. 

Mr. Morris was a member of the 
Houston Industrial Distributors Asso- 
ciation. For many years he had been 
very active in the industrial supply 
industry in Houston. 


Frank F. Merville, 
LeValley McLeod Inc. 


Frank F. Merville, 69, manager of the 
LeValley McLeod, Inc., supply branch 
in Binghamton, New York died 
August 25, during a Canadian fishing 
trip. 

He was named Binghamton man- 
ager of the industrial supply firm in 
1950. He was also a vice president of 
the Elmira, New York, firm. 


ALLEN FLUXES 


for all metals 


BRAZING 
WELDING 
SODERING 


L. B. ALLEN CO., Inc. 
9303 Berenice (Metropolitan Chicago Area) 
Schiller Park, Illinois 


HARRIS FLOATS 


Dependable Service 
and 
Top Quality | 


on Copper 
and 


Stainless 
Steel 
Ball Floats 


2 to 12 Inch Diameters 
in stock at all times 
For more than a half century, leading indus- 
trial distributors have made Harris their first 
and principal source of supply for floats. 

A complete range of the most popular sizes 
of both copper and stainless steel ball floats 
is always in stock for prompt shipment. 

Harris builds special floats in a variety of 
shapes and sizes of Stainless Steel, Copper, 
Copper-Plated Steel, Aluminum, Nickel, Monel 
and Chrome-Plated Steel. 

Write for Complete Information 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St. Chicago 7, Hl. 
Established 1884 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 


Difficult problems take no time at 
all with electronic data processing but 
the simple ones take longer. Re- 
cently scientists at Aerojet-General 

were puzzled 
why a rocket 
engine failed 
to fire in a test. 
After consid- 
on 

why’s and 
wherefore’s, it was discovered that the 
rocket failed to fire because a mongrel 


storming 


mascot has used the ignition mech- 
anism as a fireplug! 


After 49 years with the Goodyear 
Rubber & Supply Co., Portland, Ore., 
Lloyd Childers, president, retired on 
August 1. Lloyd succeeded the late 
Lewis C. Garrigus in 1950 as general 
manager, having worked up from 
office boy and at every job in the 
firm. In recent years, the old firm 
underwent some changes. Known as 
the Goodyear Rubber & Asbestos Co., 
it was sold to Warren & Bailey Corp., 
which combined it with another 
acquisition, Harris Supply Co., also 
of Portland. But the merger didn’t 
work and Lloyd and his associates 
bought out the Goodyear Rubber & 
Asbestos unit and changed the name 
to Goodyear Rubber & Supply Co. 
with Lloyd remaining at the helm 
throughout. Lloyd and his wife raise 
flowers in their greenhouse as a 
hobby, specializing in fuchsias and 
geraniums. But, among their retire- 
ment plans, is some traveling. Good 


luck, Lloyd. 


Oldest champion in the 34-year 
history of the Long Island (N.Y.) 
amateur golf championship is 53- 
year-old Bob Kiersky, vice president, 
marketing development, Permatex 
Co. and thereby hangs a tale. The 


224 


tournament was match play and was 
scheduled to start on a Thursday and 
conclude on Saturday. “I just couldn’t 
get away from business,” said Bob, 
“but when rain and thunderstorm 
forced a postponement of qualifying 
to Friday, that made all the difference 
in the world to me and I came out.” 
It wasn’t easy as Bob carded a 75 in 
the qualifying round and got into 
match play only by playing off with 
three others for the last two spots, 
despite the fact he suffered a pulled 
cartilege during the day. In the final, 
Bob had to rally to defeat 23-year-old 
Gene Francis, Purdue golfer, 1 up. He 
squared the match on the 15th by 
holing out a 25-footer for a par four, 
after some trouble in trees and trap. 
Bob is a former Houston city cham- 
pion. He began playing golf at the 
age of 32. At Baylor, he played all 
sports except golf. How do they do it? 


Still talking about golf, Elmer J. 
Goetz, Los Angeles office manager for 
Thor Power Tool, knocked off low net 


“Like hell's a bit general—specifically, 
how did you make out on your sales 
trip?” 


at the annual Garrett Supply Golf 
Tournament held at the Montebello 
Country Club, L. A., with a 75. Elmer 
was former Thor champion and also 
won the guest division of the San 
Diego Electrical Industry Tourney 
with a 77 at the Bonita Hills Country 
Club in San Diego. The newest Thor 
links champ is Frank Oros, a machin- 
ist, who recently toured the Red Barn 
Country Club links in Twin Lakes, 
Wisc., with a satisfying par 72. The 
industrial supply field must be a 
tough league to play golf in. 


This country, according to the 
McGraw-Hill Economics Department 
will drink a little more than a billion 
gallons of beer 
this year but 
the 
225 breweries 


CARRY your} ACT 
SHARE OF Z } 
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> 


aren't going to 
get rich. Rea- 
son: over-ca- 

pacity. Annual ~~ 

U.S. consumption averages 85 mil- 
lion barrels but capacity is up to 140 
million barrels. Needed, less suds. 


The hard sell is a Madison Avenue 
catch-phrase but has gained currency 
nationally. After seeing what some 
distributors are doing to move their 
wares, Bill Wahl, Farquhar Machin- 
ery Co., Jacksonville, Fla., figures 
that they must think “hard sell” 
means “cut prices.” Anent the sub- 
ject, 1.D.’s associate editor, Van Ness 
Philip noticed, during his visit to 
Bearings Supply Co., Billings, Mont., 
that there were symptoms of the same 
thing out West. Hanging on the wall 
was a placard bearing Alex Davies’ 
contribution mentioned here more 
than a year ago, “Count that day lost 
whose low, descending sun finds quo- 
tations made at cost and business 


done for fun.” jJ.A.W. 
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THERMO-FORGED* SOCKET SCREWS INCREASE YOUR CUSTOMERS’ PROFITS 
BY REDUCING INSPECTION REJECT AND IN-WARRANTY SERVICE COSTS 


Today’s profit-conscious industrial leaders are tak- 
ing a long, hard look at the profit-eating costs of 
inspection rejects and in-warranty service. They’re 
turning to quality—in materials and components— 
to reduce these costs and increase profits. 


Holo-Krome’s exclusive THERMO-FORGED process 
produces socket screws of unmatched uniformity 
and quality ... virtually free from flaws and hidden 
imperfections. Sell the fact that a few extra pennies 
spent on quality socket screws can save many 


*Trade Mark of The Holo-Krome Screw Corporation 


hundreds of profit dollars by reducing the high cost 
of inferior fasteners. Think customer profit . . . sell 
Holo-Krome quality! 


If you’re not now a Holo-Krome distributor, write 
and see if there’s a franchise open in your territory. 


HOLO-KROME 


Thermo-Forged 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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